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THE 1949 FRAZER MANHATTAN SEDAN—A total of 103 styling and mechanical advances is claimed for the new Frazer and Man- 
hattan sedans, which go on display this week at K-F dealerships. A new grille, bumpers and deeper body panels are designed to g 
the luxury model a lower appearance to match its three additional inches in length. 
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Output at Postwar Top; 
Wilson Sees 10% Rise 
In *49 Auto Production 


“Slay | Plants Turn Out 93,066 Cars, 24,781 Trucks in W eek; 
GM President Indicates Higher Prices; 
‘Thrift? Car Still Years Off 


~ 


The engine has been boosted 


ive 
by !2 percent to 112 


horsepower and the compression ratio has been stepped up fo 7.3-1. Interiors, which feature a new instrument panel and hardware fittings, 


are available in 57 choices of body colors and fabrics. 


Kaiser-Frazer last week produced its 


and Deluxe models were introduced a month ago. Other photos are on page 34. 


Prices Held on ’49 Frazers 
Despite 100 Improvements 


Sparks 


The miners boost Lewis’ pay 
by 100 percent to $50,000 annu- 
ally. Isn’t it about time for a 
blast about inflation, John? 


* * * 


Interest on the national debt in 
1949 will cost $5,300,000,000. That’s 
more than the entire national 
budget in any year after World 
War I up to 1933, the Chamber of 
Commerce of the U. S. adds. 


* . 2 


Over There 

Not only are the European auto 
shows right-up-to-the-minute af- 
fairs, but English dealers are set- 
ting a pace for some of their more 
backward American cousins in 


pushing service volume. 
* * * 


Foldin’ Money 

Americans increased their liquid 
savings by $900,000,000 in the sec- 
ond quarter of the year, according 
to the Securities & Exchange Com- 
mission. 

This was $200,000,000 more than 
the first quarter, but lagged be- 
hind the first six months of 1947 
by less than half. 


Top Cars 
New car registrations for eight 


months: 
1948 Pos. 
1—470,443 


1947 Pos. 
429,421— 1 
337,201— 2 
206,637— 3 
154,774— 4 
136,736— 5 
134,943— 6 
119,576— 7 

67,221—11 
70,416— 8 
68,9387— 9 
28,352—16 
67,768—10 
60,918—12 
46,761—13 
29,341—15 
26,690—17 
34,8308—14 
10,171—20 
16,056—18 
15,623—19 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds 
Stude. 
Nash 
Mercury 
Kaiser 
Hudson 
Chrysler 
DeSoto 
Packard 
Frazer 
Cadillac 
Crosley 
Lincoln 
Willys 
Austin 
Anglia-Prefect 


7—121,371 
8— 97,677 
9— 82,221 
10— 78,857 
11— 78,229 
12— 77,300 
18— 70,795 
14— 54,505 
15— 52,801 
16— 45,011 
17— 38,644 
18— 18,908 
19— 18,817 
20— 15,120 
21— 6,515 
22— 1,284 
23— 47 Playboy 
24 2 Tucker 

Total’ All Makes 
2,278,522 2,062,951 
For further details see pag 
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ILLOW RUN.—The 1949 Frazer 
and Frazer Manhattan sedans, 
Kaiser-Frazer’s bid for a greater 
share of the luxury car market, go | 
on display tomorrow (Oct. 19) at 
the 4,000 K-F dealerships. 
Advertised-delivered prices for 
the 1949 Frazers are unchanged | 
from those for the 1948 models— 
$2,482.77 for the standard sedan 
and $2,746.11 for the Manhattan. | 
The price line was also held on 
the 1949 Kaisers, 
a.d.p. listing of $2,244.37 for the 
Special sedan and $2,407.11 for the 
Deluxe sedan. 
The new Frazers are said to 
contain over a hundred improve- 


Spring to Mark 
End of Swing 
To New Styling 


By Mac Gordon 
Associate Editor 


HE TEMPO of 1949 model intro- | 


which have an/| 





duction moves into high gear 
this week and unveilings are slated 
to follow one another in steady | 
order through next March. 

An Automotive News survey also | 
disclosed the virtual certainty of | 
price increases on those passenger- | 
car makes which have not yet been | 
changed over to so-called “postwar 
design.” 

Three new cars are to be shown 
for the first time this week— 
Frazer, Nash and Cadillac. 

All the five General Motors pas- 
senger-car divisions plan to stage | 
their 1949 debuts prior to the GM 
show Jan. 20-30 at the Waldorf- | 
Astoria hotel in New York City. 

*” * * 


BARRING new rises in freight or | 
materials costs, it is predicted | 
that the price line will be held or 
raised only slightly by those mak- 
ers whose 1949 editions will be| 
merely face-lifted versions of post- 
war-styled models. 

An indication of this was seen| 
when both the 1949 Kaiser and | 
Frazer sedan lines were announced | 
without price increases. The line | 
was held by Kaiser-Frazer despite | 
the fact that over a hundred 
changes were made in the appear- | 
ance and power plant of the new | 
models. 

All the car builders have ef- 
fected at least one price hike | 
since the third-round wage settle- | 


ments in the spring. Ford, Lin- 
(See MODELS, Page 6, Col. 5) 


300,000th automobile. The 1949 Kaiser Special 


ments, including a six-cylinder 
engine yielding 112 brake horse- 
power with a compression ratio 
of 7.3-1. The former Frazer horse- 
power was 100 and the old com- 
pression ratio, 6.86-1. The Frazer 
is also three inches longer than 
previously. 

Introdxction of the Frazer sedans 
completes K-F’s four-door series for 
1949. Kaiser Special and Deluxe 
sedans were announced a month 
ago. 

* . * 

DGAR F. KAISER, vice-presi- 

dent and general manager, said 


| that the new Frazer sedans joined 
| Kaiser models on Willow Run pro- 
| duction 


lines Sept. 14, and that 
K-F’s output of 1949 models is now 
near the £00-a-day mark. 

The Frazer power increase was 
attributed to the adaptation of dual 
manifolding and a dual-throat car- 
buretor said to provide most effi- 
cient distribution of fuel to all 


| cylinders. 


Style-wise, the Frazer series is 
distinguished by longer skirted 
body panels, a new “honeycomb” 
grille, wide chrome trim along 
the base of the body, the addition 
of a chrome “crease molding” 
which extends the length of the 
car below the window openings 
and the continued absence of a 
radiator nose ornament, 

In interior design, the Frazer and 
the Manhattan are said to feature 


' 57 varieties of body colors and har- 
| monizing upholstery fabrics. 


Kaiser said the Frazer models, 


(Continued on Page 34, Col, 1) 


( KLAHOMA CITY.—A _ charge 
” that automobile manufacturers 
are subsidizing auto dealers to de- 
stroy used auto parts still in short 
supply was made here last week 
before the House Small .Business 


* * 7 
OSSIBILITY of increased car 
production in 1949 was indicated 

last week by C. E, Wilson, presi- 
dent of General Motors, in talks in 
San Francisco and Framingham, 
Mass. 

In San Francisco, Wilson told 
the California Manufacturers 
Assn, that he hoped the increase 
might be as much as 10 percent, 
or 500,000 more passenger cars. 

Wilson spoke at the opening of 

a new GM plant in Framingham, 
where he said that, when there is 
demand for “thrift” model cars, it 
will be met, 

” * > 
E SAID that there is no indi- 

| cation yet that buyers would be 
| satisfied with just the bare essen- 
tials of an automobile. 

(In this respect, J. R. Davis, 
sales vice-president of Ford, told 
an Indianapolis radio audience 
last week that there is every 
indication that it would be im- 
possible to design a car in the 
$1,000 price class that the Ameri- 
can public would buy in volume.) 

While Wilson said that prices 
may be somewhat reduced in the 
future, he added that they will 
never go back to prewar levels 
unless the supply of money is re- 
duced. 

* * 


* 

ILSON indicated prices on the 

1949 models would be higher 

because of new features and new 
tooling. 

He said that the industry in the 
U. S. and Canada would build 5,- 
250,000 cars and trucks this year. 
(Canada builds a relatively small 

(Continued on Page 31, Col, 1) 


Production 
Automotive News Estimates 
U. S. Cars, Trucks 


117,847 
111,531 
- 87,821 


Last Prev. 1947 

Week Week Week 
For complete production totals 

by makes, see table, page 41. 


said, had apparently grown out 
of a misunderstanding of fac- 
tory policies governing warranty 
replacements, 

(Most firms reported they make 


}a@ practice of destroying bad parts | 
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* * é 
By Bernie Thomas 
Associate Editor 

@TEPPED-UP schedules through- 

out the industry sent U.S. auto- 
motive production to a new postwar 
high last week—117,847 units, ac- 
cording to Automotive News esti- 
mates, 

Output of 24,781 trucks was up 
only slightly from the week be- 
fore, but the 93,066 cars that 
rolled from the nation’s assembly 
lines put the combined car and 
truck total over that of any pre- 
vious postwar week. 

The previous postwar high pro- 
duction week had been set the week 
ending Feb. 28, 1948, when U.S. 
plants built 85,789 cars and 31,469 
trucks—a total of 117,258. 

Last week’s effort was also up an 
appreciable 6,316 units over the pre- 
vious week’s production of 87,499 
cars and 24,032 trucks—a total of 
111,531 units, according to revised 
tabulations. 


* * * 
|= PAST week’s postwar high 
found the Big Three building 
91,888 cars and trucks of the total, 
as Chrysler’s four passenger-car di- 
visions put the most substantial of 
output hikes into effect. 

Chrysler’s car output in all divi- 
sions spurted to 21,613 from 18,674 
the week before, when the cor- 
poration’s plants in Los Angeles 
and Evansville, Ind., were less of 
a factor than last week as a re- 
sult of recent supplier tieups. 

General Motors’ passenger-car 
output continued steady with 34,344 
last week, compared with 34,302 the 
week before. Chevrolet registered 
almost 50 percent of GM’s car out- 
put in both instances. 

Ford also increased output con- 
siderably last week, building 21,613 
cars compared with only 18,674 the 
week before. But Ford’s daily ca- 
pacity was about the same. Last 
week’s gain merely offset the clos- 
ing on Friday the week before of 
several Ford plants for a day of in- 
ventory operations. 

» + 


* 

(PURouGH last week, according 

to Automotive News tabulations, 
U.S. plants thus far in 1948 had 
built 2,986,234 cars and 1,108,793 
trucks—a total of 4,095,027 vehicles. 

Prospects are that in the 53 re- 
maining work days in 1948 the 
nation’s plants will add another 
914,000 cars and 240,000 trucks to 
that total. Thus, final U.S. pro- 


(Continued on Page 41, Col, 1) 


- Makers Deny Subsidizing Parts-Smashing 


independent parts reclaimer, Boul- 
ton said, the company “penalizes” 
the dealer. 

“Recently it has gotten worse,” 
he said. “I have found one man 
who will bootleg the used parts to 


subcommittee investigating coer-| rather than permitting them to fall me for the same price the com- 


cive trade practices. 

Accusers stated that auto mak- 
ers are footing the bill to permit 
auto dealers to destroy used auto 
parts so as to prevent repair and 
resale by independent parts firms. 
If the franchised dealer decides 
instead to sell to the independent 
operator, he is “penalized,” one 
witness testified. 

(In Detroit, auto manufactur- 
ers declared such charges to be 
“misconstrued.” The idea, they 


| into the hands of sellers who might | 


ultimately use them in such a way 


as to reflect upon the mechanical | 


automobile). 
+ a 


integrity of the 
+ 


Te ISSUE became public last | 
week when J. W. Boulton, parts | 
reclaimer and owner of Unit Parts | 


Co., Oklahoma City, told the com- 
|}mittee that parts are “being 
| smashed with sledge hammers” by 
order of large manufacturing firms. 
If the dealer sells a part to an 


pany would pay in subsidy but re- 
cently two or three different deal- 
ers have told me they would be 
penalized for selling the parts.” 
Boulton declared that his parts 
business boomed during the war 
(Continued on Page 14, Col. 4) 
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Ford Pushes Fight Nash Dealers Turn on 

For Return to " ib 

Car Financing . | 
Claims Disadvantage 


In Hearings Before 
U. S. Supreme Court 


WASHINGTON. — The question 
of whether Ford Motor Co. will 
be allowed to again finance its 
retail and wholesale vehicle sales 
through an affiliated credit organ- 
ization is finally before the U. S. 
Supreme court, which heard pre- 
liminary arguments in the case 
last week, 

In a court battle of significance 
to the entire automotive industry, 
Ford is seeking respite from re- 
strictions resulting trom charges 
filed by the government in 1938 
that Ford, General Motors and 
Chrysler Corp. were guilty of 
monopolistic practices in the field 
of auto financing. 

At present, Ford feels that 
General Motors has an unfair 
competitive advantage over it be- 
cause GM is still able to finance 
the sales of its products through 
the General Motors Acceptance 
Ome a wholly owned GM sub- 

Looking ahead to the return of 
a highly competitive market in the 
auto industry, Ford officials have 
said for the court record: 

“The government has had over 
seven years in which to force Gen- 
eral Motors to part with GMAC 
and it is still doubtful when, if 
ever, that litigation will come to 
an end. 

“Ford has felt it necessary to 
arm itself with every possible 
weapon for use in competing with 
General Motors. In the three years 
between the entering of a consent 
decree to the beginning of the 
war, Ford lost sales to General 
Motors. That trend has to be re- 
versed.” 

Ford’s reference to a “consent 
decree” concerned the time when 
the company withdrew from the 
field of automotive financing. 

The history of Ford’s present ac- 

(Continued on Page 34, Col. 3) 


Skinner Resigns 
As L-M er; 
Ostrander Named 


DETROIT.—Thomas W. Skinner 
has resigned as general manager 
of Lincoln-Mercury to enter his 
own business, and Stanley Ostran- 
der, head of Ford’s Highland Park 
operations, has been appointed 
manager of operations, it was an- 
nounced last week by Benson Ford, 
director of the L-M division. 

Ostrander, former general manu- 
facturing manager at Pontiac, 
joined Ford earlier this year. 

Skinner, who joined Ford as a 
day laborer, was named general 
m@nager of L-M when the division 
was created in October, 1945. From 
1987 until 1942, Skinner was assis- 
tant to J. R. Davis, Ford general 
sales manager. 





















real meanin 
dent, pick 
and displayed 
building. 


Knetzer Canceled 
By Olds; Fraud 
Charges Mount 

B 


y Sam X. Hurst 
Staff Correspondent 

ST. LOUIS.—Legal troubles were 
pyramiding rapidly last week for 
Robert L. Knetzer and Arthur F. 
Kramer, the Illinois “list-price” 
dealers whose amazing careers in 
the automotive field began a down- 
ward slide 2% weeks ago. 

Knetzer, the former Oldsmobile 
franchise-holder in Edwardsville, 
and Kramer, the farmer turned 
used-car operator in Jerseyville, 
both were at liberty last week after 
posting $25,000 bonds on “confi- 
dence-scheme” conspiracy charges. 

Both had been accused on in- 
voluntary bankruptcy counts by 
individuals whose suspicions were 
aroused when promised “list- 
price” 1948 models were not forth- 
coming. In addition, both had 
filed voluntary bankruptcy peti- 
tions, 

Preliminary hearing in Kramer’s 
bankruptcy case was set for Nov. 
19, with all his creditors due to be 
invited. 

Knetzer and Kramer continued to 
withhold the sources of the Fleet- 
line Chevrolets and other General 
Motors cars which they “sold” at 
list prices. One report under inves- 
tigation was that they were ob- 
tained from GM employes who were 
able to buy cars at a factory dis- 
count, 

Kramer’s voluntary bankruptcy 
petition revealed that the Jersey- 
ville dealer’s largest debt was $27,- 
480, owed to Thomas Sagle, Tucker 
dealer in Springfield, Ill. Sagle said 
he had invested about $40,000 with 
Kramer to obtain about 20 late- 
model “used cars.” Kramer deliv- 
ered only a few orders, Sagle said. 

Meanwhile, Federal District Judge 
J. Leroy Adair at Peoria appointed 
William C. Dunham, an East St. 
Louis attorney, as temporary re- 
ceiver for Knetzer, whose Oldsmo- 
bile franchise was cancelled last 
week. 


It was reported by investigators 
(Continued on Page 40, Col. 2) 











ON THE SALES FIRING LINE—Shown meeting to discuss final plans, these Hudson execu- 
tives are now on the road holding a series of 24 nationwide meetings which will bring them 
in contact with all dealers during October and November. Hudson's fall merchandising 
campaign will be covered. The three teams of officials who will take Hudson's sales story 
to the field will be led by (from left to right, seated) N. K. Van Derzee, sales manager; 
George H. Pratt, vice-president in charge of sales, and M. M. Roberts, director, advertising 
and merchandising. Other officials who will play an important part in the meetings include 
(from left to right, standing) Joseph H. Horter jr. business management manager; C. C. 
McKellar, manager of parts and accessories; Walter S. Milton, director of service; Robert 
W. Straughn, merchandising manager; C. W. Treadwell, manager of sales training, and Tim 
May, service promotion manager. (See story on page 41.) 


for Byron Stout Co., Nash dealer in Wichita, Kans. 
up this relic from a railroad roundhouse in Wichita, painted it glowing red 
ft for a week on the sidewalk. The police then made him put it inside the 
uy Simnett (left), new-car manager, is pictured with Stout. 


Heat... 





HOT PROMOTION—"Hotter 'n a depot stove," the slogan for the 1949 Nash, takes on 


Byron G. Stout jr., presi- 





THE HEAT IS ON—A red-bellied depot 
stove to illustrate the slogan of the 1949 
Nash, to be introduced to the public Oct. 22, 
attracts a lot of attention in Leonard Nash 


Sales showroom in Mattoon, Ill. Shown "‘feed- 
ing" the stove is Arthur Swank, secretary- 
treasurer of the dealership, as Bruce Leonard 
(left). president, and A. F. Schumacher, Nash 
district manager, look on. 





Horton Elected President .. . 


By William Uliman 
Washington Correspondent 


WASHINGTON. — Following six 
successive days of business ses- 
sions, including Sunday, a delega- 
tion of more than 2,500 at the 15th 
annual convention of the gag oo 
ast 
Wednesday after electing a new 
new board chairman, 
and adopting a number of resolu- 
tions for the betterment of the 


Trucking Assns. left here 


president, 


vast and growing industry the ATA 
represents. 

On its final business day, the 
ATA elected Herman Dewitt Hor- 
ton, of Charlotte, N. C., presi- 
dent for the ensuing year. Ed 
J. Buhner, of Louisville, retiring 
president, was named chairman 
of the board to succeed Ted V. 
Rodgers, who has headed the or- 
ganization since its establishment 
in 1933. 


Then, in a surprise move, the 
association unanimously approved 
a resolution making Rodgers hon- 
’|orary chairman for life. 

Other final day actions included 
adoption of a resolution warmly 
approving the Taft-Hartley act. 
ATA also went on record as strong- 
ly opposed to the federal excise 
taxes on motor vehicles, accessor- 
ies, tires, tubes, motor fuel and oil. 

There should be no toll roads, 
declared another resolution. Diver- 
sion and dispersion of highway 


user revenues were also scored. 

On the apportionment of taxes, 
the convention took the follow- 
ing position: 


1. There should be an equitable 
allocation of costs of the highway 
program among highway users and 
2. All motor 
vehicles, regardless of type or size, 
should pay the same registration 
fee. License plates should be con- 
sidered only as a means of vehicle 
identification and the registration 
fee charged should only cover the 
cost of providing the plates and 
identification 


other beneficiaries. 


administering the 
program. 


3. The tax on motor fuel is the 
soundest and fairest available 
gauge of highway use and, there- 


$600 Citroen Stirs Interest 
At Paris Auto Show 


By George M. Slocum 
Publisher, Automotive News 


ARIS.—(Via Airmail)—The 35th 
International Automobile Show 
opened here Thursday with America 
represented by 19 makes of cars, 
more than were exhibited at the 
last New York show. 
Eighty-two French exhibitors are 
showing new models, and France's 
president was the honored guest. 


Editor’s Note: An earlier story, 
describing Publisher Slocum’s 
auto trip from Italy to Paris, is 
on page 8 of this issue. 


England displayed 14 models, Italy 
eight and Czechoslovakia three. 

Add to these the 93 makers of 
bicycles and motorcycles, and it 
is easy to see why 58 makers of 
trucks and buses were forced out- 
side the Palace of Arts and into 
the open alongside the adjacent 
River Seine. 

Attendance is expected to pass 
last year’s million by 200,000. 

Citroen, the largest producer in 
France, came up with the show’s 
surprise package—a _ two-cylinder 
job, seating three and priced at 
$600. The car-starved French stood 
10 deep around the two Citroen 
models on display. 

+ 7 > 
Tus Citroen car gives the appear- 
ance of being constructed of 

galvanized iron. 

Though much interest was 
shown in the small Citroen, prob- 
ably because of its attractive 
price, one of the best liked of 
the small cars was a Simca eight- 
horsepower convertible, This is a 
magnificently finished and beau- 
tifully streamlined little job. 

Another small French car was the 


model 203 Peugeot. The design of 
this car was somewhat conserva- 
tive, but it boasted extremely eco- 
nomical performance. 

Powered by a 13-horsepower mo- 
tor, another French car, the Ve- 
dette, is constructed in France from 
U. S. design. Mechanically, the 
Vedette is supposed to incorporate 
all the improvements shown on the 
1948 Fords. 


e * 7” 


N THE LUXURY class the 


French car exhibit far outclassed 
the products of most other coun- 
tries—pricewise and all. Onlookers 
were awed by the special bodies on 
the Delahayes, the Talbots, and the 

(See SLOCUM, Page 40, Col. 4) 


g |ATA Raps Excise Taxes, 
Opposes Toll Roads 


fore, should be the sole basis for 
raising that portion of highway 
costs that is properly assignable to 
motor vehicle operators. 

4. There should be no Ton-mile 
taxes, gross receipts taxes or other 
third-structure levies. They are not 
justified and should be eliminated. 

5. Any motor vehicle perly 
licensed in one state should have 
the right to operate in any other 
state without acquiring any ad- 

(Continued on Page 35, Col. 1) 


Reo Pilot Wins 
Straight Truck 
Roadeo Crown 


WASHINGTON. — It was youth 
vs. experience in the National 
Truck Roadeo held here, and 43- 
year-old Thomas E. Bennane of 
Detroit, a professional driver for 
almost a quarter of a century, had 
what it takes to become the coun- 
try’s 1948 straight truck champion. 


He defeated the youngest entry 
in the national competition, 17- 
year-old J. T. Munro, 1948 Mis- 
sissippi champion, in the straight 
truck class, 

A crowd of more than 5,000 in 
the huge National Guard armory 
here watched the contest, highlight 
of the 15th annual convention of 
the American Trucking Assns., Inc. 
Bennane defeated 27 other state 
champions and defending champion 
Alex E. Adamski of Chicago, to 
win the trophy, cash and gift 
awards that go with it. 

Bennane, employed by Trucking, 
Inc., of Detroit, drove a Reo truck 
in winning the national title. He 
is also the 1948 Michigan state 
champion, and was third in the 
national finals in 1946. 

Young Munro, who drives for 
Munro Oil & Paint Co., of Biloxi, 
Miss., was at the wheel of a Chev- 
rolet. Third in the straight truck 
class was the Illinois state cham- 
pion, Lester Wyatt of Galesburg, 
Ill, representing Dohrn Transfer 
Co. of Rock Island, IIl. 

In the tractor semi-trailer class, 
the winner was Grayson Thomas, 
of Associated Transport, Burling- 
ton, N. C., driving a Ford tractor 
and Trailmobile trailer. Second was 
Vernon Hancock, driving a Reo 
tractor and Fruehauf trailer. 

Hancock, representing Pacific In- 
termountain Express, Kansas City, 
is the 1948 Missouri tractor-trailer 
champion. Third was Lloyd Baker 
of Norwalk, O., driving for Norwalk 
Truck Line Co., who was behind 
the wheel of an International trac- 
tor with Fruehauf trailer. 

Chester W. Smith of Santa Ana, 
Calif., driving for Reliable Trans- 
portation Co. of Los Angeles, was 
awarded his trophy as two-time na- 
tional champion in the truck and 
full trailer class. 

Smith, driving a Reo truck with 
Fruehauf van body and full trailer, 
retained his title in Denver, Sept. 
25. This event was held in Denver 
instead of Washington because of 
weight restrictions in the District 
of Columbia, 





NATIONAL TRUCK GOAStO CHAMPIONS — 1948 National Truck and Full Trailer cham- 


pion driver, Chester 


Smith of Santa Ana, Calif., congratulates Thomas E. 


Bennane of 


Detroit, new National Straight Truck champion in 1948 American Trucking Assns. National 


Truck Roadeo in Washington. 


also led his field in 1947. Grayson Thomas 


Both men drove Reo trucks to win their championships. Smith 


not shown, was winner in the tractor semi- 


trailer class, driving a Ford tractor and Trailmobile trailer. He is with Associated Transport, 


Burlington, N. C. 
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(The opinions 


LOT OF dealers feel that the 
“% factories are responsible for 
“high priced nearly new used cars.” 
Such dealers feel that factories 
could control the situation by the 
simple method of more care in 
alloting new cars. 

A well respected dealer of na- 
tional prominence expresses this 
thought clearly and concisely. For 
that reason I give it to you in 
its entirety below: 

“What is all the noise and 
smoke about? Why use columns 
in your valuable paper (except 
at so much per column to the 
columnist) regarding the irregu- 
lar market in new used cars? 
The factories could stop this 
overnight if they had a genuine 
desire to do so. The answer is 
so simple that I ask again why 
all the noise and smoke? 

“If the factories would say to 
every dealer that he would be held 
responsible for delivering his cars 
to people who want to keep and 
use them and that he would have 
a car deducted from his quota for 
every car originating with this 
dealership showing up within six 
months in the hands of a used-car 
dealer for resale, this vast unregu- 
lated and irregular market would 
fold like a morning glory in the 
bot sun. In more than 2% years 
we have not had to exceed a half 
dozen cars resold by the original 
owner while they were nearly new 
under conditions where price in- 
centive seemed to be the primary 
motive of the sale. In each in- 
stance of resale of any car origin- 
ally sold by us, so far as we can 
learn, the sale was made to a pri- 
vate individual and none of the 
cars went into this crazy market. | 

* + * 


Dealers on a Dole, 


He Contends 


—— VAST number of new cars 
in the hands of dealers, who 
offer you any model, body type, 
or color for quick delivery, are not 
just picked up here and there one 
at a time or accidently. They are 
the product of a system. The sup- | 
pliers of these cars undoubtedly 
make a business of it. Their source 
of supply must be more or less fixed 
and regular. The dealers who have 
furnished these cars are obviously 
getting more than they need for 
their legitimate retail outlet. If the 
factories would cut their quotas 
car for car, the operation would 
stop—and quick!” 

“Definitely I do not want the 
factories to settle things we can 
settle ourselves, but let us con- 
sider the situation. We are on a 
dole. Factory distribution is mak- 
ing its distribution according to 
a slide rule. Subject to certain 
capricious variations, a slide rule 
is supposed to be accurate but 
the basis of its application can 
be entirely slaphappy. So, and 
consequently, we are on a dole. 
We get what they hand out to 
us, which bears no necessary re- 
lationship to our demonstrated 
capacity to produce business un- 
der competitive conditions. 
“They told us bluntly that we 
were ‘in the high income tax brack- 
ets.. Without either admitting or 


Dealers tell me 


By John 0. Munn 


expressed herein are those of Columnist 


Munn and are not necessarily those of Automotive News). 





terial and not tending to prove any 
of the issues.’ So then we get back 
on the main track with the same 
conclusion, namely, that we are on 
a dole. We get what they hand 
out to us. We get what the slide 
rule says except that variations 
are made in favor of the ‘yes, 
yes’ boys who get cars in excess 
of their slide rule quota for help- 
ing pull certain chestnuts out of 
the fire. 
* * + 


Fears Short Memory 


Of the Public 


“A LL RIGHT, we are on a dole 

+% We get a certain number of 
cars. In a couple of instances where 
my interest happens to be acute, 
the quota is very much less, rela- 
tive to prewar performance, than 
the quota accorded to about four 
out of five other dealers in our 
territory. We get that many cars 
and no more. Why should we not 
go out and get all the money we 
can for those cars, make all the 
profit we can and try to increase 
our take-home pay after assuming 
the burden of the high income tax 
brackets to which they have as- 
signed us? 

“One reason principally is we 
built our business on a certain 
basis of integrity. We like to feel 
that we have a community of 
interest with our customers. We 
elect not to be pirates even 
though it might be profitable. In 
doing so, we hope we are not 
kidding ourselves. We know the 
public has a short memory. We 
know that some of these fellows, 
to whom we have delivered cars 
at $500 to $1,000 less than the 
open-air merchants were getting 
at the time, will turn us down 
in a competitive market over a 
$25 difference in trade-in allow- 
ance. 

“Already we had one professional 
man to whom we delivered a new 
car at standard price and without 
a trade, who bought a battery from 
a chain store competitor because 
the chain store price was a couple 
of dollars less than ours. However, 
we feel we have preserved our in- 
tegrity by refusing to participate 
in this thing. It burns us up that 
the factories give no favorable 
recognition to an operation of this 
kind. Our factory had set up in 
our city a competitor representing 
one of their divisions, which had 
never been able to maintain con- 
tinuous representation here and 
never had a dealer here who made 
any money. However, they set this 
fellow up under postwar conditions 
and he makes no particular bones 
about the fact that he expects to 
get at least $500 extra money on 
every car he sells. 

“There is no supply-and-demand 
reason why we could not do the| 
same thing but it gripes us ter- 
ribly to see our factory setting up | 
a nice slide-rule quota to a dealer 
with no previous automobile ex- 
perience, no large investment and | 
letting him put on a performance 
like this which reflects no credit 
on the factory, gives him a beau- 
tiful income with which he can 
walk away whenever the going 
gets tough. 








denying the charge or the compli- 
ment, as the case may be, the| 
Statement is ‘irrelevant and imma- 
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Worst Offenders Held 
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” E THINK 
contributed 


factory has 
rather than 


|}more than average support to the 


black market. Other factories have 
been more acquiescent. However, 


|none of them have taken aggres- 


sive steps to stop the traffic and 
the necessary procedure is so sim- 
ple; it would require nothing more 
than a reduction in quota to each 
dealer, car for car, whenever one 
of the cars sold by him showed up 
in the hands of a used-car dealer 
for resale. This might happen in| 


|one or two instances without the | stone; 


| 


dealer’s intentional collaboration. 

“In that case, the penalty 

would not be severe but it would 

make the dealer extremely care- 

ful, but, where these dealers are 
(See MUNN, Page 35, Col. 5) 
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File Regulation W Data, 


Dealers Reminded 


WASHINGTON.—The Nation- 
| al Automobile Dealers Assn. last 
| Week warned dealers that they 
have only another month, until 
Nov. 19, to file registration state- 
ments required under Regula- 
tion W. 

Dealers subject to Regulation 
W, NADA advised, must file the 
statement with the federal re- 
serve bank or nearest branch to 
their place of business. Failure 
to file subjects a dealer to a 
$5,000 penalty. 


Connecticut 


HARTFORD, Conn.—Connecticut 
Automotive Trades Assn. asked 
NADA last week to take action 
| against factories which force their 
dealers to buy unwanted parts and 
accessories. 

“Unless all such manufacturers 
stop all forms of coercion of mo- 
tor vehicle dealers,” CATA said 

















In the Dealer World 





6 a ae 
WATA OFFICERS—Three newly-elected officials of the Wisconsin Automotive Trade Assn. 


shown with retiring Prosident H. F. Warsinke of Wisconsin Rapids. Left to right 
Seidell of Merrill, secretary-treasurer; Warsinke; A. C. Hall af tétweuhes, omic.” om 
Louis Milan of Madison, executive secretary.—(Milwaukee Journal photo.) 





DEALERS' CATCH—Three former presidents and a member of the New York State Automo- 
bile Dealers, Inc., show off the results of their labors—one of the largest fish caugt in the 
St. Lawrence river in a number of years. The muskie, caught by Former President Claire C. 
Bateman of Dansville at the annual golf tournament and outing of the association at the 
Thousand Islands club, Alexandria Bay, was 54 inches long and weighed about 40 pounds. 
(Left to right): former presidents John Van Benschoten of Poughkeepsie, Bateman, and Carli 
E. Fribley of Norwich, N.Y., with Leon Quick, Watertown (N-Y) dealer. 


Ziesmer Warns Minn. Dealers 
To Get Goodwill-Conscious 


MINNEAPOLIS. — Straightfor- 
ward advice on conducting public 
relations programs was given by a 
fellow Minnesota dealer at the 
29th annual convention of the Min- 
nesota Automobile Dealers Assn. 
last week. The speaker was George 
F. Ziesmer of Mankato, NADA first 
vice-president and public relations 
committee chairman. | 

The 600 convention delegates | 
elected Herman Miller (DeSoto), | 
Mankato, their new president. 

Miller called on members to add 
500 new members in 1949 and/| 
pledged an active association for | 
the coming year. On industry prob- | 
lems, he said: 

“The wage earners who make 
the transportation industry pos- 
sible are being high-priced out 
of an automobile. Detroit was 
made by the men who bought 
the $800 car, not the purchasers 
of a $4,000 limousine.” 

Ziesmer predicted it would be at 
least two years before the return | 
of the $800 full-sized American- | 
made car. 

“There would be 20 percent more 
steel for making cars if it wasn’t 
for the necessity of sending tools 
and tractors to Europe,” he said. | 
Other new officers elected in- 
cluded Bernard Lindahl, Minne- 
apolis, first vice-president; Norbert 
Koppy, St. Paul, second vice-presi- 
dent; Victor Giere, Willmar, secre- 
tary, and George Buck, St. Paul, 
treasurer. 

New members of the board of 
directors are Herbert Dibble, Pipe- | 
Al Sonju, Two Harbors; | 
Chris Rinkel, Thief River Falls, | 
and retiring President V. K. Bald- 
win, Winona. 

Ziesmer said that few dealers | 
in the state are getting as many | 
cars this year as in 1941 and a 


factor in this, other than produc- 
tion problems, is the so-called 
“potential” basis of distribution, 
computed on what the actual po- 
tential of sales is in a given ter- 
ritory. Ziesmer admitted that the 
potential system unfortunately 
tends to favor areas other than 
Minnesota. 


He outlined an eight-point pro- 
(See WARNING, Page 14, Col. 1) : 
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GM’s procuremen 


Jan. 20. Declared 
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W. F. Armstrong 


during introduc 
dealers will like Armstrong imm 
gets to the point quickly. He’s a 
of capable executives who've he 


over in 1942. ... Cupid will snare 


resort’s features instead of the con 


W. F. Armstrong, Chevrolet’s new general manager, believes 1949 
production will be as good as this year, barring war or a heavy 
rearmament program. And he oughta know, too, since before moving 
into Chevrolet a month ago, Armstrong headed 


rolet will be hard pressed to make its 1949 model 
announcement by the time of GM’s Waldorf show 


present run by year’s end and expects to make the 
changeover in about two weeks... . 


rolet’s top spot, 
with the knowledge of Chevrolet’s inner work- 


plans to make a tour soon of Chevrolet plants 
across the nation and hopes to meet dealers 


C. D. Henderson has renewed a three-year contract to serve as 
executive vice-president of the New York State Automobile Dealers 
Assn.; membership has grown from 285 to 2,100 since Charley took 


bers within two weeks; Associate Editor Jim White walked the plank 
Oct. 16, while Researcher Pat Cassady will be married Oct. 28... . 
Some managers took ofiense at my remark (Oct. 4) about dealer 
associations hiring publicity agents to “flower up” their conventions. 
I really meant only cases where conventions are held in resort cities, 
whose high-powered press agents put out releases emphasizing the 


Appeal to FTC Urged . . . 


Dealers Ask 


NADA Act on Coercion 


in a resolution approved at its 
annual convention, “the national 
association should apply to the 
Federal Trade Commission for 
the necess: cease-and-desist 
order to stop all such coercion.” 
The association elected Martin J. 
O'Meara, Hartford, president, and 
Lt.-Gov. Robert E. Parsons, Farm- 
ington, vice-president. 


A statement that the auto in- 
dustry is still far from catching 
up to the consumer demand for 
new cars was made by the banquet 
speaker, Karl M. Richards, field 
services manager of the Automo- 
bile Manufacturers Assn. 


Other resolutions passed by the 
state association: 

1. Asked the Connecticut motor 
vehicles commissioner to publicize 
the protection afforded motorists 
who purchase vehicles and obtain 
service only from licensed dealers. 

2. Urged the state to “give more 
impetus” to the vehicle inspection 
program. 

3. Pledged the association’s co- 
operation with the press. 

4. Called for an association com- 
mittee to work with state officials 


4@|0n mechanics’ training programs 


and in securing jobs for graduates 
of these programs. 

5. Urged a fund-raising drive to 
provide permanent headquarters 
for the CATA and CATA insurance 
trust offices. 


Six second vice-presidents were 
also named by CATA. 


Elected members of the executive 
board for a term of three years 
were Albert T. Brothers, Bridge- 
port, the retiring president; Walter 
P. Rolland, Hartford; Maurice S. 
Leonard, Willimantic; Harold D. 
Van Houten, Danbury, and Gordon 
H. Salmonsen, Waterbury. 





F. actory Relations 
Stir Discussion ° 


By Ind. Dealers 


ST. JOHN, Ind.—At the monthly 
meeting of the Northern Indiana 
Automobile Dealers Assn. here, a 
lengthy discussion took place re- 
garding what the group referred to 
as “the apparent deterioration of 
dealer-factory relations.” 

Reporting the discussion, NIADA 
Secretary H. C. Kale said all pres- 
ent “agreed that these relations are 
not what they should be and meth- 
ods were discussed as to a possible 
solution of the problem.” 


The question was raised as to 
what was causing the present situa- 
tion, taking into consideration that 
perhaps both dealers and factories 
or their representatives have room 
for a revision of their policies. 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 


AUTOMOTIVE \ 

and dealers in motor vehicles, parts and accessories. 4 2. A fair profit to 
. ™ the dealer on every used vehicie accepted in partial payment for a new 
A A car or truck. 9 3, Every doliar of gasoline tax collected by state or federal 
L governments applied to the building and maintenance of highways. 4 4. The 
e © elimination of governmental and bureaucratic controls over this industry. 
R R § 5. A return to the precepts of independence and the rewards of applied 


energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


What’s the Difference? 


A WRITES that he has difficulty in trying to 
appraise trade-ins. He wants to give his customers fair 
value, but at the same time he wants to be fair with his 
business, too. 

This is no problem to the dealer who under-allows on cars. 
It is, however, a very real problem to dealers who want to 
retain goodwill. 

Obviously, a dealer on the firing line can expect only 
one thing of value from an editorial room in the rear: 

A broader perspective of the battle. 

And the perspective is this: A dealer who is ne it 
over with his customers and making an effort to give fair 
value is going to be in an immeasurably better position in 
the long run, even if he is encountering some difficulties, 
than the dealer who under-allows beyond reasonable limits. 

Statistics of the auto business show that there are by far 
more bad and middling years than good ones. 


A few dealers take this as license to get the last bit of 
gold out of the good years. The wise dealers, who want to 
stay in business through the good and the bad, gear their 
business to succeed in the tough years and take the good 
ones without noticeable inflation of the head. 

Perhaps they do miss a dime or two in the good years, 
but they get that and much more back in the bad years 
when the dealers, who operate without reference to cus- 
tomer goodwill, go to the wall. 

To dealers who may be tempted to extract the last dollar 
out of the customers today, we recommend this exercise: 
* Figure out how much money you can make in a year by 
playing fair with the customer all the way through the deal. 

Then figure out how much more you can make by shaking 
down the customer for the last dime on the trade-in and 
loading on all the accessories in the shop. 

Figure up the taxes, look five years ahead, and ask your- 
self if the difference is worth it. 


Market Caution 


[ eaters who are counting on production cuts in 1949 to 
bolster the auto market should note the statement of 
C. E. Wilson, president of General Motors, despite pessim- 
ism of others, that “I am hoping that the automobile indus- 
try may INCREASE production in 1949 by as much as 10 
percent, or another 500,000 cars.” 

Wilson’s past record indicates that he is not given to 
over-optimism. 

Dealers are hearing a lot of hot war rumors these days. 
Some tell of secret meetings at which it has been decided 
to cut auto production 25 percent in 1949. So far as we can 
learn, the people supposedly ordered to cut production— 
and who were supposed to have been at the meeting— 
haven’t heard about it yet. 

Men close to the situation say the odds are still against 
war, although the situation is serious. It is a good idea not 
to get too excited over the war rumors. But keep in mind 
that it could happen—and keep your house in order. 





‘,..a word in edgewise’ 


During the absence of Publisher 
George M. Slocum, who is attend- 
ing auto shows in Italy, France 
and England, his column is being 
conducted by sales leaders in the 
auto industry. 





By K. B. Elliott 
Sales Vice-President, Studebaker 


THIS MONTH and next our in- | 


dustry will celebrate, in various ap- 
propriate ways, production of the 
100,000,000th motor vehicle built in 
this country. Now, whenever the 
automobile indus- 
try indulges itself 
in a share of self- 
appraisal, it is in- 
clined to glow 
with justifiable 
pride at the enor- 
mity of its accom- 
plishments. The 
size, the deeds and 
the offshoots of 
such a tremen- 
dous business 
make an even 
greater impression upon outsiders 
and have prompted writers to put 
down millions of enthusiastic words 
about this giant in our economy. 


They have told over and over 
again how the industry provides 
jobs for millions in allied undertak- 
ings, as well as in the automobile 
plants themselves. It’s an old story 
by now, but with age it has become 
more impressive. 

To everyone, who has had a di- 
rect or indirect connection with 
forward strides in the manufac- 
ture of cars and trucks, the busi- 
ness owes a debt of gratitude. But 
at the top of any such list there 
stands the user or customer. Ob- 
viously, without the user, there 
wouldn’t be the business or the 
jobs which stem therefrom. 


In the U.S. alone, there are 50 
million drivers of cars, trucks and 
buses. The use of automotive facili- 
ties has jumped to the point where, 
for each person in this country, 14 
years of age or older, there is an 
average of 14.8 miles travel per day 
by car. The motor car, once re- 
garded as strictly a luxury, is now 
looked upon as a part of normal 
living. It has influenced the growth 
of cities, tremendously affected the 
conditions of farm life, helped to 
improve the nation’s health and 
education and has had many other 
widespread results. Nearly every 
phase of American life has been fa- 
vorably influenced in some way or 
other by the automobile and motor 
truck. 





K. B. Elliott 


* * * 


THE AMOUNT of automobile 
travel is so large (589 billion miles 
in 1947) as to make operators of 
some other forms of transportation 
seek a remedy for reduced receipts. 

Officials of a short railroad line, 
which services East coast resorts, 
point at the motorist in explaining 
a 25 percent slump in its business. 
Increased bridge and traffic tolls, as 
well as gasoline sales, lend support 
to the expressed dismay of other 
transportation executives. 

During July, for instance, the 
Delaware River bridge between 
Philadelphia and New Jersey rec- 
reational centers reached a new 
high in tolls as gains mounted to 
nearly nine percent over and 
above total fees paid by automo- 
bile users in the same month of 
1947. Many similar cases can be 
added to this one. 


At least one of the answers lies in 
cost and convenience. To the aver- 
age pocketbook, the cash outlay is 
too burdensome for a family mak- 
ing a trip by rail or air. Besides the 
individual fare, there is the inciden- 
tal expense of transportation to and 
from points of arrival and de- 
parture, 


To show how the different forms 
of travel reach into one’s pocket- 
book, comparisons were made re- 
cently on what a family of three 
full fares and one half-fare would 
have to spend for transportation 
from New York to Chicago and 
return. 

* - * 

THE JOURNEY would cost the 
family of motorists about $50. Of 
course, this does not include meals 
and hotel accommodations. By bus, 
they would pay $91.39; railroad day 
coach fares were figured at $166.85, 
while Pullman accommodations in- 
creased the total to $263.24. The 
roundtrip by air totaled $337.30. 
These figures only serve to point up 
one of the distinct advantages held 
by the automobile industry and the 

(See EDGEWISE, Page 34, Col. 5) 








39,500,000 VEHICLES IN USE 
50,000,000 DRIVERS 


OVER. 3MILLION MILES OF HIGHWAYS 
|, 500,000 MILES PAVED 


8900,000 EMPLOYED DIRECTLY 
OR INDIRECTLY 


OVER 537,000 


LOSE FRIENDS AND |JNFLUENCE 
PEOPLE. DEALERS 


Letterbox 





‘Reserve vs. Pack ..... 











’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used if you so request. 


Financing View 

On page 11 of Oct. 4 issue you 
report “A resolution to condemn 
the finance pack was rejected fol- 
lowing argument that it was a 
problem for the finance companies.” 

I, personally, opposed this resolu- 
tion because the wording of the 
resolution indicated a uniform 
charge was desired and I thought 
this was impractical for a number 
of reasons. In some states finance 
companies are required to have a 
license and the fees to do business 
are quite large. Other states do not 
have the same requirements. 

As an example, in Texas finance 
companies must pay a personal 
property tax on all outstanding 
notes at the end of the year to the 
city, county and state. Some cities, 
counties and states do not require 
the payment of this tax, and where 
it is required all do not have the 
same tax rate. For this reason the 
cost to do business will vary in dif- 
ferent parts of the nation, so a set 
rate would not be feasible. 

There is to me a difference be- 
tween a dealer reserve and a 
finance pack. Some dealers sell 
their paper without recourse, while 
others endorse it. A reserve is very 
beneficial where the dealer guar- 
antees payment and the bank or 
finance company should set up a 
reserve for the dealer where he 
guarantees the payment. Their risk 
is not so great. 

I do object to a pack which is 
added to the regular rate of the 
finance company for the sole pur- 
pose of rebating the dealer, but I 
do not object where the finance 
company sets up to the credit of 
the dealer a portion of the regular 
finance charge, a portion of their 


Address Editor, Automotive News, Detroit 26, Mich. 





regular profits. It seems to me 
sound and reasonable for a bank or 
finance company to want a dealer 
to have a reserve up to act as a 
cushion in the event of a greater 
number of repossessions than an- 
ticipated. This is a protection for 
both the dealer and the financial 
institution. 


If you will recall, at the annual 
meeting in St. Louis I was on the 
program and spoke on the evils of 
the finance packs and warned 
against this abuse. 


My only reason for calling this to 
your attention is I have had some 
telephone calls from other dealers 
since your last issue of AUTOMOTIVE 
News and some are under the im- 
pression NUCDA sanctions the 
pack. 


We from this region do not sanc- 
tion what we consider a pack but 
we do not object to a reserve, pro- 
vided the amount of the reserve is 
set up or paid from the regular 
charge as published by the finan- 
cial institution carrying the con- 
tract. We do not want them to add 

(See LETTERBOX, Page 39, Col. 3) 





Coming Events 


OCTOBER 


Oct. 17-19 — Augusta, Ga. (Sheraton Bon 
Air hotel). Annual convention and equip- 
ment exhibit of South Carolina Automo- 
tive Dealers Assn. 

Oct. 21-22—Atlantic City (Hotel Traymore). 
30th annual convention of New Jersey 
Automotive Trade Assn. 

Oct. 22-25—Chicago (Hotel Sheraton). Sixth 
annual convention and trade congress. 
National Auto Wreckers Assn. 

Oct. 24-26—Blloxi, Miss. Mississippi Auto- 
mobile Dealers Assn. convention. 

Oct. 25-26—Minot, N. D. North Dakota 
Automobile Dealers Assn. convention. 

Oct. 27 - Nov. 3—London Auto Show. 
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| for Here’s a showroom that even the spectacular Futuramic Oldsmobile is proud to 
call “home”! Modern-minded Oldsmobile dealers throughout the nation . . . 
like Johnston Oldsmobile, Inc. . . . are building these smart, new dealerships. 


This “Build Now for the Future” program is matching strides with 


nm the ultra-advanced design of the famed Futuramic Oldsmobile 
alers 
OTIVE . ° ° ° 
ae, ... promoting even further the nation-wide attitude that new 
the . ; : ’ 
ideas . . . new-developments in the motoring world . . . begin 
anc- - . 
but with Oldsmobile. And Oldsmobile dealers know the extra sales 
pro- 
= 7 appeal that comes from handling America’s only Futuramic 
ula ’ 
nan- a " . ° » : 
om car. They know the value of easy-operating Hydra-Matic 
add 
3) Drive . .. and the plus performance of the action-packed 
safety feature, Whirlaway. It’s no wonder Oldsmobile dealers 
today are convinced that—“‘The Smart Deal is Oldsmobile!” 
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Labor Costs May Soar... 
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New Rules Effective 
On Overtime Pay 


By Mac Gordon 
Associate Editor 

aortas covered by the fed- 

eral wage-hour act may find their 
payrolls substantially increased 
starting today (Oct. 18) as the so- 
called “overtime-on-overtime” rules 
finally take effect. 

Effective date of the new over- 
time pay regulations was announced 
last week by the Wage and Hour 
division of the U.S. Department of 
Labor. 

Announcement followed the U. S. 
Supreme court’s denial of a re- 
hearing on its decision of last 
June, when the tribunal held it 
was legal to pay New York long- 
shoremen overtime on premium 
pay for working extra hours. 

The possibility that this decision 
and the subsequent new regulations 
will be felt by many industries was 
noted by the U.S. Chamber of Com- 
merce, which said it would demand 
remedial legislation at the next ses- 
sion of Congress. 

a © a 
EARINGS on the overtime-pay 
matter are scheduled to open 
Nov. 15 before a Senate Judiciary 
subcommittee headed by Senator 
Donnell, Missouri Republican. 

“This subject,” the chamber 
stated, “is of considerable interest 
to both management and labor. Em- 
bodying the first definition of what 
constituted a ‘regular rate’ of pay 
under the wage-hour act, it has 
served to disrupt a number of col- 
lective agreements and to upset 
overtime-pay practices extending, 
in some cases, as far back as 1916.” 

By a five-to-three majority, the 
Supreme court directed in the 
longshoremen’s case that laborers, 
who received regular pay at time- 
and-a-half rates for night, week- 
end and holiday work, should be 
paid for working exceeding 40 
hours weekly at rates 50 percent 
greater than the time-and-a-half 
schedule. 

In effect, the ruling stated that all 
workers covered by the Fair Labor 
Standards act were entitled to extra 
pay for working more than the 
statutory number of hours in a day 
or week, even if their contracts 





Dealer Council 
For L-M Meets 
On Wednesday 


DETROIT. — Lincoln-Mercury 
dealers representing all sections of 
the country will attend the Third 
National Dealers Council opening in 
Detroit this Wednesday (Oct. 20). 

Twelve dealers chosen by fellow 
dealers in each Lincoln-Mercury 
sales district will attend the three- 
day conference to discuss current 
policies and activities with top ex- 
ecutives of the Lincoln-Mercury 
division and Ford Motor Co. 

Benson Ford, vice-president of 
Ford and director of the Lincoln- 
Mercury division; T. W. Skinner, 
general manager of the Lincoln- 
Mercury division, and Joseph E. 
Bayne, Lincoln-Mercury general 
sales manager, will welcome the 
council at the opening session at 
the Dearborn Engineering Labora- 
tory Wednesday. 

The group will have lunch with 
Henry Ford II and members of the 


specified extra pay for some of 
those hours, 
* * + 

USTICE DEPARTMENT lawyers, 

who argued that a decision in 
favor of the longshoremen might 
cost employers billions of dollars in 
damage claims, were able to con- 
vince only three justices — Frank- 
furter, Jackson and Burton. 

In the automotive industry, such 
24-hour operations as steel mills 
and foundries might conceivably be 
affected by the new rules, Clarifica- 
tion of the new rules insofar as the 
manufacturing industries are con- 
cerned may be held up pending new 
litigation, attorneys said. 

In other labor decisions issued 
last week, the Supreme court up- 
held an NLRB order requiring an 
employer to bargain with a union 
before giving workers “merit pay 
raises.” 

The justices also agreed to re- 
view a California court decision 
that a California law prohibiting 
secondary boycotts by labor 
unions violates the federal consti- 
tution. 

The big labor news in the Detroit 
area was the arrest of a former 
UAW-CIO official who was charged 
as being the man who made the 
shotgun attempt last Apr. 20 on the 
life of UAW President Walter P. 
Reuther. 

Carl Bolton, a one-time vice- 
president of Ford Highland Park 
Local 400 of the union, stood mute 
Tuesday when arraigned on the 
charge. A not-guilty plea was en- 
tered for him. 

Bolton, Wayne County Prosecu- 
tor James McNally charged, fired 
the shots that tore through Reu- 
ther’s right arm and side while 
the UAW chief was standing in 
the kitchen of his Northwest De- 
troit home. 

The suspect was associated with 
the Thomas-Leonard-Addes left 
wing of the UAW before the Reu- 
ther forces ousted it from power at 
the 1947 convention. 

Reuther was hospitalized for 
three months while doctors mended 
his shattered arm. It is still in a 
cast, although Reuther has resumed 
his union duties. 

. ” +. 


Provo Mechanic Strike 


Settled by Six Firms 

SALT LAKE CITY.—State Indus- 
trial Commissioner Daniel Edwards 
has announced partial settlement of 
Utah’s oldest strike — an 88-day 
walkout of Provo automotive me- 
chanics. 

He said six of eight employers in- 
volved in the dispute agreed to sign 
a@ new contract with the Interna- 
tional Assn. of Machinists giving 
the mechanics a 12-cent-per-hour 
wage increase. 

Approximately 103 mechanics 
were involved in the strike, which 
began July 13 when the companies 
refused to meet the union’s demand 
for a 22-cent wage boost. It was an- 
nounced the companies would sign 
an open shop contract with the 
union effective until Dec. 31, 1949. 
Louis H. Callister, employers’ attor- 
ney, said the contract would protect 
men who took jobs in the shops 
during the strike period. 








FAREWELL TO THE CHIEF—Harlow H. Curtice (center), who steps up from Buick general 


manager to executive vice-president of GM Nov. 
150 Buick executives. 
made the presentation. At the right are W. F. Hufstader, Buick 


at a testimonial dinner given b 


|, was presented a silver cigaret humidor 
Ivan L. Wiles (left), his successor, 
eneral sales manager, who 


received a similar tribute the previous evening, and Otis L. Waller, who will become Buick 


sales chief Nov. |. 
on the same date. 


Hufstader will become GM vice-president in charge of distribution 





Dallas Shows the Way... 
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HOME OF SOUTHWESTERN AUTO SHOW—This new building was constructed at a cost 
of $800,000 and is one of the show spots of the Texas State Fair at Dallas. The 115 by 750- 
foot structure is the largest exhibit building at the fair, and 50,000 of its 84,000 square feet 
of floor space is occupied by the Southwestern Automobile Show. An attendance of 2,000,000 


is expected at the fair and officials said few 


of them will miss the auto exhibit. 





NO INTERFERING POSTS—More than 150 
at the 32nd Southwestern Automobile Show in Dallas. 
32 dealers and distributors comprising the membership of the new-car dealers association 


of Dallas. 
made cars. 


Attendance Re 


vehicles of 25 different makes are on display 
Exhibits are also sponsored by the 


Included in the equipment on display are five lines of trucks and four English- 


* * 


cords Cracked 


At Southwestern Show 


DALLAS Tex. — The tremendous 
crowds that have been packing into 
the postwar-revived Southwestern 
automobile show during its first 
week at the Texas state fair here 
have proved to be a dynamic dem- 
onstration of just how great the 
public interest in automobiles is 
just now. 

Traditionally the Southwestern 
show has been one of the greatest 
drawing cards at the fair and the 
82nd show this year not only 
more than lives up its past repu- 
tation but is reflecting in the en- 
thusiasm of the crowd the un- 
usual interest that centers today 
in everything automotive. 

And all this, notwithstanding that 
there are few models shown that 
are not already pretty familiar to 
motorists generally. The crowds 
seemed eager to compare the earlier 
postwar “face-lifted” jobs with the 
new 1948s and 1949s, and all the 
latter with each other. They exam- 
ined the late cars looking for clues 
as to what '49s yet to come might 
bring. 

A prospective record at the 1948 
Texas fair of 2,000,000 attendance 
looms—and there are few if any 
who do not give the automobile 
show at least a glance as they 
move through the 750-foot-long 
building. 

This is especially true this year 
since the Southwestern show is 
housed in a brand new $800,000 
building, replacing one destroyed by 
fire in 1942. 

The new structure was dedi- 
cated on the opening day of the 
two-week exposition as the “show 
window of the Southwestern au- 
tomobile industry” by Gov. Bu- 
ford H. Jester of Texas. The at- 
tendance that day at the fair was 
222,310, a new first day’s record. 
Attendance has since set new 
records. 

At the auto show itself there are 
25 different makes of cars on dis- 
play, including four made in Eng- 
land. The latter include the Rolls- 
Royce, Jaguar, MG, and the Anglia 
and Prefect—the latter two Ford 
products made in Britain. 

Five lines of trucks are shown— 
those made by the passenger-car 
makers represented who also make 
aline of trucks. Of the 84,000 square 
feet of exhibit space in the struc- 
ture, 50,000 is occupied by the show, 
the remainder of the space being 
devoted to aviation, motor equip- 
ment and allied lines. 

Thirty-two Dallas dealers and 
distributors comprising the mem- 
bership of the Authorized New Car 


Dealers of Dallas — newly adopted 
name of the dealer association—are 
exhibiting. The show is sponsored 
by the association, the space being 
contracted for in one block. 

The new Nash Airflyte 1949 
model will be unveiled at the fair 
(and also at the formal opening 
of the Dallas Nash Co.’s modern 
new dealership home here) on 
Oct. 22, in time to be viewed by 
fair visitors on the last three days 
of the exposition. 

The new model is so near that 
the current Nash is not shown, but 
the factory is contributing to the 
display with an ancient 1902 Ram- 
bler (forerunner of Nash) and two 
other early Nash models that are 
attracting lots of attention. 

Some of the cars are adorned in 
special paint jobs for the show and 
some are on turntables, the revolv- 
ing numbers bearing mannequins 
garbed in fall clothes to supplement 
the cars’ colors. 

Ford has the full dealer-an- 
nouncement equipment that is 
now being shown at key points 
over the country, including cut- 
away, chassis, engines and other 
units. One of the display cut- 
away chassis revolves, 

Studebaker, Ford and Chevrolet 
place heavy emphasis on their truck 
displays at their exhibits. 

Arrangements for the show are 
under the direction of Miles F. Hall 
(Nash), president of the Dallas car 
dealers; I. W. Walls (Pontiac), 
chairman of the show committee; 
J. A. Treadaway (Chrysler-Plym- 
outh), and Roy Hill (Chevrolet). 

The state fair’s automotive com- 
mittee includes J. Bruton Orand 
(Buick); Ernest Alexander (Dodge- 
Plymouth); Delmo Johnson (Chev- 
rolet); Carl Sewell (Lincoln-Mer- 
cury), and Ira L. McColister (Chev- 
rolet). 


Times-Picayune 
Host to Auto Men 





DETROIT.—The Times-Picayune | 


and New Orleans States will hold 


luncheons for auto sales and adver- | 


tising men Oct. 20, 21 and 22 at 
12:15 p.m. in the Wardell-Sheraton 
hotel. 

Roland Ladreyt, manager of gen- 
eral advertising for the Times- 
| Picayune, and Jann & Kelley, news- 
| paper representatives, will present 
recently developed material which 
orients the Times-Picayune Sunday 
magazine with other major national 
magazines and Sunday supplements. 








|day at Flint. 


| be 
| starting first week of November. 


Models 


(Continued from Page 1) 
coln-Mercury, the Chrysler divi- 
sions and Hudson hoisted their 
prices in August for the second 
time this year. 

To date, 1949 passenger-car mod- 
els have been brought out by 
Kaiser, Ford, Lincoln and Mercury. 


* * + 


a are the introduction plans 
for other makers, as of last 
week: 

Frazer—Manhattan and standard 
sedans to be displayed by K-F deal- 
ers tomorrow (Oct. 19). No price 
boost. K-F will introduce “softtop” 
and sporty “hardtop” convertibles 
later. 

Nash — Completely redesigned 
600s and Ambassadors go on deal- 
ership display Oct. 22. Price hikes 
likely because of high changeover 
cost. 

Cadillac — Press announcements 
scheduled as each local distributor 
and dealer showing occurs, First is 
Oct. 22 for Detroit area. Production 
to get underway second week of 
November. 

Buick—Press sees 1949 models to- 
Changeover begins 
late in October, introduction around 
Thanksgiving. 

Oldsmobile—New 1949 engines to 
installed in Futuramic lines 


Style changeover for Dynamic mod- 
els to follow. Dealer display late 
in December. 
Pontiac—Changeover after first 
of year. Showing mid-January. 
Chevrolet—Showing around time 
of GM’s New York show. 

Chrysler divisions—Probably no 
showings before March, with ma- 
jor conversion shutdown after 
first of year. 

Packard—1948 run will continue 
through first of year, at least. 
Hudson—Present line will be con- 
tinued with only serial number 
changes until 1950 models. 
Studebaker—1949 models not due 
for several months. 
Willys-Overland—Three new sta- 
tion-wagon models, announced re- 
cently, will not be placed in volume 
production until after Jan. 1. 





Obituaries 





Jake R. Engles 
BATESVILLE, Ark.—Jake R. Engles, 58. 
Chevrolet dealer here, died at his home 
Oct. 8. He had pose & peer health. 
- 


Bernard Powers 
DETROIT.—Bernard Powers, 33, genera! 
manager of the Powers Pontiac Sales Co., 
6850 Michigan Ave., died here Oct. 10 
* * * 


James W. Cobley 

TOLEDO.—James W. Cobley, 57, secre 
tary-treasurer of Shank-Cobley, Inc., and 
West Toledo Motors, Inc. (DeSoto and 
Plymouth), died here Qct. 9, after a three 
year illness. 

+ * . 
Clark E. Husted 

TOLEDO.—Clark E. Husted, 66, recently 
retired vice-president of the Libbey-Owens- 
Ford Glass Co., died at his home here Oct 
10 after a long illness. Mr. Husted had 
continued as a consultant on foreign busi- 
ness with the glass firm after retiring last 
July. 

* * 2 
William B. Ainsworth 

TORONTO, Ont.—William Burton Ains- 
worth, 68, managing director and vice- 
president of Ainsworth Motors, Ltd., To- 
ronto, since 1914, died at Western Hospital! 
here. 


AUTOMOTIVE NEWS offers to adver 
tisers a weckly audience of an estimated 
90,000 cover-to-cover readers! 








"S. A." APPEAL—This night view of the 
show window of Jack Kennedy Chevrolet Co. 


St. Louis, shows the way Chevrolet dealer: 
keyed their September and October activi 
ties to the nationwide ‘''S.A."" campaign 
More than 93 percent of all Chevrolet dealer 
participated in this drive, which was de 
signed to show customers that Chevrole 
service and parts department give ‘'Satis 
faction All-ways,"" the company said. 
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FLASH FIRE CAUSES 
$40,000 LOSS 


A gasoline flash fire at 10:10 a.m., June 7, 
1948, caused a $40,000 loss to the property 
leased and owned by the Meadors-Watson 
Chevrolet Co., of Frederick, Oklahoma. 


Gasoline vapors originated from a five-gallon 
ean from which the lid had been removed. 
The vapors spread to the open flame of a 
natural gas vertical steam heater. 


Wade M. Watson, partner, reports that he 
and his employees were lucky to escape 
uninjured. 






Wi, ELECTRICITY 


as Gasoline and elec- 
tricity are a de- 
Wis structive team. 
’ Short circuits .. . 
defective connections ... 
arcing motors — these are 
trouble spots. Check your 
electrical set-up! 






pa eeeoies 


~Drain gasoline 
as tanks and fill 







Zz 
= 


with water be- 
fore welding. 
Make certain there is suf- 
ficient cross-ventilation of 
air before welding indoors. 









HANDLING 






Gasoline drainage 
from wrecked auto- 
mobiles, leakage, 
are major fire haz- 
ards. Clean up spilled gas- 
Oline. Keep gasoline in 
approved safety con- 
tainers. 


CLEANING 
1S A Don't use gaso- 
Lo tine to clean 
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| Gasoline FIRE 
YOUR No. 1! ENEMY 


A Survey of 1,422 Dealership 


Fires Proves Gasoline is 


GUILTY 35.2% of the Time! 


Your ever-present enemy, Gasoline, caused or 
contributed directly to 501 of 1,422 automobile 
dealership fires. 


145 of the 501 fires were caused by gasoline 
leaks or spills and subsequent ignition. 


70 resulted from the improper use of gaso- 
line. 


60 fires were due to improper handling. 


51 were caused by welding or blow torch 
operations near gasoline. 


And gasoline was the chief element in the fury 
and destructiveness of the 175 remaining fires. 


Gasoline is dangerous under all conditions. It is 
never absolutely safe. 


Even at temperatures ranging down to 51 degrees 
below zero, gasoline gives off highly explosive 
vapors. These vapors are invisible, heavier than 
air. 


A single spark will ignite gasoline vapors. The 
result . . . DISASTER. 


Remember: 


Gasoline is made for only two purposes—to burn 
and to explode! 


Gasoline is not a solvent, it is not a cleaner, it is 
not a houschold aid—gasoline is a fuel. 


Treat Gasoline as if your life depended on the 
way you handle it—and remember that it does! 


Fire, Windstorm and Allied Insurance 


ssc: | UNIVERSAL UNDERWRITERS 


use it as a source of power 


and energy. 





1000 R. A. Long Bldg. 


509 Terminal Sales Bldg., 
Portland 5, Oregon 


Kansas City 6, Missouri 


1205 National Bank of Commerce Bldg. 204 S. Beverly Drive 
Norfolk, Virginia Beverly Hills, California 
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Report from Publisher Slocum: 


On Road Travel in Europe 


By George M. Slocum 
Publisher, Automotive News 

AUSANNE, Switzerland. — (Via 

Airmail)—We finally broke away 
from the auto show at Turin and 
left, not without 
regret, but with 
fond memories of 
many new friends 
in sunny Italy. 
The hundred kilo- 
meters, or 65 
miles, from Turin 
to Milano, we 
drove in an hour 
and a half over a 
motor-strasse, au- 
tobahn or super- 
highway, one of 
the many built in Italy under the 
Mussolini regime. 

As in Germany, these roads were 
promoted for strategic military rea- 
sons, but have survived to serve 
the public in no small manner. This 
road was not as wide as those we 
had driven prior to the war in 
Germany, but it has the advantage 
of limited access which makes it 
safe at high speeds. A small toll 





G. M. Slocum 


* 


is charged and the road is largely 
used by trucks and buses. 

We saw now where the tandem 
130-passenger bus could be used; 
certainly it would not be practical 
on the narrow streets in a hun- 
dred cities we have visited where, 
in passing, it is necessary for 
both vehicles to put the right- 
hand wheels on the sidewalk! 
Of course, the answer to this 
emphasis on super-buses in Eur- 
ope and other countries, where 
the privately-owned automobile is 
a novelty, is that it supplies the 
mass population with fast trans- 
portation at minimum cost. 

Evidently bicycles and motor- 
bikes are not allowed on these 
superhighways, or perhaps the tolls 
are too stiff for their owners, be- 
cause the greatest relief was to 
drive at good speed without the 
hoard of two-wheeled menaces 
which simply cover every ordinary 
road in France or Italy. The aver- 
age American motorist, suddenly 
projected at the wheel of his car 
on one of these country roads, 
would literally faint at the wheel. 


The cyclists follow no pattern 
which leaves a passing space for 
cars, They simply spread all over 
the road and respond to your con- 
stant horn-warning only when your 
bumper is about to touch their rear 
wheels. 

Andre, our French driver, pro- 
ceeds unconcernedly at 25 or 30 
miles an hour right through this 
kind of traffic and has yet (I touch 
wood) to even dust a bicyclist’s 
mud-guard. You will remember 
that to injure a bicyclist in any 
European country is a crime only 
comparable to high treason in the 
United States! 

* 


UR SIGHTSEEING Jaunt — So 

far as business is concerned, 
we are just loafing sightseers from 
now until the Paris Auto Show 
opens, So we visited the old cathe- 
dral in Milano and attended the 
opera on two evenings at the world- 
fameg LaScala. This city, which is 
the icago of Italy, took quite a 
beating from aerial bombing dur- 
ing the war, but whether from Ger- 
man, English or American planes 


A sound background of experience, skilled man- 


power and modern factory facilities assure the high 


degree of performance and user-satisfaction built 
into every LONG clutch and radiator. (Millions of 
cars, trucks, buses and tractors have been equipped 
with LONG high-efficiency clutches and radiators. 
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Long Manufacturing Division, Borg-Wdrnert Corporation, Detroit 12, and ‘Windsor, Ontario 





NEW FRENCH CAR—Designer Jean Albert Gregoire is shown stepping into his newest 
roduct, the Gregoire. Constructed largely of aluminum, the car is being shown at the 
aris Automobile te Gregoire says the car's Ii-horsepower engine will drive it 
100 mph and give 23-25 miles per gallon. 


I never seem able to clarify—evi- 
dently in wartime it doesn’t matter 
much to the populace who is 
responsible—it just happens and 
that’s that! 

Milano is a great textile center 
and was once the silk supplier of 
the world. The war cut off the 
supply of raw silk from Japan, 
so they went into synthetic prod- 
ucts using, of course, American 
machinery with the result that 
pure silk is having to battle its 


w~ 





way back for public demand. 
There is more than one important 
motor-vehicle manufacturer in 
Milano, including Alfa Romeo, 
Edoardo Bianchi and Isotta Fra- 


We made the mistake of hiring 
a guide to show us the famous 
cathedral and he must have had a 
mountain goat among his relatives, 
because he insisted on our climbing 
everything on the roof, including 
a half-hundred spires and parapets. 
Our knees get that jelly-like feeling 
that comes from height-fear even 
as we sit writing this. Of course, 
if you take your wife or daughter 
to Milano, you are going to see 
the cathedral as I did, only to dis- 
cover later that there is a table 
in a little sidewalk cafe right oppo- 
site where you can really enjoy 
looking it over and contemplating 
the countless manhours of labor 
consumed in the several centuries 
required to build it. 


= BRIDGE of Sighs—We had 
no intention of visiting Venice 
or driving that far out of our route 
to Paris, but the distances are short 
over here and we had plenty of 
Italian gas coupons, so we went. I 
always had the idea that Venice 
was just another picture postcard 
sight like Niagara Falls or the 
Grand Canyon—something to see 
once and say you had been there. 
So when I tell you that to us it 
is one of the most interesting spots 
we have ever visited in Europe, 


you will gather that we came away 
(Continued on Page 37, Col. 1) 


New York’s AAA 
Rescinds Ban on 


Flat Tire Service 


NEW YORK.—Flat tire service 
as part of the club’s free emergency 
road service and towing will con- 
tinue to be provided without charge 
to members, it is announced by 
William J. Gottlieb, president of 
the Automobile Club of New York 
following a meeting of the board 
of directors. 

This action followed a previous 
decision by the AAA board to have 
service stations institute a direct 
charge of $1,50 for flat tire service 
because of sharply increased costs 
and excessive use of emergency 
road service privileges by a “small 
minority” of members. The new 
policy was to have been effective 
Oct. 1. 

Reversal of the decision was 
brought about largely as a result 
of communications from members 
urging the club to adopt a firmer 
policy with respect to “abusers” of 
the service as an alternative to 
making the charge . 

As a result of this view, the club 
also announced that close scrutiny 
will be kept of all service calls and 
that the membership of excessive 
and indiscriminate users of emer- 
gency road service will be discon- 
tinued. 

All of the club’s 175,000 members 
are being advised by mail of the 
continued availability of flat tire 
service without charge, Gottlieb 
said. 


Auto Firebug 


PROVIDENCE, R. I.—(UTPS)— 
A strange kind of firebug, with an 
evident grudge against automobiles, 
set half a dozen cars ablaze here 
within 10 minutes over an area of 
half a mile, leading police and fire- 
men on a merry, if unsuccessful, 
chase. In each case, according to 
the police report, the rear seat up- 
holstery of the cars had been set on 
fire and considerable damage re- 
sulted. 
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HERE. in concrete terms, is tangible evidence of Journal- 
American popularity among New York’s home-going 
millions. Ten tons of newsprint, virtually equivalent to 
the truck load pictured above, are required to turn 
out one single sheet of the daily Journal-American. An 
average of nine carloads of newsprint are consumed 
each day by the Journal-American’s hungry presses. 


A heavy favorite with New Yorkers, the Journal-American 


OF NEWSPRINT 
WEIGHS 10 TONS 


is preferred nearly two to one over the second evening 
newspaper. Taken home and read at home, it carries 
sales weight that completely overshadows competition 
..- does a thorough selling job on 700,000 family groups. 


Such market-wide influence. such concentrated home 
influence, represents your most powerful selling force 
among evening newspaper readers in the world’s top 
community of homes. 


YOUR STORY STRIKES HOME IN THE 
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NATIONALLY REPRESENTED 8Y 
HEARST ADVERTISING 
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GRAYSON C. THOMAS of Associated Transport Company, Burlington, 
North Carolina, won the 1948 National Truck Roadeo, Tractor and 
Semi-Trailer class, with a score of 342.7 out of a possible 400 points. 
In written examinations, prior to the grueling roadeo driving tests, 
“Tommie” exhibited exceptional knowledge of technical “know-how,” 
rules of the road, highway courtesy and first aid—the qualities which 
have won recognition for truck drivers as the most capable and 
courteous driving group in America! 


In the last nine years ‘““Tommie” has built up a record of 600,000 
accident-free driving miles on the eastern seaboard. ‘“Tommie” owns his 
own home in Burlington, N. C., where he lives with his wife and two 
young daughters. Formerly a semi-pro baseball player, he still plays soft 
ball and devotes the remainder of his spare time to hunting small game. 


The National Truck Roadeo was sponsored by the American Trucking 
Associations and held in Washington, D.C., as a highlight of the ATA 
Convention. 








| a . = __AUTOMOTIVE NEWS, OCTOBER 18, 1948 7 eeeeedadetaane — 


| Truck Roadeo inF-8 Ford ruck 


TRACTOR AND SEMI-TRAILER CLASS 











RIVING a 145-horsepower F-8 Ford Bonus Built Truck, an d HERE ’S WH Y 
Grayson Thomas won the Tractor and Semi-Trailer eo e@°@ 


class of the National Truck Roadeo, the nation’s toughest 
tractor semi-trailer driving test! And 16 contestants in the 





national semi-finals also drove the Ford “Big Job”! %* BIG RESERVE OF POWER 

Sixteen of America’s best truck drivers, given a free choice ag for immediate Response! 
of equipment, chose Ford because they know that Bonus 
Built construction gives the maximum performance per inch %* EASY-ACTING BRAKES 


of wheelbase available today! 


. . . Sized Right for the Load! 


| This spectacular roadeo performance is another positive 
| proof that Ford Bonus Built Trucks outperform any truck 











, 9 
| of their class .. . that they are the smartest truck buy today % EASIER “ROLL-ACTION” STEERING 
| oot an a . « « Responds Quicker to the Wheel! 
The outstanding performance of Ford Bonus Built Trucks, 
? added to traditional Ford Truck reliability and longer life * “PICTURE WINDOW” VISIBILITY 
is the reason why the enthusiasm for Ford Bonus Built Trucks id iffi i : 
is spreading across the country like wildfire . . . why the . . « Aids Ditticult Maneuvering! 
Ford Bonus Built Tzuck is the TRUCK CHAMPION of 1948! 
Only the Ford Gutt¢ “BIG JOBS” offer all these features: 
nly the ror (a offer all these features: 
New Heavy Duty Quadrax Big Tires; up to | 
New 145 Horsepower Axles; One-Speed and 10.00-20 on F-8, 
Ford V-8 Truck Engine Two-Speed up to 9.00-20 on F-7 
Built and Warranted for the following Ratings: 
Big Rear Brakes, Gross Vehicle Weight Gross Train Weight 
New Heavy Duty Power Actuated, FORD F-7 19,000 Ibs. 35,000 Ibs. 
Five-Speed Transmissions 16-in. by 5-in. on F-8 FORD F-8 21,500 Ibs. 39,000 Ibs. 
( 
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BUILT STRONGER TO LAST LONGER 
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AUTOMOTIVE WASHINGTON 
Government Payrolls 


Continue to Soar 


By William Ullman 


Washington Correspondent 


.e CIVILIAN payroll of the United States government 
is now more than a half billion dollars a month and it 


atill is on the upward sweep, according to the Congressional 
Joint Committee on Non-fesential ederal Expenditures, 
which reported on the matter last week. This is the com- 


mittee headed * Senato F 

Byrd, Virginia Democrat,|held forth as so urgent. But it 
long an enemy of what he|takes “no clairvoyance to know 
believes to be needless waste in 

government spending. 

It was pointed out that the 
steady increase in civilian person- 
nel on the federal payroll, which 
began in January, reached 2,120,- 

583 in August, an increase of 13,322 
over July. This was an average in- 
crease of 429 a day, it was noted. 

The August additions, the com- 
mittee stated, brought the total 
payroll expansion for the eight 

months of 1948 to 
125,178, or an av- 
erage of 513 a 
day for the calen- 
dar year to date. 

The actual pay 
report, which 
necessarily lags a 
month behind the 
certification of 
the personnel 
shows that for 
July civilian per- 

William Uliman =sonnel—that is 
federal employes in all executive 
branches outside of the armed 
services—cost $516,417,000. 

The total payroll for the year at 
that rate would be more than $6,- 

197,000,000, if there were no fur- 
ther increase. 

The July cost rose $22,418,000 
over June, the Byrd committee 
said, reflecting both an increase 
in personnel and the recent fed- 
eral pay increase which became 
effective about July 1. 

The pay increases were not ap- 
plicable to all categories of civil- 
ian workers, the report points out, 
but on an overall average the fed- 
eral pay in July amounted to about 
$245 a month, or about $10 more 
than in June. 

Within the continental United 
States the number of civilian em- 
ployes of the government rose 18,- 
195 in August—a daily average of |. 
586. Outside the United States 
there was a sharp decrease of 4,873, 
mainly so-called industrial em- 
ployes overseas released by the 
Army. 

Inside the country the largest 
additions to the payroll were made 
by the military which added 7,596 
new civilian employes during the 
month. 

All other executive branches 
added 5,726, bringing civilian 
agencies to a total of 1,235,337 
while the military establishments 
had raised its civilian workers 
inside the United States to 835,246 
during August. 

The largest expansion in the non- 
military departments was in the 
post office, which added 5,186 em- 
ployes. 


* * * 


Debt Reduction Urged 


HE BYRD committee report 

was followed almost immediate- 
ly by the seventh and final study 
of the public debt made by a com- 
mittee composed of nationally 
known businessmen, bankers, econ- 
omists, educators and insurance 
executives. 

The idea that the United States 
can continue rolling up huge gov- 
ernment spending programs while 
the public debt stands today at 
more than $250 billion was con- 
demned by the committee as 
thoughtless and dangerous. 

This group proposed the follow- 
ing five-point program which it be- 
lieves is necessary for successful 
management of the debt: 


1. Control the budget; 2. Re- 
duce the debt; 8. Distribute the 
debt more widely; 4. Restore flex- 
ible interest rates; 5. Nourish a 
dynamic economy. 

It was noted that there may 
seem to be some contradiction in 
demanding tax reduction at the 
same time when debt reduction is 


that one of the greatest handicaps 
to productivity in the United 
States is taxes,” the committee 
added: 

“Reduction will have to be done 
gradually and tuned to the swings 
of business, prices and budget. 
This means keeping expenditures 
down for tax reduction at the ex- 
pense of an unbalanced budget and 
inadequate debt retirement would 
be unwise.” 

Both things are quite urgent, and 
possible, the group declares. 

“The present tax system penal- 
izes extra effort, removes the in- 
centive for going the extra mile,” 
it was emphasized. 


The method of tax reduction, 
the committee asserts, should be 
such as to assure those in the 
social order who have energy, 
desire and ability to press ahead 


com PLE TE 
ATO SUPPLY 


“Isn’t that clever? Now they're 
making hub caps with funny faces 
on them.” 


of the crowd that the extra effort 
will be worthwhile. 
The huge public debt, it said, is 


not something to be ignored and 
overlooked as something of no im- 
portance because “it will in one 
way or another affect the lives of 
every man and woman in the coun- 
try and will continue to do so for 
many years.” 

But a warning was appended 
that in the matter of defense 
spending success depends not so 
much on how much is spent as 
how wisely the funds are spent. 


Similarly, the committee asserts, 
foreign spending may defeat its 
own purpose if “instead of speed- 
ing the return of countries to a 
self-sustaining basis they actually 
increase and prolong their depen- 
dence on us.” 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 
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Favorite Auto Issues 


Named by Analysts 


By George Deery | 
Associate Editor 
- ADDITION to discussing the 
general economic picture, this 
column likes to point out now and 
then what some of the leading 
financial advisory services think of 
individual issues of the car manu- 
facturers and the stocks of closely 
allied firms. 
The most recent bulletin of 
Corp., New York, 


Research 
offers its opinion of several 


Walker 


stocks that have been among the 
most popular with automotive 
investors. 


Before singling out certain is- 
sues, the service comments: “We 
see no reason why the personnel 
of the security business should 
hesitate to direct attention ... to 
the following stocks, which, in our 
opinion, represent examples of rel- 
atively attractive values for invest- 
ment at current prices. 

“We rate each of these com- 
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panies as ea qual- 
ity in respect ent, 
financial status pa insofar as the 
characteristics of its industry are 
concerned.” 
7 o of 
ENERAL MOTORS. “There are 
few signs to indicate that the 
automobile industry has caught up 
with the pentup demand for pas- 
senger cars created during the war 
period, and there is every indica- 
tion that General Motors will con- 
tinue to get its share of the busi- 
ness. 
“Meanwhile, the company’s 
common stock currently selling 
re- 


turn of 5.6 percent on our $3.50 
estimate of 1948 dividend pay- 


of the stock is historically low 
in relation to our conservative 


” Oil Filter 


Featuring the Guaranteed Walker Laminar 


Replacement Cartridge for All Filters 


It sets a new standard of filter performance—guaranteed performance. 


It’s the Walker Laminar Oil Filter with three-dimension filtration— 


surface filtration, depth filtration and progressive filtration. 


Layer upon layer of an entirely new, chemically pure filtering material (in 


the patented Laminar design) takes out even microscopic particles of harm- 


ful dirt and sludge; keeps oil clean for thousands and thousands of miles. 


Result: Car-owners get greater motor protection, longer-lasting oil, 


better oil filtration, with Walker Laminar. Ask your Walker jobber about 


it today. Walker Manufacturing Company of Wisconsin, Racine, Wis. 


Also makers of Walker Silencers, Walker Jacks and Walker Electric Lifts, 


patented Laminar — 
ainst genome 
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Guarantee 


The Walker Replacement Cartridge with 
on wd is guai 


or migration 


ltering ine, Groeten its active 
ny cartridge found not to comply with 
this representation will be replaced 


Auto Stocks 
Oct.11 Oct. 4 


Gensead Motors . 
Hudson 
Kaiser-Frazer ... 
Nash-Kelvinator 
Packard 


Willys-Overland 
Average for 
Nine Stocks ... 


- 11% 
4% 


earnings 
share.” 


estimate of $7.50 per 


* +. + 
LECTRIC AUTO-LITE. “The 
outlook for this supplier of 
automotive equipment must neces- 
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sarily be similar to that of the 
automobile industry. Our studies 
suggest that earnings should be 
well sustained. 


“Here again, however, there is 
a little more risk involved and 
the purchaser of the stock should 
be able to follow industrial con- 
ditions in general and the affairs 
of the automobile industry espe- 
cially. 


“Subject to this qualification, the 
6.5 percent return on this year’s 
dividend and the low price-earn- 
ings ratio of only 6.5 times our esti- 
mate of $7 for the current year 
make this stock look relatively at- 
tractive for certain types of ac- 
counts.” 

* . . 


IBBEY-OWENS-FORD. “The 
same general observations ap- 
ply to the common stock of this 
company, which is a conservatively 
managed supplier of glass for the 
automobile and building industries. 


“The current dividend return is 

6 percent and the present price 

of the stock is only about seven 

times the earnings which we an- 

ticipate for the current year be- 
fore special reserves.” 
* * * 


HRYSLER. “Fundamentally, we 

are more impressed with the 
clements of strength and stability 
in General Motors, but the fact 
remains that Chrysler should also 
obtain its fair share of the antici- 
pated high level of automobile 
activity. 


“Tt is our view that a little more 
risk is involved in holding Chrys- 
ler than there is in General Mo- 
tors, but at the same time the 
higher’ 7 percent dividend return 
for the former and the lower 7.5 
percent price-earnings ratio re- 
fleets this factor.” 


STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACT OF CON: 
GRESS OF AUGUST 24. 1912, AS AMEND- 
ED BY THE ACTS OF MARCH 3, 1933, 
AND JULY 2, 1946 

Of Automotive News, published weekly 

at Detroit for Oct. 1, 1948, 


State of Michigan 
County of Waye 


Before me, a Notary Public in and for 
the State and county aforesaid, personally 
appeared B. B. Crighton, who, having been 
duly sworn according to law, deposes 
and says that she is the Business Man- 
ager of the Automotive News and that the 
following is, to the best of her knowledge 
and belief, a true statement of the owner- 
ship, management (and if a daily, weekly, 
semiweekly or triweekly newspaper, the cir- 
culation), etc., of the aforesaid publication 
for the date shown in the above caption, 
required by the act of August 24, 1912, as 
amended by the acts of March 3, 1933, and 
July 2, 1946 (section 537, Postal Laws and 
Regulations), printed on the reverse of this 
form, to-wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and 
business managers are: 

Publisher, George M. Slocum, 2666 Pen- 
obscot Bidg., Detroit, Mich. 

Editor, B. J. Wemhoff, 2666 Penobscot 
Bldg., Detroit, Mich. 

Managing Editor, Robert J. Finlay, 2666 
Penobscot Blidg., Detroit, Mich. 

Business Manager, B. B. Crighton, 2666 
Penobscot Bldg., Detroit, Mich. 

2. That the owner is: (If owned by a 
corporation, its name and address must be 
stated and also immediately thereunder the 
names and addresses of stockholders own- 
ing or holding one percent or more of total 
amount of stock. If not owned by a cor- 
poration, the names and addresses of the 
individual owners must be given. If owned 
by a firm, company, or other unincorpo- 
rated concern, its name and address, as 
well as those - each individual member, 
must be given.) 

Slocum Publishing Co., 2666 Penob- 
scot Blidg., Detroit, Mich 

George M. Slocum, 2666 Penobscot Bidg., 
Detroit, Mich. 

Mabel H. Slocum, 29 Roslyn Road, De- 
troit, Mich. 

Howell Van Auken, Ford Bidg., Detroit, 
Mich. 

3. That the known bondholders, mort- 
gagees, and other security holders owning 
or holding 1 percent or more of total 
amount of bonds, mortgages, or other se- 
—— are; (If there are none, so state) 

one 


Inc., 


4. That the two paragraphs next above, 
giving the names of the owners, stockhold- 
ers, and security holders, if any, contain 
not only the list of stockholders and secur- 
7 holders as they appear upon the books 
of the company but also, in cases where the 
stockholder or security holder appears upon 
the books of the company as trustee or in 
any other fiduciary relation, the name of 
the person or corporation for whom such 
trustee is acting, is given; also that the 
said two paragraphs contain statements 
embracing affiant’s full knowledge and be- 
lef as to the circumstances and conditions 
under which stockholders and security hold- 
ers who do not appear upon the books of 
the company as trustees, hold stock and 
securities in a capacity other than that of 
a bona fide owner; and this afflant has no 
reason to believe that any other person, 
association, or corporation has any inter- 
est direct or indirect in the said stock, 
bonds, or other securities than as so stated 
by him. 

5. That the average number of copies 
of each issue of this publication sold or 
distributed, through the mails or otherwise, 
to paid subscribers during the 12 months 
preceding the date shown above is 33,617. 
(This information is required from daily, 
weekly, semfweekly, and triweekly news- 


papers only.) 
B, Crighton 
Business Manager) 


B. 
ar ature 0 
** Sworn to d subscri before me this 
llth or of October, 1948, 
(SEAL) Bleanore L. Williams 
(My commission expires May 31, 1952) 
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Warning 
(Continued from Page 3) 


gram of the major problems con- 
fronting NADA. They are: 

1. Establishment and mainten- 
ance of fair and equitable contract 
relations between dealers and man- 
ufacturers. 

2. Continuing and improving em- 
ploye and public relations by fair 
and frank dealings. 

3. Protecting public and industry 
interests by openly supporting or 
opposing general legislation calcu- 
lated to effect public automobile 
transportation. 

4. Obtaining speediest possible 
reduction of federal, state and 
local government operating costs 
and taxes. 

5. Maintaining and improving ex- 
isting labor-management legislation 


in interest of worker, owner and /|~ 


public. 


6. Utilizing every legitimate 
means to promote highway safety 
through driver training, advertis- 
ing, publicity and other methods. 

7. Using all legal means to en- 
courage replacement of obsolete 
and dangerous roads with new 
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ALL HANDS ON DECK—The staff of Western Motors, Kaiser-Frazer distributor in Seattle, 


63 stron 


right): Gordon B. Dodd, secretar 


ata private preview of the ‘49 Kaiser Deluxe sedan. 
-treasurer; Leslie C. 


In the front row (left to 
Wilkins, president and general man- 


ager; Hayden Cc. Mills, vice- pres dent, and Russell J. Thor, wholesale manager. 


8. Preserving historic dealer 

trade discounts. 

Ziesmer warned dealers that 
they could not sit complacently 
by with billions invested in this 
business and expect someone else 
to solve “our problems.” 

“These problems may haunt deal- 


highways of the most modern type. ers in the future despite paychecks 





today,” he declared. “Too many 
dealers have a price tag on their 
sense of values.” 

The NADA executive said dealers 
should tell their story, “as public 
relations begins at home, right in 
the dealer’s showroom.” He said 
the average dealer is unfamiliar 

(Continued on Page 39, Col. 4) 
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House Probe Continues . 


Parts-Smashing Subsidy | 


Denied by Makers 


(Continued 


years when reclaimed parts were 
at a premium. Since then, how- 
ever, 
been using the sledge-hammer 
system “to boost new parts sales,” 
Boulton charged. 

“We can sell used parts, re- 
claimed and with a new-part guar- 
antee, of from 50 to 85 percent of 
the new-part cost,” he said. 

Boulton also charged that 
many cases dealers are compelled 
to hold the defective part until a 
factory representative or field man 
comes around personally to witness 
the smashing of the defunct unit. 
Then, he declared, the factory man 
authorizes payment of the subsidy. 

” * * 

N ANSWER to the charges by 

Boulton, auto company service 
managers in Detroit explained that 
evidently Boulton has misunder- 





AUTO BODY Repair Jobs Made 
More PROFITABLE 






HOWARD NEW METAL, 


amazing putty-like metal alloy, 
to strong, 
permanent bond. Feather-edges 
. grind it 
. paint it! No heat or special 


hardens in minutes 
perfectly. Sand it . 


tools required. 


THE NEW ACCEPTED METHOD 


Ves 


HOWARD'S 


Plastic Patch 


and 


That Earns Money For You! 


Anybody can easily and quickly make complete UNDE- 
TECTABLE repairs of damaged, rusted-out body sections and 
fenders on cars and trucks . . . with HOWARD’S PLASTIC 
PATCH and NEW METAL! No heat, flame, or special tools 
are necessary! Brush, spray, or spread NEW METAL on repair 
jobs . . . it dries in minutes to a harder-than-lead permanent 


bond. 


F This SENSATIONAL NEW METHOD OF SHEET METAL 
REPAIR is in nationwide demand by the automotive field! 


ENDORSED BY 


e@ Car Manufacturers 


@ Over 50,000 Car Dealers and 
Auto Body Shops 


. this vast army of salespeople and experienced users who know, 
enthusiastically endorse Howard New Metal because it has no equal in 
adhesion when applied to aluminum or steel . . . 
feather-edge and forms the best surface for ease in finish application 


. Howard New Metal will never crack, check or peel. 


No other manufacturer of similar products can honestly make these 


claims. That’s why those who have tried them all find .. . 


HOWARD PAINT 


NEW METAL IS BEST 


DISTRIBUTORS “"** "#7 --- 


Sea 


it is the easiest to 


and feather-edge. 
plete repair job. 


A Few Money Making 
Territories Still Available 










Each kit provides enough material to do 
approximately 10 repair jobs. 
. of PLASTIC-PATCH, 
-PATCH Solvent, 2 qts. HOWARD NEW 
ant 2 qts. NEW METAL Solvent. 


Includes 21 
1 gal. PLAS- 







Sand clean . . . damaged 
car section. Dip a “cut-to- 
size" patch of metal-mend- 
ing PLASTIC-PATCH into 
plastic solvent. 


2 


Smooth out FLAT with 
hands, the plastic-solvent- 
impregnated patch on 


damaged section. Make 
sure patch adheres firmly 
over edges. 


When pad is thor- 

hly dry. 
feathe r-edge where 
patch and metal meet. 
Now brush or spray HOW- 
ARD NEW METAL on 
PLASTIC-PATCH. The 


metal-alloy will adhere and 


form a smooth, strong, harder-than-lead bond. Sand smooth 
Paint patch and adjacent area to com- 


Prices slightly higher in the West 
All prices subject to change without notice. 


DIVISION 





the manufacturers have | 


in | 


from Page 1) 


stood a long-standing automotive 
warranty practice. 

Boulton, one explained, was mis- 
| taking parts replacement practices 
| for something coercive when, in 
| reality, “it amounts to an economy 
practice of rendering useless such 
parts rather than standing the ex- 
pense of shipping them back to 
the plant for destruction.” 

A Chevrolet spokesman pointed 
out that in his firm the only 
practice which might be mis- 
taken for subsidy is the policy 
of buying old motor blocks from 
dealers at a standard price in 
order to assure the flow of scrap 
metal back into new-car produc- 
tion. Packard has had a similar 
scrap drive in effect for over a 
year. 

“Dealers are paid about $10 or 
$12 for motor blocks,” Chevrolet 
explained. “We do this to deter 
such units from finding their way 
to independent motor rebuilders 
where a bad job might reflect upon 
the good name of Chevrolet. We 
would rather use the short-block 
system of replacement.” 

Dealers are free to sell to en- 
gine rebuilders, it was explained, 
who often pay up to $15 and $20 
for a bad unit. At the same time, 
| dealers are permitted to sell what- 
ever he can salvage in parts but 
with the understanding that they 
are used parts. 

* 





| * * 
| “THERE is no subsidy,” a Nash 
spokesman declared. “We re- 


place parts under a 90-day war- 
|Tranty system but we don’t subsi- 
|dize the dealer on the return of 

broken parts. Often we require a 
| dealer to destroy a defective unit 
rather than to stand the expense 
of shipping it back to the Milwau- 
kee factory, but we don’t subsi- 
dize.” 

Under the 90-day guarantee, 
| bad parts are shipped back to 
| the factory and returned to the 
| vendor for credit and correction. 

However, if a dealer buys a 
wrecked car for the parts in it, 
factories report they have noth- 
ing to say about the dealer re- 
selling those parts to customers. 
Dealers must return only those 
parts covered by the warranty 
as long as it is in effect. 

A Chrysler dealer explained that 
he is free to sell any independent 
parts line he chooses to whomever 
he chooses and that the idea of a 
subsidy is “ridiculous.” Wrecked 
cars, he said, are a good source 
of hard-to-get parts but dealers 
sell them as used parts only at 
prices less than those for new 
parts. 





Cadillac Shows 
"49 Car F riday 
To Distributors 


DETROIT.—First showing of the 
| 1949 Cadillac will take place Oct. 22 
|in the Masonic Temple here for 
approximately 200 distributors and 
local press representatives, accord- 
ing to D. E. Ahrens, general sales 
manager. 

Factory officials and district man- 
agers will conduct similar meetings 
across the country as soon as 
dealer sampling has been com- 
pleted, Ahrens said. New York is 
tentatively scheduled to see the new 





models on Nov. 3 and Boston, 
| Nov. 5. 
The 1949 Cadillac, it has been 


| said, will feature an entirely new 
engine, under experiment and test 
at Cadillac for 11 years. It is be- 
jlieved to have the highest com- 
pression ratio of any American- 
built, non-racing motorcar, the 
company states. 


Gescand Takes 
Keller Post 


CHICAGO.—W. Gordon Gerrard, 
former sales manager for Tucker 
Corp., has been appointed Chicago 
sales manager for Keller Motors 
Corp., Huntsville, Ala. 

Gerrard will handle sales for Kel- 
ler in parts of four states: Illinois, 
Iowa, Michigan and Wisconsin. 
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Se cee Cia Ce TCL tale 


PORCELAINIZE 


. 


dealers earn plus profits - - 


1. Offer Porcelainize only as an exclusive New Car 
Dealer service. 
2. Create consumer demand by dominant national 
advertising. 
3. Maintain national field organization to instruct 
operators and assist in promotion. 
4. Furnish attractive Posters, Windshield Stick- 
ers, etc. FREE. 
5. Supply newspaper mats, radio scripts 
FREE. 
6. Make available mailing cards, enve- 
lope stuffers and information folders 
at less than cost. 
7. Provide Beauty Record Cards for 
fol i tok are) Malice 
No manufacturer has offered 
a more comprehensive pro- 





gram especially designed 





for New Car Dealers. 





TEAR OFF, FILL IN, MAIL 


FREEMAN & FREEMAN, Inc. ; 
Denver 9, Colorado 

PLEASE MAIL US without obligation, full informa- 
tion regarding PORCELAINIZE profits and “dealer designed” 
merchandising program: 


For evidence of 


BIG RETURNS 


as well as full information regarding 
one of the smallest investments you 
ever made, mail this coupon now ... 


Nome of Company 
To Attention of 
< — ssioctnsitasnaadtaiaeisscebtsniate.: MM sdusinitariiie 
Nene Giler Seldos: 
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Pictured are a few typical examples 
of P. & A. Departments after 
modernization. 


NEW PROGRAM 
STREAMLINES 


PARTS AND ACCESSORY 
DEPARTMENTS 


Brings outstanding gains 
in sales and efficiency 





Take it from Chevrolet dealers themselves . . . Chevrolet’s 
Parts Department Modernization Program really pays off in 
increased sales and profits, in more efficient utilization of 
space, in faster service and better inventory control. 


This individualized program is designed to help each 
dealer achieve the physical layout and essential equipment 
best suited to his own building and Ais own merchandising 
activities. In general, each parts department is organized to 
provide: 

(1) Maximum display value and sales atmosphere 
(2) Systematic stocking of merchandise 

(3) Proper sequence to expedite ordering 

(4) Quick location when a sale is made 


Chevrolet and dealer personnel work together in every 
phase of the program—including sales promotion—so that 
the dealer may be assured of maximum benefit from the 
modernization. 


The Parts Department Modernization Program is typical 
of Chevrolet. Its results are typical, too. It is through such 
successful and well-executed programs as this that Chevrolet 
dealers are going forward to greater leadership in a// phases 
of their business! 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 
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“We have one of the most practical 
parts departments . . . combining 
beauty and merchandising efficiency 
which is a credit both to Chevrolet 
and ourselves.”’ 


“Parts sales have increased sub- 
stantially . . . increased speed and 


efficiency in locating parts for both 
service and wholesale customers. 


. . . express our appreciation for 
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Here are a few excerpts taken from actual dealer letters 
reporting the benefits gained from Chevrolet’s Parts 


Department Modernization Program. 


LIB 


the marvelous job you have done in 
our Parts Department.” 


«e 


makes this department a 
much more efficient operation... . 
encourages employees to new efforts 
in volume parts sales.”’ 


“ce 


the attractive change has 
created new and larger sales with 
many favorable compliments from 
our customers.” 





“For the first time in years we find it 
a pleasure to walk through the Parts 
Department. The new bulky bins 
have eliminated the necessity of 
unsightly and inconvenient racks, 
not to mention the stacks of tail- 
pipes, etc., all over the floor and 
corners.”’ 


“It enables us to have a positive con- 
trol of our inventory, as every part 
is in a specific location. Of greater 
importance, too, our Parts volume 
has increased tremendously since 
this program was completed.”’ 





“Another important feature is ease 
of keeping stock and taking inven- 
tory ... time to take last inventory 
was reduced 50% .. . one of the 
best investments this dealership ever 
made.” 


“Our parts business has doubled in 
the six months this new department 
has been opened.” 


17 
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FOB FACTORY 


Willys Given Credit 
For Tooling Job 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 
UTOMOBILE COMPANIES generally would drool over 


£% pros 


years in setting u f 
line of four-cylinder and six- 
cylinder utility vehicles. 

It was accomplished by working 
out the maximum degree of inter- 
changeability of parts between dif- 
ferent models and keeping compli- 
cated sheet metal fabrication down 
to a minimum. 

Comparisons between the Jeep 
line of vehicles and conventional 
passenger cars of course are not 
strictly within bounds, because 
they are not really competitive 


types of transportation. And no one | 








ts of tooling 10 different models for a paltry | 
$8,200,000, but that is exactly what Barney Roos and his Institutional day 
engineers at Willys-Overland have done over the past three | Toledo, for instance, the bankers, 
a multiple® ~~ 


can say for cer- 
tain whether Wil- 
lys-Overland 
would have been 
able to sell 300,- 


little over three 
years if the Ford- 
Chevrolet - Plym- 
outh type of cars 
had been readily 


available. 
With these res- 
A. H, Allen ervations, how- 


ever, the Willys crowd must be 


|tonnage they could possibly use, 


; and 
heard at least a dozen times from | 


| steel. There is no intent to infer | 
|that Willys 


| Mooney, president, said steel in- | (Oey or 





given considerable credit for a nice 
| job of building up a useful line of 
| vehicles, for loading their plant 
| with as much productive work as 
availability of materials would al- 
|low, and for making a real show- 
| ing financially. 
| * * * 

Never Enough? 

| COMPLAINTS over insufficient 
steel are so common from manu- 
| facturers, one almost suspects that 
even if they were getting all the 


they still would be crying for more. 


At the recent Willys-Overland 
celebration in 





industrialists, educators, publishers 


others present must have) 





company officials the plea for more | 
GOODYEAR MILESTONE—Patricia Groves, 
| office employe of Goodyear Tire & Rubber, 


| versary this 
,000,000 of its entire pneumatic 
currently WA&S| tire production in the past 21 months. 


take per month 





| twice what it was a year ago, and . 
|from the production figures re- 


this figure would be somewhat 
leased it appears the year will| higher, because there is more 
wind up with about 10 percent! steel per unit in a station wagon, 
higher unit production than in 1947.| for example, than in a Jeep. The 

In terms of steel consumption ‘ auto industry generally does not 


No matter how you figure it, The Boston Post is your 
BASIC BUY. Among all standard-size Boston morning 
- newspapers, The Boston Post has far more circulation in 


@ CORPORATE BOSTON 
@ 10c FARE ZONE 


@ |5-MILE AREA 
@ 30-MILE AREA 


And in the 27 counties where 94% of all standard-size Boston newspapers 


are sold, The Post leads in 25 of them. 





(A. B.C. 12 Mos, 3-31-47), 


: is receiving enough | poses with the 450,000,000th pneumatic tire | 
000 vehicles in a| steel to meet production schedules, | produced by the company since it was | 


| but at the same time, James D. | founded in 1898. Observing its 40th anni- 
ear, Goodyear has turned out | 


expect to do much better this 
year than 10 percent over last, 
so at least Willys is holding its 
own and perhaps even a little 
more than that. 

| It seems fairly obvious that if 
all auto companies were receiving 
jall the steel they needed, then 
there would soon be such a glut 
of vehicles on the market that im- 
mediately builders would have to 
start cutting back their steel buy- 
ing schedules. Steel mills, with 
their inflated capacity, would 
again have to start holding out 
the “price concession” sign and the 
old vicious circle would resume. 

+ * * 


| Lube Job for SAE 


STANDARDIZATION of oils for 
automatic transmissions is a proj- 
ect on which industry engineers 
| will need to concentrate before too 
| long, as more manufacturers enter 
the field with transmissions of this 


type. 
In addition to Olds, Cadillac, 
Pontiac and Buick, there are 


Chrysler, Dodge and DeSoto with 


|their fluid drives, while Ford is 


working intently on a design to 
appear first on Lincoln, and Pack- 
|}ard already has its automatic 
transmission division well organ- 


| ized. Nash is said to be ready for 
| something along this line next year 


and the others can be expected to 
follow suit. 

As was the case when hypoid 
rear axles first were introduced, 
there was confusion between the 
lubricants they required and 
what was used normally in con- 
ventional rear axles. Result was 
some damage to hypoid axles. 
Now, if each automatic trans- 
mission is going to require its own 
special type of lubricant and they 
are not interchangeable, the serv- 
ice and maintenance problem 
could grow acute. 

This is where the Society of 
Automotive Engineers might enter 
the picture, through a special com- 
mittee set up to study the matter, 
and work out a program of stand- 
ardization for automatic transmis- 
sion oils which not only must be 
good lubricants, but must resist 
| oxidation, have fairly constant 
viscosity, be good heat transfer 
| mediums, function properly in hy- 
draulic controls, etc. 


Parts Redesign 
Required by 
New Engines 


DETROIT. — The use of high- 

compression engines in automobiles 
will require the redesign of many 
motor parts, the new Michigan 
chapter of the Society for Experi- 
mental Stress Analysis was told 
last week. 
A General Motors’ engineer, 
Charles W. Gadd of the Research 
Laboratories division, said the 
“whole basis of design of pistons, 
connecting rods and other members 
must be reexamined.” 

“It has recently been demon- 
strated,” Gadd said, “that high- 
compression engines can be made 
exceedingly quiet and smooth-run- 
|ning. However, beneath their calm 
exterior are parts which are being 
stressed as much as 100 percent in 
excess of those of conventional 
automotive engines, and which 
must be designed accordingly. 

“The better we can _ predict 
strength from laboratory stress 
analysis, the better job we will be 
able to do when asked to design 
|} @ new product for which no back- 
ground of service experience is 
available.” 
| In a discussion of laboratory 
techniques, Gadd told how methods 
using wire strain gages, stresscoat 
|analyses and electronic counters 
had enabled engineers to solve de- 
| Sign problems in the minimum time 
| with maximum accuracy. These 
|methods, he said, had founded a 
new science known as “experi- 
mental stress analysis.” 

Formerly, Gadd told the society 
members, stress analysis had to be 
worked out a long time in advance 
|} on paper by mathematicians. Thes« 
|new methods, he added, not only 
| have speeded the solving of prob- 
| lems but also have produced an- 
|swers that mathematicians hadn't 
| been able to work out. 








Howell Named by K-F 


| 

| 

Miley Howell has been appoint« 
| Kaiser-Frazer dealer in McGehe: 
| Ark., and will operate as Howe 
| Motor Co. 
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More schools are coming 
+» because women acted! 


WOMEN WERE AROUSED when they learned from COMPANION article “Do You 
Want to Cheat A Child?” that our already inadequate and ill-equipped schools 
face an even blacker, more desperate future. Requests for thousands of reprints 
deluged the COMPANION offices. The article was quoted by newspapers all over 
the country. In Massachusetts, teachers and parents used the COMPANION feature 
as an aid in pushing educational aid bills through the state legislature. 


In the women’s service field the COMPANION is outstanding in its ability to 
move its readers to action. And here is more tangible proof of that! 


v 


MOTHERS’ BIG HELPER! — Lloyd Hall Reports for the 
first half of 1948 show that the COMPANION leads the 
women’s service field by wide margins in the editorial 
space devoted to linage on children. The COMPANION 
appeals to young mothers in the midst of their active 
“buying” years! 


WOMAN’S HOME 


MADAM CHAIRMAN’S BIG HELPER! — In one year 1,288 
women’s clubs subscribed to the COMPANION Pack- 
aged Club Programs. In every part of the country, 
these programs, based on the COMPANION’s monthly 
Public Service articles, have spearheaded com- 
munity action on important problems! 


Monthly Circulation More Than 3,800,000 


N U M 


‘ 


— ee 


THE ADVERTISERS’ BIG HELPER! — More and more ad- 
vertisers know where to go for action. The Com- 
PANION was the only service magazine in the women’s 
field to chalk up a substantial advertising linage gain 
in the first six months of 1948 as against the same 
period in 1947. 


COMPANION 


THE MAGAZINE OF PERSONAL SERVICE, HOME SERVICE, PUBLIC SERVICE 
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By D. M. Trepp 
Staff Correspondent 

SEATTLE.—Plans are shaping up 
for the installation of diagnosis de- 
partments at a number of Chevrolet 
dealerships in the Northwest zone, 
it was reported here. 

Don James, regional manager for 
Chevrolet, was up from the factory 
at Oakland early this month, when 
a meeting of service managers was 
held. Tom Miller, Sun Electric Corp. 
manager in this area, also attended. 

James looked over potential 

business in the area and was fa- 
vorably impressed with possibili- 
ties the program presented. In 
fact it was learned that 20 dealers 
are likely to set up the plan. 

Al Johnson, formerly with Chev- 
rolet at Salt Lake City, has been 
transferred to this zone. Two assist- 
ants have been appointed—John 
Galey and Ed Hamilton. So the 
stage is now set to proceed with the 
necessary steps to install the plans. 

The bumper-to-bumper diagnosis 
will be offered car owners at a 


Diagnosis Setups Spread 


Chevrolet Dealerships in Northwest Zone 
Prepare to Install Inspections 
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probable fee of $4. Such an inspec- 
tion will take slightly more than an 
hour. 

“The inspections are to be care- 
fully and accurately made,” said 
Miller. “There will be no guesswork. 
The car owner will be given a true 
report on the condition of his car 
and he can then act as he wishes. 

“Both the dealer and the cus- 
tomer will know in advance what, 
if anything, is wrong with the car. 
Thus the order can. be written up 
correctly, with no chance for a mis- 
understanding. 

Miller recently visited the Lloyd 
E. Wise (Oldsmobile) setup in Oak- 
land, and the Don Gilmore (Chev- 
rolet) plant in San Francisco. He 
was impressed with the ideas in- 
voked and is ready to proceed with 
the setup of diagnosis departments 
with Northwest dealers. 


At the recent meeting held with 
Chevrolet service men, the possibili- 
ties were carefully analyzed. The 
conclusion was that the good points 





outweighed the bad ones “by a wide 
margin,” Miller said. 

As the programs get going in this 
area, records will be kept to show 
dealers just exactly what it means 
in sales of service hours and parts. 
The factor of owner satisfaction is 
considered a major point in favor 
of the program, as has been proved 
in situations thus far established, 
he declared. 

Dealers of other makes of cars, 
including the Chrysler group, are 
reported to be giving care ful 
thought to this matter. The new 
Mueller-Harkins dealership build- 
ing, to be opened early next month 
in Tacoma, will have a diagnosis 
department, it is reported. 


Kneebone, Stokes 
Booked in Mont. 


MISSOULA, Mont.— Robert W. 
Kneebone, new NADA managing di- 
rector, and John W. Stokes, auto- 
motive tax authority, will address 
the Montana Auto Dealers Assn. 
convention here Dec. 3-4, it is an- 
nounced by John J. Jewell, secre- 
tary-treasurer of the association. 

However, Jewell informed MADA 


members in the association’s bul- | 





NORTHWEST FORD DEALERS—Nearly 400 Ford and Lincoln-Mercur 
for a special meeting in Seattle on the occasion of the first visit of 
Pacific Northwest since he became president of the Ford Motor Co. 
Ford, there were speeches by J. R. Davis, vice-president, sales and advertising; 
E. Bayne, L-M sales manager, and Arthur S. 


address b 
Walker illiams, sales manager; J. 
western regional manager. 





letin that there will be no factory 
representatives on the program. 

“It has been suggested,” reported 
Jewell, “that we have no factory 
representatives, as all dealers feel 
that they hear enough of them at 
various zone and regional meet- 
ings.” 


dealers turned out 


enry Ford II to the 
In addition to an 


Hatch, 












New Dodge Cars 
Said to Rule Out 
Engine Break-in 


DETROIT.—New Dodge cars do 
not require customary slow and 






AUTOMOTIVE NEWS WANT ADS have| tedious breaking-in because of the 
been proven the quickest, least expensive | proven effectiveness of a protective 


method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 












Extra depth of 
Autocrat Tread 
gives amazing 
extra mileage 











CAR 


DEALERS 


Super Low Pressure 


BUILT TO BUILD PROFITS 





THE WORLD'S 
MOST DISTINGUISHED 
PREMIUM TIRE 


conscientiously. 


these advantages to sell: 


Extra Dee 


You can increase the profit on the cars you sell by change-overs 
to premium tires—when you offer a set of tires you can back 





In the Super Low Pressure Autocrat by Dayton, you have all 


New Discovery—Revolutionary Tread Compound. Per- 
fected after years of research, this all-new rubber, compounded with 
new toughening ingredients, gives mileage far su 

natural rubber deep tread tire. Exhaustive roa 
better than the best natural rubber tread. 


Tread for Even Greater Mileage. The greater 
quantity of this revolutionary rubber in the extra deep tread provides 
tire mileage you never thought possible. 


Famous Toe-Action Safety Tread. Hundreds of skid arrestors are 


molded in the tread. Flat tread design puts more rubber on the road, giving 
the famous Toe-Action cogs an even better grip on wet, slippery roads. 


rior to any prewar 
tests prove it far 


6-ply Rating—100% Rayon. 6-ply rating achieved by using 4 plies 


Greater Beau v- 
white sidewalls, enhances the beauty of any modern car. 


Clean, streamlined 


of 100% Raytex Fortified Cords of a military truck-type Rayon. 


Easier Driving. Less fatigue... longer car life... reduced car mainte- 
nance... and the smoothest ride you ever had. 


appearance with no lettering on 


Unqualified Satisfaction guaranteed to user. 


Truly, this is the tire you will be proud to offer your most discriminating 

customers. 

Get the complete profit story of this outstanding change-over tire. Call your 
Dayton Distributor today, or write to Dayton Rubber + Dayton 1, Ohio. 


ton Aubbexr 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL ANO SYNTHETIC RUSBER 


oil-absorbing chemical coating ap- 
plied to the cylinder walls of Dodge 
engines during the past year, it 
was announced here last week by 
E. C. Quinn, general sales manager. 

This advancement in engine man- 
ufacturing, inaugurated by Dodge, 
has virtually eliminated the possi- 
bility of scuffing or scoring piston 
rings, pistons, or cylinder walls and 
consequent damage to the engine 
during either the critical break-in 
period or after many thousands of 
miles of engine usage, the company 
said. 

As a result, Quinn said, new 
Dodge cars may be driven at a 
speed of 40 m.p.h. for the initial 
250 miles without engine damage. 
Car speed may then be increased 
at the rate of five m.p.h. for each 
additional 25 miles traveled until 
the desired maximum is attained, 
it was stated. 

Scuffing or scoring occurs when 
extreme local heat or pressure re- 
sulting from abusive overspeeding 
or overloading of an engine causes 
piston rings, pistons, or cylinder 
walls to expand and pin-point areas 
of their metal surfaces to flow or 
drag. 

The combination of better lubri- 
cation and chemical properties of 
the Dodge protective coating pre- 
vents such a flow or drag of these 
metals and the serious damage 
which would result from their weld- 
ing or bonding together, Quinn de- 
clared. 


Boat Delegates 
Barrett and Slocum Attend 


Brussels Parley 

CHICAGO.—Sheldon Clark, com- 
modore of the Yachtsmen’s Assn. 
of America, has announced the ap- 
pointment of J. Lee Barrett and 
George M. Slocum, both of Detroit, 
as U. S. delegates to the Union 
International Motorboating annual 
meeting this week in Brussels, Bel- 
gium, Oct. 20-23. 

The union consists of 28 nations 
and the annual meetings are held 
at the permanent headquarters in 
the Minister of Marine Department 


of Belgium. 
Rules are formulated at the 
meetings governing international 


motorboat races. World motorboat 
speed records also are authenticat- 
ed and other matters to promote 
international motorboat racing are 
decided. 

Slocum, formerly commodore of 
the Grosse Pointe Yacht Club, is 
publisher of Automotive News. 

Barrett is secretary of the 
Yachtsman’s Assn. of America as 
well as a vice-commodore of the 
Detroit International Regatta 
Assn., which conducts the annual 
International Regatta and Gold 
| Cup and Silver Cup races. He also 
|is executive vice-president of the 
Detroit Convention and Tourist 
| Bureau. 


Ford Paces Sept. Sales 


In Bexar County, Tex. 
SAN ANTONIO, Tex.—New mo- 
tor vehicle sales in Bexar County 
during September totaled 816, ac- 
cording to a report issued here. Of 
this number, 645 were automobiles. 
Gillespie Motor Co. (Ford) led 
with the sale of 57 new cars, while 
San Antonio Buick Co. was in sec- 
ond place with 46 new cars sold. 
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PIN-POLNT IMPACT for your advertising 


Sell the 


helter Homes tut 


ETTER HOMES & GARDENS is written 
B entirely for families living a suburban 
kind of life in which at least one car is an 
absolute necessity. 


[t’s written only for families who can main- 
tain a pretty high standard of living. (Their 
incomes are among the highest for all big 
magazines.) 


through - 


IDM IDI 





It reaches over 3,000,000 families who not 
only must have one car, but want—and can 
afford—new cars often. (2.8 years was the 
average age in 1940—5.7 years was the 


national average.) 
That’s practically a perfect screening job in 
yay] £ ) 


selecting your best prospects for new cars 
£ | I ’ 


your best bets for repeats. 


Mths 


PTMeCURU OTT 


Hist Strie Miyutie 
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Dealer Doings 





Noyes Donates Series Parking 
Profits to Wounded Vets 


World series motorists in Boston 
got a parking break and a chance 
to aid wounded soldiers, thanks to 
the courtesy of Noyes Buick Co. 


Fred Nichols, treasurer of the 


dealership, has announced that all | 


the money collected from parking 

fees on the company’s 

Braves field was donated to the 

wounded soldiers’ Christmas basket 

fund of Cushing General hospital. 
> > > 


Mortal Warning 


Dealer Shows Tombstone 


In Service Ad 


Schuyler Hudson Auto Corp., 430 
Central Ave., Albany, N. Y., used a 
tombstone theme in a recent news- 
paper ad designed to stimulate serv- 
ice business. 

On the tombstone was the inscrip- 
tion: “Here lies Dan Driver—1920- 
1948—-He wasn’t nervous—he needed 
preventive service.” 

Ad copy continued: “Dan was 
such a nice young fellow, but he did 
what so many drivers are tempted 
to do—-put off repairs just a little 
too long. Many accidents have been 
averted by preventive service. Let 
our expert mechanics check and re- 
pair your car. Drive into our mod- 
ern repair shop today and be as- 
sured of safe driving.” 

> * * 


Cherner Motors Names 


Fanciulli Truck Manager 


Jerome Fanciulli, automobile 
and aviation editor of the Wash- 
ington Post in the youthful days 
of those two industries, was an- 
nounced as the new manager of 
the truck department of Cherner 
Motor Co. (Ford), Washington. 

Leaving the newspaper field in 
1915, Fanciulli entered the retail 
motor trade with the Washing- 
ton Chalmers outlet and later 
became executive secretary of 
the Commercial Vehicle Owners 
Assn. 

Fanciulli’s return to private in- 
dustry follows more than five 
years’ government service. Re- 
cently he was chief of the sur- 
plus property and claims division 
of the U. S. Commercial Co., a 
subsidiary of the Reconstruction 
Finance Corp. 

om od * 


Howard and White (GM) 


Opens in Penticton, B. C. 


Official opening in completely re- 
modeled headquarters is announced 
by Howard & White Motors (GM), 
Penticton, B. C. 

R. V. (Jack) White is service and 
business manager of the new deal- 
ership while J. R. (Russ) Howard 
is in charge of sales. 

The new firm is located in the 
former White Motors garage, which 
now boasts 9,000 square feet of 
floor space plus a streamlined front, 
new showroom and parts depart- 
ment and a new lube room, 

> > 7 


L-M Dealer Hosts Workers 


At Third Annual Outing 


About 100 employes of Gordon A. 
Davis Motor Sales Co. (Lincoln- 
Mercury), 1711 Genesee St., Utica, 
N. Y., attended the third annual 
outing of the firm. 

A sports program in charge of Al 
Jones included softball, horseshoes, 
a tug-of-war and contests for chil- 
dren. Al Rovall was in charge of 
refreshments. Gordon A. Davis han- 
dled arrangements. 

* * * 
Kohn Celebrates Anniversary, 


Completion of Remodeling 

Sam Kohn, owner of Paris Mo- 
tor Co. (Buick), Paris, Tenn., cele- 
brated 12 years as a dealer and 
the completion of remodeling to 
his plant on the same day. 

In honor of the occasion, Kohn 
was host to more than 100 Paris 
businessmen and their wives and 
also entertained about 75 officials 
and employes of the Memphis 
Buick zone. 

a * > 
Short Copy 
Newspaper Ad Tells 
Of Ford Award 


Harris-Sauer, Inc. (Ford), Erie, 
Pa., blossomed forth with news- 
paper ads to inform its customers 


lot near | 


| Arnsbarger Joins James 


that the dealership had been pre- 
sented with a Four-Letter award 
by Ford Motor Co. 


The ads contained reproductions 


lof the Ford plaque followed by 


the statement: 

“This award presented to Harris- | 
Sauer, Inc., by the Ford Motor Co. | 
for outstanding achievement.” 

Len Sauer and Charles Harris 
head up the dealership. 

+ * + 


Mullen Opens Hudson Home | 


In Charleston, W. Va. 
Frank S. Mullen, Inc. (Hudson), | 
has formally opened its new home | 
at 408 Broad St., Charleston, W. Va. | 
Frank S. Mullen is president and | 


general manager of the firm. 
+ * + 
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REPRESENTS $212,000—After acquiring the property for $125,000, K. Ray Spencer, president 
of Spencer Motors (DeSoto-Plymouth), San Antonio, Tex., ‘ 
| alterations and $25,000 on equipment. The two-story structure contains 30,000 square feet $20,000 Remodeling Job 


|W. B. James, president of the deal-| Laman Building $300,000 





manager of the dealership. 
* * * 


: | Don Lee (Cadillac) Breaks 


|Ground for New Structure 


Joel E. Brown, president of Don 
Lee Motors Corp. (Cadillac), offi- 
ciated at ground-breaking cere- 
monies of the new _ structure 
which will house the company’s 
San Fernando Valley (Calif.) 
operation and also serve as head- 
quarters for Don Lee Corp. 


Among those present at the 
ceremony were Art Dawson, Cad- 
illac district manager, and Mar- 
vin K. Brown, vice-president and 
general manager of the Lee com- 
pany. 


* * * 


spent $62,000 on repairs and | 


|Completed by Germanson 
Germanson Motor Co. (Kaiser- 


coffee shop for the convenience of 
customers and employes, according 
to Albert S. Laman, president. N. 
V. Mackassay is sales and used-car 


t 
} 
| 





As Service Superintendent 


ership. 


Coy Arnsbarger, formerly regional | activity at James Motors required 


parts and service manager for Nash | the creation of the new executive | Plymouth), 
joined the staff of | position which Arnsbarger will fill, 


Motors, 


James Motors, Inc. (Nash) as su- | James declared. Arnsbarger comes 


perintendent in charge of all service | to James Motors, Inc., after 16 years 
departments, it is announced by of service with the Nash factory. 


Rapid expansion of the service Plant in Cleveland 


ground for a new $300,000 building. 

The new sales and service build-|ing of 1949 Kaisers, the German- 
ing will cover 50,000 square feet of | son salesroom has been in its pres- 
floor space and include a complete! ent location for 25 years. 


How to win 
Tt me ata 


| Frazer), Milwaukee, announces 


Al Laman Motors, Inc. (Chrysler- | completion of a $20,000 remodeling 
Cleveland, has broken | job to its salesroom and garage. 


Completed in time for the show- 


‘ 





An object lesson for Republicans, Democrats, advertising men and prophets of all kinds. 


Come the day-after-election and you'll be sporting a 
new headdress instead of eating your old one if you'll 
take this tip. 

Just remember the word “response.” Put your 
money on the man who can get the biggest response. 


Remember that it’s the same with men as with 
magazines. It’s responsiveness that pays off in politics 
or periodicals, electioneering or advertising. 

For instance, one manufacturer we know of ran his 
advertising in three publications. He reports that 
“the Holiday response was 4.7 times greater than the 
first, 1.6 times greater than the second and, in fact, 
exceeded the combined response of the other two.”’ 


This sort of thing not only pleases the guardians of 
advertising budgets. It tickles dealers where it does 
the most good. An advertiser writes that “dealer after 


dealer reported sales increased. Many sell-out re- 
ports.” Holiday’s files are crammed with letters 
like that. 


And you can measure this response in length as 
well as depth. “The most amazing fact,” says a maker 
of sportswear, ‘‘is that letters are still coming in eight 
and ten weeks after Holiday is out.” 


For Holiday readers don’t flirt with their maga- 
zine. They love it. They read it and clip it. They save 
it and refer to it. It opens new windows on their lives, 
and they give it long life in return. 


So get those bets down. If your senses are keen 
and your horizons broad, Holiday is edited for you. 
And if you want maximum responsiveness to your 
advertising, Holiday tops the list. Over 800,000 fam- 
ilies and 800 advertisers have proved you can’t lose! 


| 
i 


Thi 
In | 


inco 
cord 
the 


ton, 
Clar 
Geor 


was 
Core 
ton 


was 
Mur! 
dleto 


W oc 
Bod 


tram 
tion 
build 
paint 
stora 
Th 





AUTOMOTIVE NEWS, OCTOBER 18, 1948 


ithe drive compulsory as an en- | 
|} trance requirement. 


Graham Elected President 


| Dealer Doings | nes 


Three Auto Firms Chartered 


In Houston, Tex. 


Three automobile companies were 
incorporated in Texas recently, ac- 
cording to records in the office of 
the secretary of state. 

Bonded Auto Sales, Inc., Hous- 
ton, was chartered by Warren 
Clark, E. B. Coffey and Charles 
George with $5,000 capital stock. 

Cc. C. C. Motors, Inc., Houston, 
was chartered by G. H. Sanders, 
Corene Sanders and F. L. Middle- 
ton with $5,000 capital stock. 

Conner Motors, Inc., Houston, 
was chartered by Carl H. Conner, 
Murl Marie Conner and F. L. Mid- 
dleton with $25,000 capital stock. 

* * * 


Woody Pontiac Completes 
Body Shop Building 


Woody Pontiac Sales, Inc., Ham- | 
chest 


city by donating a 1948 Oldsmobile | both firms, 


tramck, Mich., announces comple- 
tion of a 60-by-100 foot, two-story 
building which houses a body and 
paint shop and serves as a parts 
storage warehouse. 

The second floor of the new 


structure adds 6,000 square feet ot | Of Cushing (Okla.) Assn. 


parts storage space and is equipped 
with an electric hoist for 
bulky parts. 

a oo * 


Fred Jones Opens Outlets 
For Ford, L-M in Tulsa 


Fred Jones 
cury), 
Okla., 
opening of its new Tulsa homes. 

The Lincoln-Mercury outlet is at 
13th and Boston Sts., while the 
Ford dealership is at 12th and Bos- 
ton Sts. 


* * * 


Good Samaritans 


Chicopee Dealers Give Car 
To Spur Chest Drive 


The Chicopee automobile dealers 


(Ford-Lincoln-Mer- 
Oklahoma City and Tulsa, | 
has announced the formal 


| 


lifting | 


Walter S. Graham (Chrysler- 
Plymouth) has been elected presi- 
dent of the Cushing (Okla.) Auto- 
mobile Dealers Assn. for the 
coming year. 

Other officials elected were: 
F. W. Foresee (Chevrolet), first 
vice-president; W. R. Gayley 
(Buick), second vice-president, 
and Jack Horner (Hudson), sec- 
retary-treasurer. 

* 7 4 


Form New Corporation 


'To Distribute Tractors 


Members of Schuyler Hudson 
|Auto Corp., Albany, N. Y., have) 
| formed a new corporation, Schuyler 
Distributing Corp., to act as East- | 


|ern New York distributor for trac- | 


tors and farm equipment of the 
Gibson Mfg. Co., Colorado and 


have helped launch a community | Washington. 


drive in that Massachusetts 


to the cause. 


Charles A. Oliver, president of 
said the tractor dis- 


tribution business would be han- 


The car will be raffled off in a | dled from the Schuyler Hudson of- 


contest 


Holiday’s more than 800,000 families are 
America’s most responsive new market. 
Read this list of seven contributing factors: 


- Holiday families are alert, intelligent . . 


new experiences. 


. eager for 


2. Holiday families are community leaders. 


3. Holiday is read by all the family .. . 


equally inter- 


esting to men and women. 


. Readers prize their copies, read and reread them 
for pleasure and reference. 


. People read Holiday in a relaxed, responsive holiday 


mood. 


. Readers look to Holiday’s advertising pages for ideas 
. find there a wide variety of products and services. 


. Holiday is “America’s Most Beautiful Magazine.” 


A Curtis Publication. 


in conjunction with the | fies at 430 Central Ave., 
chest drive, with contributions to  hcusing at 426 Central 


with ware- | 
Ave. The 


Oe ee ae) 


CALIFORNIA NOCTURNE—The new Joannides Motor Co. sales and service home in Porter- 


ville, Calif., 


was opened with a movie-like premiere. 


The Joannides company has long been 


Studebaker's exclusive dealer in the little Tulare county town. 


new corporation is authorized to 
issue $40,000 in stock, at $100 par 
value, according to papers filed 
with the secretary of state. Listed 
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The most responsive new market 


today is exclusive with 


HOLIDAY 


ment of public 
} * 


|Canada from 


as directors, each holding one 
share, are Oliver, Fenton O. Drum 
and Eric S. Hover. 

+ * + 


Rank & Son Ready to Open 


| New Service Headquarters 


Rank & Son, Inc. (Dodge-Plym- 
outh), Milwaukee, is now running 
teaser newspaper ads calling atten- 
| tion to the forthcoming opening of 
its new headquarters for servicing 
| cars and trucks. 

| Copy gives a tip on what to ex- 
pect. Its theme is “You'll hear peo- 
| ple talking about” and goes on to 
| list some of the building’s new fea- 
| tures such as no center posts, all- 
| welded steel frame, overhead lubri- 


| cation and “seeing-eye” doors. 
| * * * 


Glasgow Motor Opens 


New Chevrolet-Buick Home 


Glasgow Motor Co. (Chevrolet- 
Buick), Glasgow, Mont., held for- 
mal opening recently of its new 
building at Second Ave. and Sev- 
enth St. The new structure boasts 
a 90-foot frontage and a service 
department section 120 feet deep. 
A used-car lot adjoins. The show- 
room is 50 by 22 feet. 

The main building is constructed 

| Of pre-cast pumice blocks, with a 
glass open front for the show- 
room. The plant was built at a 
cost of approximately $65,000. 


| Slaughter Buys Out Smith; 


| Reopens Deal in Florida 


| Glenn S. Slaughter has purchased 

a Dodge-Plymouth dealership at 
Wauchula, Fla., from Al G. Smith 
and has reopened the concern on 
W. Main St. 

Slaughter was formerly connected 
| with Florida Fence Post Co. He is 
| experienced in the trucking busi- 

ness and has cattle interests in 
Hardee county. 
s > 


Ee & Johnson Occupy 
$300,000 Site in Sonora, Tex. 


Granger & Johnson Motors 
(Pontiac) has formally opened its 
new $300,000 home in Sonora, Tex. 
The firm is owned by Wes Gran- 
ger and L, E. Johnson jr. 

The recently completed build- 
ing provides complete sales and 
service facilities, and includes a 
gasoline station. 

> * * 


Celebrity Car 

Dignitaries who visit Memphis 
will be given a royal ride in a new 
Cadillac convertible. The car has 
been purchased by the city from 
Southern Motors, Memphis, for $4,- 
321.31. The celebrity chariot has 
Hydramatic drive, radio, heater and 
white sidewall tires. It will be kept 
spic and span by the city’s depart- 
safety. 

* * 


Austin Ontario Motors 


Austin Ontario Motors, Ltd., has 
opened a new sales and service cen- 
ter at 921 Yonge St., Toronto, Ont. 
Factory trained mechanics have 
been brought over from England to 
service the cars and are supervised 
by Stan Dilley, recently arrived in 
the British factory. 
Reg Harding is managing director 
of the dealership. 

+ . 
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Thompson Expands Service 


Thompson Motor Co., Blakely, Ga., 
has built a new paint and body 


| shop. 
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Highways and Safety... 


Arizona Hears Need 


For Uniform Code 


= adoption by Arizona of 
the uniform national traffic code 
as a means of promoting highway 
safety has been 
recommended to 
Arizona by Paul 
F. Hill, field rep- 
resentative of Na- 
tional Safety 
% > Council. Hill 
UsTRN a) pointed out that 
during the first 

six months of this year Arizona 
dropped to bottom position in the 
nation in traffic fatality frequency. 
Last year it ranked 40th among 
the states and now ranks 48th, 
with an increase of 35 percent in 
highway deaths over the first half 
of 1947. The state last year had a 
record of 11.1 deaths per 100,000,- 
000 miles of motor vehicle traffic. 
Noting that 32 states now have 
the uniform traffic code, Hill said: 


“Twenty-six percent of all your 
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accidents are caused by out-of-state 
drivers. Because Arizona is a tour- 
ist state, you must come into con- 
formity with uniform driving rules 
and regulations that now exist al- 
most throughout the country, so 
you will have the same traffic con- 
trol system as the other states.” 
* * ” 


Ht LISTED as the leading ac- 
cident causes: Speed, drinking 
while driving, driving on the wrong 
side of the road, and failure to yield 
the right of way. 

Arizona’s present traffic regula- 
tion and control program has a rat- 
ing of 62.5 points out of a possible 
105, he said. 

The state’s multiple violation li- 
cense suspension program, which 
has been in effect nearly three 
years and has removed thousands 
of chronic traffic violators from 
the highways, was praised by Hill. 

He asserted, however, that Ari- 








BELGIANS STUDY INSPECTIONS—Officials of the Belgian Bureau of Transportation were 
uests of officials of the Bureau of Highway Safety, State police and Pennsylvania Automotive 


ssn. while makin 
right, Claude S. 


a study of the state's semi-annual motor vehicle inspection laws. Left to 
lugh, manager of PAA; Bob J. Jonckheere, Brussels, representative of the 


Belgian Bureau of Transportation; Prof. F. P. Malschaert, of the University of Ghent and con- 
sultant for the bureau; Albert Halleux, junior member of a Brussels inspection firm, and Ellis 


Sutliff, 


ast president of the Harrisburg Automobile Dealers Assn., at whose establishment, 


Sutliff Chevrolet, the trio witnessed a practical demonstration of an inspection. 





zona’s driver license test is too easy, i 
as is shown by the fact that only 11| they have to do some additional 
percent of applicants have any | 


trouble passing it. 


In the “more active” states, about 
one-third of applicants have diffi- 








In Philadelphia— nearly everybody reads The Bulletin 


Evening and Sunday 








culty passing, with the result that 


studying of the traffic code and 
thereby become more familiar with 
its provisions. 


Road Deuthe Rise 
4 Percent in Tex., 
Traffic up 7 Pct. 


Highway accident deaths during 
the first eight months were up 4 
percent in Texas, along with a 7.2 
percent increase in traffic volume, 
as compared with the same period 
last year, it was announced by Col. 
Homer Garrison, state public safe- 
ty director. 

He pointed out, however, that 
there has been a 7 percent de- 
crease in the state’s rate of deaths 
per miles traveled on public high- 
ways, compared to last year. 

August was a heavy fatality 
month, Garrison said, and the re- 
maining months are expected to be 


| worse. His department predicts a 
|toll of 2,150 for 1948, as against 
| 1,997 last year. 


“We people who work at safety 
know that we are making prog- 
ress when the amount of traffic 
increases and we hold the number 
of deaths at the same level,” he 
said, “but that doesn’t mean much 
to the public. 

“All the public knows is that 
automobiles and other vehicles are 
killing 2,000 or more persons a 
year. That’s too big a price to pay, 
even for the marvels of fast trans- 
portation, and it’s got to be cut.” 

a 


Take ‘em Off 


Sun Glasses at Night 


Called Unsafe 


WASHINGTON. — Traffic safety 
experts are becoming alarmed at 
the increasing tendency of motor- 
ists to wear sun-glasses or tinted 
lenses at night as a means of pro- 
tection against glare from oncom- 
ing cars, George R. Hammond, 
safety and education director of 
the American Automobile Assn.’s 
division here reported. 


“While such glasses do cut down 
glare, they also reduce the motor- 
ist’s visibility,” he pointed out. 
“Students of the problem of night 
vision have advised the AAA that, 
to date, they have never seen a 


| lens which could reduce glare with- 


out at the same time reducing 
visual acuity. 
“Headlight glare, however, con- 





Driver Training Killed 
In Buffalo Schools 


The Buffalo board of educa- 
tion has decided to abandon 
driving training in the city’s 
schools because of the expense, 
Buffalo Automotive Trade Assn. 
announced last week. Pointing 
out that the board claims that 
the cost for instructing a stu- 
dent is $35, a spokesman for the 
dealer group said: 

“We wonder if that isn’t low 
compared with the cost of the 
damage and human _ misery 
which poorly trained young driv- 
ers inflict annually through acci- 
dents.” All other schools in the 
country are continuing or ex- 
panding their programs, it was 
reported. 








tinues to be one of the most diffi- 
cult of our traffic safety problems 
The automotive industry, working 
with lighting engineers, has spent 
a great deal of time, money and 
effort in seeking a solution. The 
sealed-beam headlight is a long 
step in the right direction, but 
there is still vast room for im- 
provement. 

“Meanwhile, we must contend 
with the headlights we now have. 
In the opinion of many experts, 
colored glasses are not the answer, 
because the resulting loss of vision 
unquestionably compounds the haz- 
ards of night driving.” 


* > > 
Minn. to Exempt Aged 


From Driver Test 


Licensed Minnesota drivers 70 
years old or older will no longer 
be indiscriminately required to 
take driver examinations and road 
tests as a blanket condition to con- 
tinuing their driver licenses, M. J. 
Hoffman, highway commissioner, 
announced. 

The requirement is being res- 
cinded, he said, after reviewing re- 
sults of its six-month operation 
and re-evaluating its necessity 
from the standpoint of traffic safe- 
ty. Consistent with the withdrawal 
of the regulation, the commissioner 
said persons 70 years or older wha 
have been denied reissuance of a 
license solely due to failure in com- 
plying with the blanket examina- 
tion requirement, will be issued 


valid licenses. 
* 


* « 
‘vgi 
Y’ Plates 
Minn. Expected to Ban 
Specials in ’49 

ST. PAWUL.— Only a few—about 
100—owners of Minnesota cars have 
registered them as trucks in order 
to get special parking privileges 
that go, in many communities, to 
holders of “Y” license plates, Secre- 
tary of State Mike Holm said. A 
ban on the truck license for auto- 
mobiles is expected to materialize 
at the next legislature, with the in- 
terim legislative committee already 
reported in favor of eliminating “Y” 
licenses for passenger cars under 
any conditions. 

Of the estimated 100 “Y” plate 
holders only a few, Holm said, are 
willing to pay the minimum $25 fee 
and to face possible prosecution to 
gain the savings from the special 
parking privileges. 

Abolition of the “X” truck license, 
which can be used only within a 35- 
mile radius of the specific zone 
where it is issued, is also expected 
to be made in the 1949 legislature. 


Gotham Dealers 
Report Record 
Parts Stocks 


LARCHMONT, N. Y.— Automo- 
bile dealers have accumulated rec- 
ord stock of parts in anticipation 
of another severe winter, according 
to a survey by the Automobile 
Merchants Assn. of New York. 

According to Verne L. Murray, 
president of the association, the 
survey shows that automotive re- 
pair facilities throughout the New 
York City area have been expanded 
100 percent over what was avail- 
able last year. 

“We will be fully prepared to sup- 
ply the needs of many thousands of 
motorists,” Murray said. “Vast 
stores of parts have been pouring 
in from factories since mid-sum- 
mer.” 

Commenting on the recently in- 
stalled credit controls, Murray said 
| they had had no effect on the New 


| York metropolitan market thus far. 





| DRESSY ACCESSORY —The Helms Fender 
| Shield is fabricated from 19-gauge steel and 
comes in rust-resistant primer finish to allow 
matched or contrasting finish. It's a product 
of Helms Industrial Revalenmnans Co., 2145 
Edgewood Ave., Grand Rapids, Mich. 
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Dealer Business Counsel 


Dealers Should Depend on Local Contracts 
For Going Prices of Used Cars 


(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News.) 


By J. B. Van Tassel 


NJEVER IN MY experience, which 
+‘ covers some 25 years in the 
automobile business, have I ever 
found anyone, no 
matter how good 
he was, who could 
tell you exactly 
to the penny how 
much a used car 
would sell for at 
retail or at whole- 
sale. There just 
| isn’t any such 
’ thing. 

The reason I 
feel you cannot 
predetermine the 
retail selling price of a used car is 
largely because of the many in- 
tangible factors that go to make 
up the price structure in used-car 
merchandising. 

For example, a dealer in dire 
need of cash, and if such be the 
case, the very first piece of mer- 
thandise that he will start to 
liquidate is a used car. 

Maybe it’s only a temporary liqui- 
dation for immediate cash, but 
nevertheless it can happen any 
minute. In fact, this is about the 


4. B. Van Tassel 





only piece of merchandise that a/| 
new-car dealer can liquidate fast | 


(other than new cars in today’s 
market). 
s > . 
N NORMAL times it is not un- 
usual for a new-car dealer to get 

stocked up in used cars to the 
point where he is forced to sell 
them for a song in order to get 
cash to handle new cars and retain 
his new-car franchise with the fac- 
tory. 

Also, I am told that some dealers 
today, in order to make a good 
showing with their factories and to 
help them obtain more new cars 


Ford Chart Said 
To Make Parts 











Ordering Easy 


DETROIT. — Parts re-ordering 
problems of Ford dealers, fleet own- 
ers and independent garagemen are 
said to have been simplified by a 
new “Quick Reference Chart of Fast 
Moving Chassis Parts and Kits,” 
distributed by Ford Motor Co. 

H. D. Hubbs, Ford parts sales 
manager, said “the enthusiastic re- 
ception of this chart by independent 
garages has indicated conclusively 
that its costs were well justified.” 

Designed to hang on the wall, the 
chart contains a series of exploded 
views of Ford car and truck parts 
assemblies. Each part is marked 
with its part number to assure easy 
identification. Orders may easily be 
placed from the information ob- 
tained directly from these exploded 
views of parts assemblies. The cover 
of the charts provides an index. 


The chart covers Ford car and 
truck parts for the years 1928 to 
1947, 

To date, 40,000 of the charts have 
been distributed to garagemen. A 
simplified and less costly reproduc- 
tion in catalogue form is planned to 
insure copies for 30,000 additional 
requests received, Hubbs said. 


L-M Names Neely 
To St. Louis Post 


DETROIT.—Appointment of Rob- 
ert H. Neely as St. Leuis district 
manager of Lincoln-Mercury divi- 
sion is announced by Joseph E. 
Bayne, Lincoln-Mercury general 
sales manager. Neely, district man- 
ager at Denver, Colo., since Febru- 
ary, 1946, replaces E. O. Snow, who 
resigned to enter private business. 


_ First employed by Ford Motor Co. 
in November, 1921, Neely has served 
the company as field representative, 
truck division head, wholesale man- 
ager, used-car supervisor, zone man- 
ager, assistant sales manager and 
Sales manager. Neely will have his 

dquarters at the new Lincoln- 


Mercury assembly plant near St. 
Louis, | 


and critical parts, are buying and 
selling used cars on a basis of a 
very small margin of profit and in 
many cases at a loss. 

In view of these many unpre- 
dictable movements on the part 
of dealers handling used cars, it 
is almost a physical impossibility 
to ever put a price on a used car 
and call it a final price, 

Certainly, the NADA Guidebook, 
the Blue Book, the Red Book and 
all of the used-car guidebooks that 
are published furnish the dealer 
with an average going price in their 
districts, but they are only a guide 
figure and not a final figure as to 
how much you can expect to collect 
for a used car or exactly appraise 
the value of a used car, 

It would be my suggestion, and 
this is only a suggestion, that in- 
stead of relying too much on the 
published values in these books that 
dealers do a little reseasch work 


themselves with other dealers in 
their neighborhoods as to the going 
prices on used-car values. 
* * of 

I AM familiar with an association, 

one of whose activities in the 
process of development now is the 
compilation of retail and wholesale 
prices on used cars and trucks. 

In other words, when a member 
sells a used car or used truck, he 
sends a postcard showing the make, 
the model, the year, the condition 
and the price obtained for every 
used car and truck sold. 

Then when any member wants 
to know what the latest selling 
price is on a used car or truck 
they call the association’s office 
and it endeavors to furnish them 
with the last selling price as 
shown on its records. 

This is an activity started just a 
short time ago because members 
felt the need for this kind of in- 
formation in addition to the infor- 
mation they obtain in the guide- 
books. 

Probably it is not necessary for 
your local association to go to all 
this work, but if I were a dealer 
in used cars, I would make it my 
business to see to it that I had 
a sufficient number of friends and 
acquaintances in the used-car busi- 
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DUNN STRESSES SERVICE—Blanton Dunn Co. (Kaiser-Frazer), recently opened these head- 


quarters on Admiral Wilson Bivd., 
feature of the dealership's facilities. 


amden, 


N. J. Latest model service equipment is a 





ness in my town, so that I would/too low, you will probably sell it 
be able to exchange with them the | fast, but again you will lose money. 


going prices on used-car stocks. 
oF * . 
yWwass the price of a used car is 
out of line you stand to lose 
much, regardless of display, recon- 
ditioning, salesmanship or what 
have you. 

When the car is priced too high, 
it won’t sell and the depreciation 
charges will eat up your profits in 
a short time. When a car is priced 


Any questions on business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of 
Automotive News. 


Annex Motor Sales 


A business name has been filed in 
the Erie county clerk’s office for the 
Annex Motor Sales, 1510-1512 Niag- 
ara St., Buffalo, by Robert M. 
Shields. 


Colliers PS. 





Adds Strength And Credibility 
To Service Recommendations 


Read why the service salesmen of L. P. 


Steuart, Inc. . 


with the P. S. plan. 


They found that Collier’s P. S.... by the 
very fact that Collier’s is recognized as an 
unprejudiced source of advice . . . makes 
it easier for them to sell service. 


But don’t overlook one very important 
thing. Note how this progressive dealer 
really put Collier’s P. S. to work for him. 
He sent P. S. mailers to his complete mail- 
ing list; he placed them in convenient spots 
in his service waiting room; he mounted 
the blow-ups on an easel; and his service 
salesmen used the mailers as a check list 


with customers. 


The Winter Promotion is about to break 
in the October 30th issue of Collier’s, on 
the newsstands October 22nd. It is now 
too late to secure the self-mailer, imprinted 
with your name, but you can still order two 
blow-ups of the article and 50 blank—un- 


imprinted—self-mailers for 


shop. Send $1.00 today to Collier’s Pro- 
motion Department, 250 Park Avenue, 


New York 17, N. Y. 





. . after successfully tying 
up with four Collier’s P. S. 
voted unanimously to continue tying up 


Collier 


programs... 
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HAT ARE the odds on war? 
Heard a guy who was over 
auto advertising men) 
about it at the Adcraft Club of 


there tell 


Detroit the other 


He was Hal Foust, who as Chi-| 
cago Tribune correspondent had 
his headquarters in Berlin for three | 


and a half years. 


the odds are against war by four 


or more to one. 


the Hook 


(Not the fish that got away, but a now-and-then column of 
material a little off the regular editorial path.) 
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Bob Finlay 








up in the front seat next to the 
door instead of in back. 
* | bel 

| CURIOSITY KILLS A BUCK—Curiosity and 

ALKING with wned- -car dealers | wanderiust cost the life of a nine-point buck 

at their national convention, I | that = we Oh anil —— = Uni- 

Rent versa otors ord), Abilene, Tex. Appar- 

found there were more hot opinions ently—so the dealer thought—seeking a bet- 

among them about used-car Aauc-|ter look at the 1949 Ford, he shattered the 
tions than there are among new- 


day. 


heavy plate glass in his leap, severing his 


, . pare vein. Co-owners Harry Fulwiler and 
He still thinks | © dealers. W. Haynes took advantage of the 
Most new-car dealers look at "yreat’! by erecting this sign over the 


the auctions as a barometer to | boarded-up space 


| give them an idea of how the 





|} and list of speakers follow: 


Body Engineers 


Meet Nov. 3-5; 
Exhibition Set 


DETROIT.—The program for the | 
annual technical convention of the 
American Society of Body Engi- 
neers was announced last week. 
The convention will be held Nov. 
3-5 at the Rackham Memorial 
building here. 

Thirty-three automotive body ma- 
terials suppliers will participate in 
a technical exhibition to be held 
throughout the convention in the 
| banquet hall of the building. 

The schedule of technical sessions 


‘WHEN YOU 
GET IN THE 
UNDERCOATING BUSINESS 


---GET IN IT 
RIGHT!” 





Nov. 3: “Styling” at 10 a.m.—J. | 
Bobek, General Motor stylist, chair- 
man; Dr. Claire L. Straith, special- | 
ist in plastic surgery, and V. M.| 
Exner, Studebaker styling engineer; | | 
| “Production Engineering” at 2 p.m. | 


Big danger, he says, is that we 
are stuck in Berlin where the 
risk is great, since the Russians 
want to keep us on edge and the 


market is going, while it comes 
right in the bread-and-butter de- 
partment for used-car dealers. 


Thomas Stephenson, Ford engi-| 
| neering superintendent, chairman; 
Rolland Peters, technical director | 
| of Ditzler Color division; Robert E. | 


| and phone calls from all over the | 
| country. He adds: 

“I fear I did not lay sufficient 
stress the all-important 


Some oppose auctions vehement- 
ly, believing it takes wholesale cars | 
away from them. Others say it| 
brings in out-of-town dealers who | 
may not find what they want at an | 
auction, and so buy at a dealer’s 
lot. 

Then, of course, there are the} 
used-car dealers who operate auc- | 


Germans would like to see us get 
in a fight. Foust says the Ger- 
mans believe a war between Rus- 
sia and the U.S. is the only thing 
that will save them from the 
Reds. 

Thus, with the tension plus Ger- 
mans hoping for war and perhaps 


upon 
subject of labor’s opportunity to 
sit down with the manufactur- 
ers and find some way to cooper- 
ate sufficiently as will insure 
lower prices and the salvation of 
the mass market so essential to 
the continuance of the motor car 
industry’s supremacy.” 


some working for it, an incident 


could happen. 
But, says Foust, 
war now he could 


Thus, reasons Foust, Russia doesn’t | 


tions, and they are for them tooth| The press largely overlooked the 
|labor aspects of his talk, includ- 


and nail. | 
ing this: 


Fact is that the subject is so ne. 
controversial that many local “The automobile industry has af- 
|forded American labor the most 


used-car dealer associations rule ‘ 4 
illustration how 


if Stalin wanted 
have it at a nod. 


want war; it wants the threat of| i¢ off the agenda to avoid bitter- | magnificent of 
war. ness. |}mass production and mass con- 
eee Many think the auctions will|Sumption can make possible the 


GoM AUTO MEN think the two- 
door sedan is fading in popular- 


ity, while the five 


sedan will get more attention. 


fade with the good market, while | highest standard of living for the 
others see them as here to stay. | | American laborer. 
Cars have to sell at some price, and| “Is he going to defeat that 


or six-passenger 
even when the buyers aren’t so| achievement? Is he going to put 


in jeopardy the industrial su- 


Reasoning is that in this day of 
terrific tooling costs, the sedan 
coupe gives a car line greater 
diversity and at the same time 
satisfies people who demand two- 


anxious, an auction would still give 
a dealer a good idea of the market. 


+ * 
NOTE te Automotive News 


from Arthur J. Morris, financ- | 


premacy of this great -nation? 
Is he going to cut his own throat 
and insist that the manufacturer 
or capitalist die with him?” 


doors to keep 


away from a door. 
Funny, though, how many people 


buy two-doors to 


dren and then let the youngsters sit: the mass market brought letters 


Morris adds that labor and capi- 
tal “will have to go to bed to- 
gether, and in a manner that will 
insure absolute fairness to both 
sides of the family.” 


ing pioneer, says that his recent 
talk at the National Used Car Deal- | 
ers convention in New York on the | 
safeguard chil-| danger of the auto industry losing 


the youngsters 





A shade better than the rest! 


EASILY INSTALLED IN 10 MINUTES OR 
LESS...WHILE THE CUSTOMER WAITS! 


Strik ing 


SP oa S34 78 


olsrelUhebael, silent ¢ Tctiela 





dale the 


orm, America’s leading auto shade! It ha 


Two Models edd btbaae 


T AIRFORM CHROME 


patented “‘clamp bracket 2-way 


PECKA 


tits most cc curved alumi 


r greater rigidity beauty! 


D 
recKe 


it Airform | 


MANUFACTURING CO., MAYWOOD, ILL. 


| stump, ASBE president, chairman; 
| Henry G. Weaver, director of GM 


| distributor in Butte, Mont. Phillips, 





Allan, Fisher Body division; open | 
house at 8 p.m.— Alfred Haber- | 


customer research staff. 


Nov. 4: “Small Cars, Here and 
Abroad” at 10 a.m.—I. Louis Car- 
ron, chairman; B. G. Bowden, man- 
aging director of Allen Bowden, 
Ltd., Warwickshire, England; Gary 
Davis, president of Davis Motor 
Car Co.; “Buses and Coaches” at 
2 p.m.—Art Heintz, GMC Truck & 
Coach division, chairman; W. E. 
Williams, Reo coach engineer; F. R. 
Fageol, Twin Coach Co.; “Commer- 
cial Bodies” at 8 p.m.—GMC Truck 
& Coach, GMC Truck & Coach, 
chairman; J. W. Greig, Woodall 
Industries chief engineer; H. A. 
Schwartz, Montpelier Mfg. Co. 


FIRST 
FENDIX! 


THE SERVICE IS RIGHT! 
We make a real specialty of the 


Nov. 5: “Body Fabrication” at undercoating business. Your Fen- 
10 a.m.—E. DeSmet, engineering! dix Field Engineer devotes a// of 
executive, Willys-Overland, chair- his time and energy to helping you 


man; J. H. Cooper, chief sales engi- | 
neer, Taylor-Windfield Corp.; J. T. 
O'Reilly, Ford chemical and metal- 
lurgical department; “Stress Anal- 
ysis and Testing” at 2 p.m.—Don 
Sherman, A. O. Smith Corp. chief 
engineer; O. Rugg, laboratory su- 
pervisor, Ford Motor Co.; “Passen- 
ger-Car Body Engineering” at 8 
p.m.—G. England, supervisor of 
Ford consumer and product re- 
search; Dwight LaBarre, Ornas & 
LaBarre. 


organize your undercoating busi- 
ness on the most profitable, most 
efficient basis. He sees that your 
undercoat work fits in smoothly 
with the rest of your shop oper- 
ation. He trains your spray gun 
men, individually, in correct meth- 
ods of applying Fendix. He in- 
structs your salesmen in new, 
business-producing sales tech- 
niques. Should a service problem 
ea arise—he’s Mr. Fix-It, and fast! 
° Even on spray equipment. 
K-F Shifts Three 
In Sales; Phillips 
Heads Midwest 


WILLOW RUN. — Appointments 
of one divisional and two new re- | 
gional sales managers for Kaiser- 
Frazer Sales Corp. 
are announced by 
Fred R. Cooper, 
vice-president in 
charge of sales. 

Named divi- 
sional sales man- 
ager for the Mid- 
west division was 
Harold B. Phillips, 
succeeding H. M. 
“Scotty” McDon- 
ald, who resigned 
to become K-F 


THE PRODUCT IS RIGHT! 


Sell Fendix ... and give your cus- 
tomers the best. With Fendix you 
get more coverage per drum because 
only a 4” coating is needed for 
maximum rust protection and 
sound deadening. Extra factory 
care in blending is your assurance 
that Fendix goes on uniformly, 
gives continuous coverage of the 
underbody, and trouble-free spray 
gun operation. 


THE PROMOTION IS RIGHT! 
You'll like the variety. All kinds 
of personalized direct mail pieces, 
displays, demonstrators, news- 
paper mats and other sales helps 

. all designed to help build your 
undercoat business. 


‘See your 


or write us direct... 





H. B, Phillips 


former K-F regional manager in ” 


the Buffalo area, will maintain 


ae in Kansas City. Address Dept. 8 


THE DAVISON wy CORPORATION 


BALTIMORE-3, MO. 


fei 


©rocc 





THE AUTOMOBILE UNDERBODY 
PROTECTIVE COATING AND 
SOUND DEADOENER 


Sell ted on 
eny ae  apraye/ 
Gy 


Fendix is listed under 
Reexamination Service 
of Underwriters Labo- 
ratories, Inc. 


K. S. Moyer Cc, P. Noonan 


K. S. Moyer, former district man- 
ager for K-F in Detroit, succeeds 
Roy T. Parsons as regional manager 
in the Cleveland sales region. 

Charles P. Noonan is the new re- 
gional sales manager in the Buffalo 
area, succeeding Phillips. Noonan 
was formerly district manager in 
the ponneiphie sales area for K-F. 





“aU TOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. ' 
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By Leo T. Parker 
Attorney at Law 

o— higher courts consis- 
tently hold that when contra- | 
lictory testimony is presented in| 
a damage suit arising from an 
automobile injury, the jury will de-| 
cide which testimony is truthful. | 
For example, in Czern v. Na-| 
tional, 31 N. W. (2d) 156, it was 
shown that a boy bicyclist was 


riding on a street when he was | Benefits Employer 


struck by motor vehicle owned by 
the National Co. The boy’s father 
sued the company for damages. 
During the trial conflicting tes- 
timony was given whether the neg- | 
ligence of the boy or driver of the | 
motor truck caused the injury. 
The jury held the company li-| 
able, and the higher court refused | 
to reverse the verdict, saying that 
in such cases the jury has a good 
right to weigh all testimony and 
decide which testimony is truthful 
and dependable. 
* 


* * 


Car Stolen From Lot 


HE LAW of “bailment” is ap- 

plicable when an automobile is 
stolen from a garage or parking 
lot. The rule in bailment is that 
after the owner of an automobile 
has proved the delivery of the 
automobile the duty is upon the 
bailee or garage owner to prove 
that the loss did not result from 
his negligence. His failure to do 
so will result in the court holding 
that he must pay the owner the 
full value of the car. 

For example, in Newton Chev- 
rolet Co. v. Canle, 212 S. W. (2d) 
392, it was shown that an owner | 
named Canle left his automobile | 
overnight at the garage of New- 
ton Chevrolet Co. for the purpose 
of having it washed and greased. 

The following morning when 
Canle called for his car it was 
missing. No person in the garage 
could explain its disappearance. It 
never was located and Canle sued 
the automobile company for value 
of the car and its contents. In 
holding Canle entitled to a full re- 
covery, the higher court said: 

“We think when the bailor 
(owner) showed delivery of the 








Plymouth Names 
Burlan as L. A. 


Regional Manager 


DETROIT.—Appointment of R. C. 
Burlan sr. as Los Angeles regional 
manager for Plymouth is announced 
by R. C. Somerville, general sales 
manager. 

A veteran of 30 
years’ experience 
in the automobile 
business, Burlan 
had held the posi- 
tion of Plymouth 
district manager 
with headquarters 
at Los Angeles 
since January, 
1947, 

Burlan entered 
the automobile 








R. C. Burlan sr. 
business in 1914 as a retail sales- 


man. He served as retail sales 
manager and general manager of | 
dealerships through 1939, when he 
joined Plymouth as district man- 
ager at Salt Lake City. 

He filled the position at Salt Lake 
City until 1942 when he was ap- 
pointed industrial technician in the 
U. S. Army Signal corps at Camp 
Haan. In June of 1942 Burlan be- 
came property disposal officer in 
the Army engineers and served as 
assistant chief, War Assets Admin- 
istration, at Los Angeles. 


| 


Detroit Salesmen to Hear 


Designer of ’49 Ford 


DETROIT.—George W. Walker, | 
automotive and industrial designer, 
is scheduled to address the Detroit 
Sales Executive club here tonight 
(Oct. 18) at the Hotel Fort Shelby. 

Walker, who worked on the de- 
sign of the 1949 Ford, will speak on 
“How Bad Design Murders Sales.” 
The meeting is one of the sales 
executives group’s monthly parleys. 


Lyle Motors Dissolves 
Dissolution of Lyle Motors, Inc., 


Taylorville, Ill., was announced by 
the se:retary of state at Springfield. 








Lawsuits Affecting Dealers... 
. s 
Court Decisions 
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INew Anti-Freeze 
Starts Texaco’s 


Bid for Market 


NEW YORK.—tThe Texas Co. will 
market a new permanent type anti- 
freeze this fall, Walter Hochuli, 
Texaco general sales manager, an- 
nounced last week. 

Large scale production has now 
begun and marks the company’s 
entry into an entirely new market. 
To be known as Texaco PT anti- 
freeze, the new product will be 
marketed through Texaco dealers 
from coast to coast, Hochuli said. 

It is made from a pure grade of 
ethylene glycol and is therefore a 
|“permanent type” anti-freeze, and 
one filling will last throughout the 
winter season, according to Hochuli. 

When used in proper propor- 
tions, the material offers protection 
against freezing of cooling systems 
at temperatures as low as 60 de- 
grees below zero, he reported. 


Texaco’s decision to market an 
anti-freeze was made following the 
organization of the Jefferson Chem- 
ical Co., owned jointly by the Texas 
Co. and American Cyanamid Co., 

Hochuli said. 





| 
| 
| 


automobile and contents and that | 
return of property had not been | 
made upon demand, it became the | 
duty of the bailee (garage owner) | 
to establish by proof from which 
a legitimate inference could be 
drawn a reasonable excuse for its | 
failure to return the property or) 
that it was guilty of no negligence | 
in the handling of the property.” | 

° 


* * 





HAILING THE WINNERS—Winning drivers are congratulated after winning championships 
at fourth annual roadeo of National Automobile Transporters Assn. at Detroit. Left to right: 
Clarence Hopkins, of Nu-Car Carriers, Inc., Norfolk, Va.; Melvin Bunting, Robersonville, N. C., 
court an employe may recover second prize winner in truckaway division; S. Atsalis, safety supervisor of Kenosha Auto Trans- 
compensation under the State) port, Inc., Springfield, O.; Roman Renn, of Kenosha Auto Transport, Springfield, first prize 
Work n’s Compensation Act for winner in driveaway division; R. E. Beiser, general manager of NATA; Alfred Holderness, of 

or: me 8 np | Automobile Shippers, Inc., Detroit, first prize winner in truckaway division; O. G. Lonskey, 
an injury received after regular | vice-president and general manager, Automobile shippers, Inc., and also chairman of NATA; { 
working hours, if the injury was | James McCoppin, of E. & L. Transport Co. of Indiana, Dearborn, second prize winner in 
sustained while he was benefitting driveaway division, and Art Collins, director of safety and personnel, E. & L. Transport Co. 


his employer. 
For example, in Johnson v. North Ye tion will be used for storage pur- 
Dakota, 31 N. W. (2d) 447, it was | AC Spark Plug Plans | peaee, and permit present Sunn 
shown that one Johnson was hired | Expansion at Flint | facturing facilities to be expanded 
by Archie Co. as a truck driver.| FLINT.—The AC Spark Plug di-| into space presently used for stor- 
One day Johnson was seriously in-| vision of General Motors has been | age, according to General Manager 
jured after working hours when) granted a permit for a building of |George Mann jr. 
driving the truck to be serviced. (approximately 150,000 square feet, nities tas Seek A ees te es 
The higher court awarded com-| which will be added to its spark |g, part. AUTOMOTIVE NEWS WANT 
pensation to Johnson. plug plant in Flint. The new addi- | aps will do the trick! 


AOOING to a recent higher 
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Also stands for ‘‘Box Of- 
fice,’’ which in show busi- 
ness means admissions 
bought and paid for! 





In publishing business it represents the num- 
ber of paid subscribers who PAY for what 
they WANT! * 





—no successful show depends 
on “‘passes” for an audi- 
ence 


—no successful publisher need 
give away circulation if he 
really has something to sell! 





*Automotive News renews 85.3% of its more 
than 35,000 circulation; 92% direct-by- 
mail, at $8 per year or $14 for 2 years. 


Only Papers With All-Paid 
Subscribers Can Boast These 
Hall Marks of Quality! 


The Newspaper of the Industry 


Automotive News 


DETROIT 








WASHINGTON. — The Recon- 
struction Finance Corp. last week 
announced a $3,500,000 program to 
increase the production of “cold 
rubbey,” which reportedly offers 30 
percent more mileage in tire treads. 

The new type synthetic rubber is 
produced at temperatures near the 
freezing point of water. The RFC 
program will result in the installing 
of refrigeration equipment in eight 
government-owned synthetic rubber 
plants. 

Cold rubber is already being 
produced in four plants at the 
rate of about 21,000 long tons a’ 
year. When contemplated expan- 
sion is completed, production is 
expected to rise to 183,000 long 
tons. 

RFC officials stated that “cold 
rubber” costs no more to make than 
the regular synthetic product, which 


is produced at about 125 degrees 


More ‘Cold Rubber’ Planned 


$3% Million Slated to Hike Output of Product 
That Gives ‘30% More Tire Mileage’ 
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Fahrenheit. Both kinds are cur- 
rently being sold to industry at 
18% cents a pound. 

One RFG official said he was in- 
formed that at least one tire com- 
pany is now ready to advertise 
tires with “cold rubber” treads. 
About six pounds are needed for 
the average-size passenger car tire. 

RFC Chairman Harley Hise said 
the decision to increase “cold rub- 
ber” output was ‘made after suc- 
cessful machine and road tests. 
These tests, he declared, have dem- 
onstrated that the new synthetic 
is the “best tire tread material 
known.” 

Government -owned rubber 
plants are managed by private 
rubber firms under a fee arrange- 
ment. Finished products are 
turned over to the RFC, which 
either makes them available 
again to private industry or puts 





BUICK EXECUTIVES HONORED—On behalf of Buick dealers of Northern California at a 
meeting in San Francisco, Charles T. Dodge (left), 
mobile Co., is shown presenting going-away gifts to J. B. Nash (right), Pacific Coast regional 
manager who is moving to Chicago as assistant general sales manager, and Robert E. Rudd 
(center), San Francisco zone manager advanced to director of merc andisina at Buick head- 
quarters in Flint. Nash was the recipient of a solid gold wrist watch and Rudd received a 
deluxe model Frigidaire. 





Angeles and Houston; General Tire 
at Baytown, Tex.; Firestone at 
Lake Charles, La., and Goodrich at 
Port Neches, Tex. 

Cold rubber is also produced at 
a government-owned plant in Nau- | 
gatuck, Conn. 


them in the government’s stock- 
pile of strategic materials, 

Under the announced expansion, 
new equipment will go into plants 
operated by U. S. Rubber Co. at 
Borger, Tex.; Copolymer Corp. at 
Baton Rouge, La.; Goodyear at Los 


Stinson Delivers 


750 Airplanes 
In September 


WAYNE, Mich.—With delivery of 
nearly 750 airplanes through Sep- 
tember, Stinson has maintained its 
position of leadership among four- 
place personal planes by a wide 
margin, the company said here. 

Company sales figures show that 
Stinson had delivered 4,798 four- 
place planes for the postwar period 
through September of this year. 

While the Stinson Voyager has 
maintained its postion over the past 


eneral sales manager of Howard Auto- | two years, the company said a great 


impetus was given Stinson sales by 
the introduction of the Flying Sta- 
tion Wagon in December, 1946. 


This airplane is designed to ap- 
peal particularly to business firms, 
farmers and individuals who desire 
utility, One feature of the Flying 
Statioh Wagon is its convertibility 
from a passenger plane to a cargo 
carrier and back again. The change 
either way can be made within five 
minutes, the company claims. 


oe Car Registrations, All States for =" 1948-1947 
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Car registrations by states 3 3 Car registrations by states | 
are released here weekly, - 2 s | e ° are released here weekly, 
as completed by y 2 . a. > 2 2 ~ £ = 8 ao as completed by R. L. 
Polk vaprecediatives in state c = 2 = a 2 o . 8 £ 5 £ 5 8 2 ¥ 2 5 ~ = 2 Polk representatives in state | 
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Reported for August . 16482; 3817) 44297| 7290) 1120) 5374) 16343] 33294; 4326) 6916) 4546; 1249; 5227; 6949) 11537| 3599) | 22986| 12754| 6248) 1707) 77\ | 216138 |'47 Reported for August 
alifornia ‘48 140; 1517; 401; 3792; 775; 199; 908; 1401; 3079 182; 642; 434; 252; It2ii | 871| 749) 2214| 1386; 1418) 34) 90 8) 22390 ,'48 California 
‘47| ' 1480) 395; 3893) 568) 139} 780) 1404) 2963 654; 778) 428) 182) 349 Sit} 110) 378) | 1689; 1328; 831 | 125 9 | 20494 |'47 
Michigan "48 38; 1621 314| 3655; 493) 73; 370; 1031; 2547; 179; 392; 750; 116, 679; 467; 1060) 390! | 1710; 1347) 281) 17 4) | 17534 |'48 Michigan 
‘47 | 1785} 344) 4200) 647! 101} 526) 1728) 5051| 560) 881) $43] 1261 723) 634) 1487| 303) | 2034) 1960) 349! 134 2 24118 | '47_ ah L 
Tennessee ‘48 2| = 287) 70 1190; = 104) ] 90; 286) 1018) 47; 112; 158 20: 219 148; 229) 70) | 616; 283; 140) 7 2 7; 5168 \'48 Tennessee 
ae | 248) 56} 1069/99, 60} 245) 774; 31) 971 8 7! 82} 107) I5i| 51! | 575} 200 93) 59 4116|'47 a 
All States Reported ‘48; 1002; 21804) 6088) 61509; 10532; 2747) 8192) 20807; 41589; 3312; 7795) 11645; 2810) 14584) 10867) 16133) 7262| 14) 36149; 19310) 1ISt1) 1; 645) 783; 597| 317783)\'48 All States Reported 
for August ‘47! | 19995| 4612) 53459; 8604) 1387| 6740| 19720) 42082) 5571; 8672! 5602) 1564; 6881| ©2041} 14285) 4331) | 27284) 16242| 7521 2025 88 | 264866 |'47 for August 
Year ‘48; 6515|166996| 38644/470443| 70795; 18908) 54505|144137|257091| 45011| 77300) 78229| 18817), 78857) 82221|121371| 52801 | 47 225353 | 152961| 97677 2| 15120; 3487; 1234 2278522 |'48 Year 
to Date ‘47)| |184774| 34808 | 429421| 60918! 10171| 46761 | 134943) 337201! 26690! 67768! 28352) 16056! 68937/ 70416|119576| 29341) | 206637 | 136786 67221 15623 551 | {2062951 |'47 to Date 





Commercial Car Registrations, All States for August, 


Truck registrations by states 


are released 7“ weekly, as 


completed b 
resentatives 


25 L. Polk rep- 
n state capitals. 


Diamond T 





Studebaker 
Willys-Overland 


International 
Kenworth 
Sterling 

Ward LaFrance 





45 States Previously "48| 140) 105] 22003; (174) +878) +321) +8004 17393] 24) 5567 2106) 30) 630 1) A} o797)— 3} 3718} 5|728) 6465) 
Reported for August 201; 231) 15980! | 34e| 217 esas] asl tsove| 3a] isos! z7l 88 | S341 | 13} 625132} 2884) 30|_-797| 45:18 
California 48) 20 3 1451) 24) 32). 37) «95! 5 1153 9) 457 a 13) 26) l | 25). + 6| 479) | 35] 
47 32 3 889 | | 41 | 867 29| +1277 13 289) 13) 570) | 31} | | 49) 4) 369 | 4| i 226 

Michigan 48) H| 4 607 | 4 7 317 5; 798 “iI | 100 | 5| | 19) | 78) aI 
‘47| 13 822 | 4 47 548 52; 90! 112 16 395 | 28) | 57) | 153) ! 61 

Minnesota a) | a 2] my 6 214/16) 420 yal | a ya | 14] a mes 7 i 
— 7 485 13 189/ 27| 393 I 159) 10} | | 7) ; 53) | 30) 84 

New York ‘a 1194 | SF) 75) S98) 26) 062 az 718) z=. 258) +2) +89) 433; 
i" 755 71! | 27| +692 171 13 591 | 2i1| | 1 91 H 193) 5) 89) 209 | 

All States Reported a] m1 196) 25891 28 1018] ia 10184) 281) 20826| 44) 6852) | 10593) 43|—-796)—~C~SYStStCSY)SS)S~S*C«S) S| ~SC)SC 7) C8 
to Date for August 47| 289| 358) ‘16931 905} 293} 10851| 520) 18342} 59} 2185! 220) 10553/ | 1104) | 14] 829} 41) 3652 40) -—«1016) 5298) 


1948-1947 


Truck registrations by states 
are ont here weekly, as 
completed by R. L. Polk rep- 
resentatives in state capitals. 


Miscellaneous 


Total 


149| 76497 |'48 All States Previously 
281| 62025 |'47 Reported for August 
18| 5547\'48 California 
77| 4870''47 

t 2469 |'48 Michigan 
17} 3482/|'47 

208! | ‘48 Minnesota 
6| 1491 |'47 
28; 5329|'48 New York 
31| 4044 |'47 
197, 91923\'48 All States Reported 
412) 75912|'47 to Date for August 


Commercial Car Registrations, 3 States for September, 1948-1947 

















Truck registrations by states 

are released 7, weekly, as in 5 

completed oS Polk rep- $ z 

resentatives in state capitals. 2 3 
<ié4 






Chevrolet 
Diamond T 








Willys-Overland 





Studebaker 
Ward LaFrance 





Sterling 
























Truck registrations by states 
are ears mere, weekly, as 
completed b Polk rep- | 
resentatives in "ae capitals. 






Miscellaneous 








Relaware a] 3 66 2 3 ad 71 16 30 ! 2 17 13 3 271 |'48 Delaware 
-_ ! __ #8 Co we 53 - 3] 3 12 = . 1| 205 |'47 er 

Nevada a] 36| 3! | 20) 3% I 13 23 1 13 6 152 |'48 Nevada 
47 27| | 3| | 19 | 25} 4 16 | | 3 7 8 3 115|'47 _ 

Vermont ‘48 | i i 64 1 1 1 24 i 45 29 33 i 2 15 57 280 |'48 Vermont 
5 7 47 | 43 ! 26 4 54 9 43 3 3 15 | 1 5 I. 210 '47 7 

3 States Reported ‘48 | 4 166 | é a 88 | 152, | 58 86 ' 2 8 45 76 3 703 |'48 3 States Reported 
to Date for September ‘47 | | 118! | 6 | 79 4 132 | 21 3 90 4 6 34 | 3}—2i _§ 530 '|'47 to Date for September 
ee 48) 1889) 208! 205883) 1831; 7655) 4113) 77016; 3222, 162765 651; 47613; 112, 92775, 287, 7172 16 134, 8254 323, 33509 228, 8175; 53833 1642) 721179 ‘48 Year 
‘io Date 47 2886 | | 37652! | 6855) 3062) 87122) 3822)139051| 792| 33185) 2200! 74714 6940 | 164! 9027! 405) 27666 372| 8685! 31108) 2369! 581169! '47 to Date 
The advertised delivered prices $1,424; bus. cpe., $1, eee. ae Special — 
—4-dr, sed. $1, 544.25; dr. sed. ° 

factories. They include dealer delivery | 486.25; club cpe., $1,518; conv., $1,872; 


and federal taxes. 
They do NOT include transportation 
charges, state sales taxes, or optional 


BUICK—Special ‘‘40’’—4-dr. sed., $1,809; 
2-dr. sed., $1,735; Super ‘‘50’’—4- ar. sed., 
$2,087; 2-ar. sed., $1,987; conv., $2,518; 
stat. wag., $3,124; ter ‘70""—4-dr. 
sed., $2,418; 2-dr. sed., $2,297; conv., 
$2,837; stat. wag., $3,433. 


CADILLAO—Series 61—4-dr. sed., $2,- 
833; sed. cpe., $2,728; Series 62—4-dr. sed., 
$2,996; sed. cpe., $2,912; conv., $3,442; 
Series 60—4 cota. s6d., $3,850: Series 15—5- 
pass. touring -pass. sed., 
$4,999; 7-pass. 
Imperial 


OHEVROLET— Stylemaster — 4-dr. sed., 
$1,371; 2-dr. sed., $1,313; spt. cpe., $1, 323; 
bus. cpe., $1, 244: Fleetmaster—4-dr sed., 
$1,439; 2-dr. sed., $1,381; spt. cpe., oe, 402; 
conv., $1,750; stat. wag., $2,013; Fleetline 
—4-dr. sed., "$1,492; sed. cpe., $1,434. 

oes **6""-4-dr. sed., $1,- 
$1,932.75; 7-pass. "sed., 

oot S50 78: club Cpe. a 
25; bus. cpe., $1,843.50; Windsor ‘ 
$2,045 50; 2-dr. sed., $2,014; 
T-pass. sed., $2,459; lim. $2,585.50; club 


cpe., $2,084.50; conv., $2,439.25; bus. epe., 











as. sed., $1,591.50 (V-8, $1,665.50); 2dr. 4-dr. 


Current Prices on New Automobiles 








tream— 
, $1,873.95; Ambassador (trunk) | 455.50; 2-dr. sed, $1,397.50; 





bus. cpe., $1,454.75; stat. wag., $2, 082.75. 
PONTIAC—Torpedo ‘‘6’’—4-dr. sed., $1,- 





$1,908.75; Traveler 4-dr. sed., $2,187.75; | sed., $1,538 (V-8, $1,617); club cpe., $1,529 | —4-dr. sed., $1,915.95; spt. cpe., $1,857.95; e (deluxe, $1,731); 2-dr, sed., $1,583: 
| Saratoga ‘‘8’'—4-dr. sed., $2,321.25; 2-dr. | (V-8, $1,613.50); conv., $1,886 (V-8, $1,-| conv., $2,345. oot ade een: erent #P 51.500; 
sed., $2,284.25; club cpe., $2,294.75; bus. | 965.50); ‘stat. wag., $2,119.50 (V-8, §2,-| OLDSMOBILE — Dynamic “66” — 4-dr. oo $2,025; Torpedo “8” — 4-dr ‘sed., 
cpe., $2,194.75; New Yorker ‘8’-—4-dr. | 264.50). sed., $1,677 (deluxe, $1,818); 2-dr. sed., | $1, 689 (deluxe, $1,778); 2-dr. sed., $1,6: 30: 
sed., $2,446.25; 2-drsed., $2,409.25; club FRAZER—4-dr. sed., $2,482.77; Manhat- $1,634 (deluxe, $1,776); club cpe., $1,609 sed. cpe., $1,661 (deluxe, $1,751); spt. cpe., 
cpe., $2,419.75; conv., $2,850.25; bus. cpe., | tan—4-dr. sed 52 746.11. s | (deluxe, $1,749); conv., $2,003; stat. wag., $1,599 (deluxe, $1,689); bus, cpe., $1,558; 
$2,319.75; Town & Country conv., $3,430.25; TDSON—Sener <6". $2,614 (deluxe, $2,739); Dynamic ‘68”— | Cony $2,072; Streamliner “6’’—4-dr. sed., 
Crown Imperial ‘8’ —7-pass. sed., $4,- | ,,HUDSON—Super “6”"—4-dr. sed., $2,-|4-ar, sed., $1,735 (deluxe, $1,876); 2-dr. | $y "757 “(deluxe, $1,817); sed $1,677 
711.75; lim., $4,816.75. 222.25 (8-cyl., $2,343); 2-dr. sed., $2,-|sed.. $1,693 (deluxe, $1,834); club cpe., | $1,727 (deluxe, $1,817); sed. cpe. $1.0! 
OROSLEY—2-dr. sed., $927; conv 959: 171.75; club cpe., $2,219 (8-cyl., $2,339.75); | $1 667 (deluxe $1 808); conv., $2,061; stat. (deluxe, $1,766); stat. wag. $2,374 ( wi 
~~ Ps ;,conv., $959; | nus, cpe., $2,069; conv., $2,835; Commo-|wag. $2,672 (deluxe, $2,797): D luxe, $2,442); Streamliner ‘*8’’—4-dr._ = 
stat, wag., $991; spt. utility, $852. aan. faded 2398.50 i g., $2, deluxe, § ynamic | $1775; (deluxe, $1,864); sed. cpe., $1.72 
DeSOTO—Deluxe—4-dr, sed., $1,845; 2-| $2,514); club epe. $3,374.20 (S-cyl $2, | oe oc gy ees" (Suieot (deluxe, $1,947); | (deluxe, $1,814); stat. wag., $2,412 (de- 
@. coh, GLUT, cd cos’, Thee ee, =. 24); aud ope, $2,374.25 (8-cyl.. $2.- | 2-ar. sed., $1,726 (deluxe, $1,873); Dynamle | |e. $2,490). ; eae 
ol 4 $1 718, 7B: Gusto: sae 489.75; conv., $3,056.75 (8-cyl., $3,137.75). | ««7g»»_4-dr sed., $1,859 (deluxe, $2,005); » 9%, . 
$1,911.50; 2-dr. sed m—4-dr. sed., KAISER—Special—4-dr. sed., $2,244.37; | 2-dr. sed., $1,785 (deluxe, $1,931); Fu-| STUDEBAKER—Champion Deluxe—4-cr. 
,911.50; | 2-dr. sed., $1,879.75; 7-pass. | neluxe—4-dr. sed., $2,407.11. turamie ‘98"—-4-dr. sed., $2,151 (deluxe, | Sed., $1,635.50; 2-dr. sed., $1,603.75; spt. 
sed., $2,335; lim., $2,461.50; club cpe., : $2,256); 2-d d., $2,078 (deluxe, $2,182); | cPe., $1,630; bus, cpe., $1,535.25; Champion 
$1,893.50; conv.,' $2,315.75; Suburban,| LINCOLN — 4-dr. sed., $2,680.50; spt. ¥ 8%. § » e—4 ; od 
$2,651. ? ak Wi ’ | epe., $2,633; conv., $3,117; Cosmopolitan— on Eight — 4-ar, sed., $2,275 ett oor ext _ oe. Ste, a — 
DODGE—Deluxe—4-dr. sed., $1,738.25; | $3°544) sot. “cne., °$5 201.50; come. $4 Osi, | (deluxe, $2,543); 2-dr, sed., $2,250 (deluxe, | $1,609; conv., $2,059.50; Commander De- 
2-dr. sed., $1,696; bus. cpe., $1,606.50; | *’~—"' . a ea ae vy 9%,09%- | $2,517): stat. wag., $3,245; Super Eight— | luxe—4-dr. sed., $1,956.25; 2-dr. sed., $1.- 
Custom—4-dr. sed., $1,807.75; town sed., eee sed., $2,116; spt. cpe., | 4-ar. sed., $2,827; 2-dr. sed., $2,802; conv., | 924.75; spt. cpe., $1,951; bus. cpe., $1.- 
$1,892; 7-pass, sed., $2,199; club cpe., §$1,- ss. 50; conv., $2,536.50; stat. wag.,| $3250: 7-pass. sed., $3,500 (deluxe, $3.-| 856.25; Commander Regal Deluxe — 4-d: 
ba conv., $2,209 $2,820.50. 850); 7-pass. lim., $3,650 (deluxe, $4,000); | S¢d., $2,077.50; 2-dr. sed., $2,045.75; sP'. 
RD—Six—4-dr. sed., $1,473.50 (V-8, NASH — “600” Slipstream — 4-dr. sed.,| Custom Eight—4-dr.| sed., $3,750; | 2-dr. | epe., $2,072; bus. cpe., $1,977.50; conv. 
$1, #60). 2-dr, sed., $1,425 (V-8, $1,511.50); | $1,543.05; deluxe bus. cpe., $1,478.05: | sed., $3,700; conv., $4,295; 7-pass. sed., | $2,490.76; land cruiser, $2,264.75. 
club epe., $1,416.50 (V-8, $1,524); bus. | “600 Super—4-dr. sed., $1,587.05; spt. | $4,704; 7-pass. lim., $4,868. WILLYS-OVERLAND — Stat. wag., $1 - 
, $1,252 (V-8, $1,433.50); Custom cpe., $1,588. 05; Ambassador Slips' PLYMOUTH — Deluxe — 4-dr. sed., $1,- | 841.71; stat. sed., $1,991.72; Jeepster conv. 


club cpe., $1,885. 
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Affecting Factories & Dealers ... 


AUTOMOTIVE NEWS, OCTOBER 18, 1948 — 


Auto Advertising 


By Jim White 
Associate Editor 


Kaiser-Frazer dealers of America, 


through the American Broadcasting 


Co., will sponsor both radio and 
television coverage of the presiden- 
tial election returns Nov. 2 over the 
ABC networks. The dealers signed 


for sponsorship last week. 


The show will be broadcast na- 
tionally over 262 radio stations and 
over eight television outlets in Chi- 
cago, New York, Detroit, Cleveland, 
Milwaukee, Washington, Baltimore 
and Philadelphia. Returns will be 
telecast from huge wall boards in 


the principal cities. 


* * * 


First Edition 


First editions of the new Los An- 
geles afternoon newspaper, the Mir- 
ror, came off the presses last week, 
Oct. 11, climaxing one of the larg- 
est billboard advertising campaigns 


in the history of the city. First edi- 
tions carried the front page printed 
horizontally, red headlines and red- 
blue borders around pictures. 

Owner of the new paper is Nor- 
man Chandler, president of the 
Times-Mirror Co. and publisher 
of the Times. Virgil Pinkley, for- 
mer vice-president of United Press 
and general European manager, 
is the Mirrors publisher and 
editor. 

The Mirror Enterprises Co. a 
division of the Times-Mirror Co., 
publishes the paper. Plant is lo- 
cated in a new 12-story addition to 
the present Times building but is 
operated as a separate project from 
the latter. 


* 

Champion Renews Air Show 

The Champion Spark Plug Co. 
has signed a 52-week renewal 
contract continuing its sponsor- 
ship of the weekly ABC broad- 
easts of Champion Roll Call. The 
agency is MacManus, John & 
Adams, Inc., of Detroit. 

Champion Roll Call, heard over 
226 ABC stations every Friday 
night at 9:55 p.m., features Harry 
Wismer, ABC's sports. director, 


with a five-minute sports com-| 


mentary. 
. * * 


The Post in Paris 

Special copies of the Washington 
Post are being flown to Paris daily 
by scheduled airlines for delegates 
attending the United Nations’ Gen- 
eral Assembly there. 

Papers are received in Paris 
one day after publication and 
consist of the first section of the 
daily final edition and the news 
and editorial sections of the Sun- 
day final. 

The Post is distributed in Paris 
by a French news agency to news- 
stands at the Assembly and to ho- 
tels housing the delegates. Prices 
are 20 francs for the daily and 30 
francs for the Sunday editions. 

* * * 


Direct Mail Award 


The Direct Mail Advertising | 
Assn. has informed General Mo- 
tors Photographic and Pontiac | 
Motor that its service promotion | 
direct mail campaign submitted | 
in the annual competition has | 
been judged “Best of Industry | 
Automotive, Passenger Car.” 

This represents the sixth con- 
secutive year the department has | 
won honors. The campaign was | 
created, produced and mailed by 
General Motors Photographic. 

es * a 


Dealers’ Ad Aids 


Names, addresses and informa- 
tion describing dealer advertising- | 
aid material provided by nearly 600 
manufacturers is included in 
“Dealer Ad-Help Reporting Serv- | 
ice,” released this month by Pub- 
lisher’s Auxiliary, trade paper for 
the non-metropolitan press. Third 
in a series, it lists twice as many 
manufacturers as were included in | 
the previous report and seven times | 
the number offered in the original | 
report. 

The series originated as a serv- | 
ice to non-metropolitan advertis- | 
ing men to help increase the 
volume of local advertising by | 
taking advantage of manufactur- | 
ers’ offers to dealers and to help | 
improve local display with manu- 
facturers’ illustrations. 

The list of automobile companies | 
and suppliers includes the follow- | 


| 





Inc.; 
Arnolt Corp.; Bear Mfg. Co.; Buell 
Mfg. Co.; Electric Auto-Lite Co.; 


ing: Aluminum Industries, 


Fram Gorp.; Fulton Co.; Grizzly 
Mfg. Co.; Inland Mfg. Co.; Noblitt- 
Sparks Industries, Inc.; Perfect 
Circle Corp.; Polaroid Corp.; Prest- 
O-Lite Battery Co., Inc.; Ramsey 
Corp.; Raybestos-Manhattan, Inc.; 
Reading Batteries, Inc.; Sealed 
Power Corp.; J. W. Speaker Corp.; 
Thermoid Co.; Wilkening Mfg. Co.; 
Willard Storage Battery Co.; Witco 
Chemical Co., and Main-Line Trail- 
er Coach Co. 
+ + * 


Look Linage Up 
The Oct. 26 issue of Look is to 
be the largest in its history. The 
magazine also reports a 10.7 per- 
cent increase in linage for the 
first 9 months of 1948 over 1947. 
* + 


Corning to Y & R 


Young & Rubicam, Inc., Detroit, 
has been appointed national adver- 





don Furniture Industries, Inc., Mor- 
gantown, N.C. 

Y&R will handle Corning’s con- 
sumer product and other advertis- 
ing after Jan. 1. 

* * + 


Gopher Games on TV 


The Ford Motor Co. has joined 
RCA-Victor as joint sponsors of 
the five home of the Uni- 
versity of Minnesota football 
team over television at a reported 
cost of $1,500 per game, $1,000 of 
which is said to go to the univer- 
sity for the rights to telecast the 
Gopher games. Better than 10,000 
sets are reported sold in the Twin 
Cities area, which has had video 
only since April. 


* * * 


Names 


Arthur Force, former Toledo (O.) 
newspaperman, will handle public 
relations for the Electric Auto-Lite 
Co. He is with Steve Hannagan 
Associates, New York, and replaces 
Frank Thomas, who joined the 
Hannagan offices in New York to 
handle the Ruppert Breweries ac- 
count. 

7 * * 


Harold S. Barnes has been chosen 


tising agency for the Corning Glass | director of the Bureau of Advertis- 


Works, Cerning, N. Y., and Henre- 


ing, American Newspaper Publish- 





STUDEBAKER SCHOLARS—Several types of wheel-balancing equipment were studied and 


results compared ir this 

up"' course held for 42 

right: Charles Leonard, Canada; H. H. 
A Showalter, Kansas City; 


. A. Hughes, Chicago; 
Chicago, and James Fitzgerald, service school instructor. Standing behind 
Morgan of Studebaker Corp. of Canada, Ltd. 


hase of training at the Studebaker factory service school "brush 
eld service representatives from the U. 
Hosford, Minneapolis; F. 


S. and Canada. Left to 
E. Hughes, South Bend: 
. C. Wilson, National Accounts, 
Wilson is F. H. 





ers Assn., by the bureau’s govern- 
ing board. He has been acting di- 
rector since August, when Alfred 
B. Stanford resigned to become sec- 
ond vice-president and advertising 
director of the New York Herald- 


Tribune. At the same time, Larry 
Wechsler was named production 
manager of the promotion depart- 
ment of the bureau. He was for- 
merly with Elizabeth Arden Sales 
Corp. 





THE MORE YOU CUT WEIGHT THE MORE YOU CUT COSTS... 


that’s why it pays to cut deadweight to the bone 




















Cross members being “‘shot- 
welded” to the uprights of the 
side sections—‘‘Shotwelding” is 
an exclusive process used to 
fabricate Stainless Steel into 
trailers of unequalled strength. 


Here the sturdy Stainless Steel 
underframe starts to take form. 
A light but rugged foundation 
engineered to spread stresses 
over the greatest possible area 
—to safely withstand even the 
heaviest loads. 


ar 


























with 155 Hamless Steel 


@ Stainless Steel is expensive. But NOT when 
you want to give your equipment the highest pay- 
load capacity that can be built into it. For actually, 
only with Stainless Steel—that combines maximum 
yield strength with maximum corrosion resistance 
—is it possible to get rid of every last ounce of 


useless deadweight, safely. 


When other materials are used for reducing truck 
or trailer weight, the designer has to make allow- 
ances for weakening by corrosion. But not with 
Stainless Steel. Working with Stainless all he needs 
to worry about is how strong the structure must be. 


rosion. 


And because Stainless Steel is obtainable with high 
tensile properties he can use very light Stainless 
sections and still come up with a structure that 
while stronger than ordinary is many pounds 
lighter—and that will never be weakened by cor- 


It is those many extra pounds that Stainless can 
save that often make Stainless construction the 
cheapest you can use. Those additional pounds 
saved pay off in additional pounds that can be car- 
ried. What’s more, the ruggedness and toughness of 
Stainless Steel plus its resistance to corrosion pay 
off in very low maintenance and repair costs, in 


freedom from painting expense, in easier cleaning, 
in longer life. Users of Stainless equipment don’t 
think Stainless Steel is expensive—ask them and 


they'll produce operating figures to prove it. 


AMERICAN STEEL & WIRE COMPANY 
GENERAL OFFICES: CLEVELAND, On10 


CARNEGIE-ILLINGIS STEEL CORPORATION, PITTSBURGH & CHICAGO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
NATIONAL TUBE COMPANY, PITTSBURGH 


UNITED STATES STEEL SUPPLY COMPANY, WAREHOUSE 
DISTRIBUTORS, COAST TO COAST 


UNITED STATES STEEL EXPORT COMPANY, KEW YORK 


When you build with Stainless —build with the best 


In U-S-S Stainless Steel we offer you a perfected, service-tested Stainless that 


allows a wide latitude in design and permits the employment of the most ad- 
vanced manufacturing techniques. The result — trailer equipment that will 
deliver the utmost in performance. 


U°S°S STAINLESS STEEL 


SHEETS STRIP PLATES BARS 





BILLETS PIPE TUBES WIRE 


SPECIAL SECTIONS 


8-1381A 











Woods Elected Vice-President 


At Philco; Heads Auto Sales 
Leslie J. Woods has been elected 
vice-president of the industrial divi- 
sion of Philco Corp., it is an- 
nounced by James H. Carmine, 
vice-president in charge of distri- 


bution. 

The industrial division handles 
the development and sale of Philco 
automobile radios to the motor car 
industry and also sales of aircraft 
radio and radar equipment to the 
armed forces as well as industrial 
electronic and communications 
equipment developed and manufac- 
tured by the corporation. 

* * * 


Rumbull Named to Direct 


Ford West Coast Buying 
Appointment of Fred G. Rumball 
as director of West Coast purchas- 
ing operations for Ford Motor Co. 
is announced by C. F. Unruh, Ford 
general purchasing agent. 
Rumball succeeds Lou C. Disser, 
who is retiring after 35 years of 
Ford service. Rumball joined Ford 


Auto Personnel 


on the West Coast in July of this | 
|year and has been familiarizing | 
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placed against the inside upper sur- | 





himself with Ford methods and 
procedures in connection with a 
$50,000,000 purchasing program for 
the West. 

* + + 
Robertson Joins Visilite 


As Sales Manager 


of George A. Robertson as general 





oe Robertson was 
‘ formerly sales 
manager of the 
Cello division of 
A. S. Campbell 


recently general | 
sales manager of | 
Van Auken Grille | 
Guard Co. 


Robertson will 








direct distribution 
of the Visilite 
light filter for automobiles, which is 
sold only through new-car dealers. | 
Visilite is a permanent installation 


G. A. Robertson 





Visilite Distributors of Saginaw, | 
Mich., announces the appointment | 


sales manager. | 


face of the windshield. 
+ * * 


\Oscar Elected President 


|Of Exporter Group 

Robert E. Oscar, a founder and 
charter member of the Automotive 
Exporters club, has been elected 
| president of that organization. Oscar 
is export manager of Maremont Au- 
| tomotive Products, Inc., Chicago. 


Other officers elected by the club | 


are: Joseph R. Fagan, Duro Metal 
| Products Co., vice-president; John 
|V. VanBuskirk, Belden Mfg. Co., 
|secretary; William N. Proman, Nor- 
| lipp Co., treasurer; Sidney M. Fields, 
| Chefford-Master Mfg. Co., Inc., Wer- 
|ner F, Fischer, Tuthill Spring Co., 
| and retiring president, Max R. Dor- 
| mitzer, Chicago Rivet & Machine 
| Co., as directors. 

| 


* + 


* 
Co., Inc., and more | 1-H Shifts Personnel 


In Power Division 

Neal Higgins, manager of sales, 
International Harvester industrial 
power division, announces the fol- 
lowing personnel shifts: 

Jack Bess, formerly zone man- 
ager, industrial power sales at Port- 
land, Ore., now industrial power 
manager, Northwest region. E, L. 


CUSTOM BUILT 


mike mV) 


models specifically engineered 


ae 


_ ean 
BB ae Bol deen 





OUTSIDE LIGHTING 1S GREEN NEON—Recently J. Frank Smith Motors, Inc., Marietta, O., 


opened this building of glassed buff tile. 
occupied - by the service department. 


It covers 14,000 square feet, 
Each mechanic has his own Weaver twin-post lift. A 


10,000 of which is 


service control board and inter-communication systems have been installed for the convenience 


of both customers and employes. 
colorful Duran. 
gray and maroon furniture. 


The showroom floor is terrazzo and is furnished with 
The executive offices are finished in natural birch and are furnished with 
The parts department occupies 2,500 square feet. 


About 10,000 


square feet at the back of the building is used for a used-car lot with 15,000 square feet 


remaining for customer parking. 


Boughton, formerly zone manager, 
industrial power sales at Boston, 


branch, now industrial power man- 
ager, Southwest region, and D. L 


now industrial power manager, Persons, formerly _Manager, Spo- 
Eastern region. J. D. Gladden, for- ae —— now industrial power 
merly zone manager, industrial nager, Western region. 


power sales at Pittsburgh, now in- rs a 


dustrial power manager, Southern 
region. W. M. Holland, formerly 
manager, supply and inventory, in- 
dustrial power division, now indus- 
trial power manager, Central re- 
gion. I. P. Payne, formerly man- 
ager, Houston, Tex., farm equipment 


MEMA Names Directors 
At Annual Election 


At the annual election of the 
Motor & Equipment Manufac- 
turers Assn., the following were 
named directors for 1949-51: W.S. 
Coles, Shaler Co., Waupun, Wis.; 
S. G. Phillips, Dole Valve Co., 
Chicago; G. W. Sherin, E. I. du 
Pont de Nemours & Co., Wil- 
mington, Del.; and E. J. Wilcox, 
J. H. Williams & Co., Buffalo. 

In addition, the following com- 
prise the 1949 board of directors 
for the MEMA: J. W. Anderson, 
Anderson Co., Gary, Ind.; H. B. 
Barrett, Barrett Equipment Co., 
St. Louis; B. G. Cochrane, Casco 

| Products Corp., Bridgeport, Conn.; 
| E. Gammie, Victor Mfg. & Gasket 
Co., Chicago; G. H. Goehrig, 
Blackhawk Mfg. Co., Milwaukee; 
C. O. Kleinsmith, National Car- 
bon Co., New York; F. A. Miller, 
Raybestos-Manhattan, Inc., New 
York, and C. J. Schuepbach, Sun- 
nen Products Co., St. Louis. 


* * * 


Transporters Name Reeves 
To Head Safety Program 


Elmer R. Reeves, safety engineer, 
has been appointed director of the 
accident prevention division of the 

— National Automo- 
bile Transporters 
Assn., Richard E. 
Beiser, general 
manager of the 
association, an- 
nounced. 

Beiser said 
Reeves, who will 
headquarter at 
the NATA office 
in Detroit, will 
_ . supervise a na- 
E. R. Reeves tionwide accident 
prevention campaign, which will 
cover the activity of the more than 
7,000 professional truck drivers em- 
ployed by NATA membership. De- 
tails of the national accident pre- 
vention plan will be announced 
soon, Beiser said. 

* * + 





Pond Named Sales Manager 
By Consumers Specialty 


Appointment of Irving L. Pond 
as sales manager is announced 
by Consumers Specialty Mfg. Co., 
Detroit. 

With General Motors for the 
past 15 years, Pond was most 
recently Detroit zone fleet man- 
ager for Chevrolet. 

” * * 


Joins Yale & Towne 


Richard Rieger, veteran service 
manager for automotive and en- 
gine manufacturers, has joined the 
material handling fraternity and 
the Chicago office of Yale & Towne 
Mfg. Co., Philadelphia division, as 
branch service manager. 


for the following cars...... | .* # 


BUICK 

NASH 
OLDSMOBILE 
CHEVROLET 
FORD 
CHRYSLER 


STUDEBAKER 
KAISER-FRAZER 
DE sOoTO 
DODGE 
PLYMOUTH 
PONTIAC 





HUDSON 

FORD TRUCK 

GMC TRUCK 
CHEVROLET TRUCK 
DODGE TRUCK 


Gillette Post to Code 


Ralph J. Code has been appointed 
Southern district manager for the 
Gillette tires division of U.S. Rub- 
ber Co., with headquarters at Mem- 
phis, according to A. G. Westlund, 
Gillette sales manager. 

* + * 


Reo Names Weber 


C. A. Weber has been appoint: d 
retail sales manager of the Pitts- 
burgh branch of Reo Motors, Inc. 
| Weber joined Reo following sa'°s 
| experience in the Pittsburgh z 1¢ 
jomee of General Motors, 


ee » 


—s 
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indicates Higher Prices . . . 





Wilson Sees 10% Rise 
In ’49 Production 


(Continued from Page 1) 


part of the total, having produced 
194,541 of the 4,165,695 vehicles 
turned out up to Oct. 9.) 

Wilson noted that most men 
in the industry were unwilling to 
predict more production for next 
year and some were even pre- 
dicting less. 

(As a matter of fact, there are 
substantiated rumors being circu- 
lated among dealers to the effect 
that auto production will be cut 
25 percent next year. 

* * +. 
Waser said he had hoped that 
there would be some falling off 
in the critical requirements for 
steel by other industries, and that 
the steel industry will find ways 
of producing some more steel. 

“Perhaps,” he said, “the auto- 
mobile industry will obtain more 
nearly its preware percentage of 
what is produced.” 

Wilson pointed out that General 
Motors is currently producing 
about 90 percent of the cars and 
trucks it produced in 1941, “a 
higher percentage of trucks and a 


lesser percentage of passenger 
cars.” 
cad * * 
“ WILSON added, “a little 
more steel and pig iron be- 


comes available, perhaps the pro- 
duction rate of 1941 can be 
achieved sometime in 1949.” 


He said that General Motors 


Car Cost Affected Little 


By Rise in Steel Extras 
ETROIT. — Announcement 
last week by Great Lakes Steel 
of price increases of $4 to $8 
a ton on hot-rolled sheet steel, 
as a result of higher charges 
for extras, is not expected to 
affect car costs greatly. 

It was estimated roughly that 
the increased cost per car would 
be $5 to $7. It was reported that 
other major steel companies do 
not plan to follow Great Lakes’ 
action. 








production of other products, serv- 
ice parts, household appliances and 
particularly Diesel engines and 
Diesel electric locomotives, has ex- 
panded greatly as compared with 
prewar figures. 

He asserted that the present 
high level of employment oppor- 
tunity and national income, even 
in terms of prewar dollars, is 
due to the effort to make up the 
shortages created by lack of pro- 
duction during the war. 

“In many lines,” Wilson said, 
“these shortages are practically 
made up. The continued prosperous 
position of our country in the 
years immediately ahead is going 
to depend in large part on the 
intelligent, efficient and economical 
operation of our federal govern- 
ment as well as of all state and 
local taxing units.” 

* * * 

H= SAID that if no important 

international complications de- 
velop and, if we do achieve sub- 
stantial improvement in our na- 
tional domestic policies, particular- 
ly our fiscal policies, then he saw 
no reason for any important re- 
cession in business in the years 
immediately ahead. 

“From my own point of view,” 
Wilson asserted, “the prospects 
are brighter than they have been 
for 16 years.” 

Boom and bust cycles, he point- 
ed out, have resulted from the 
abuse of credit—aside from those 
that developed from wars. 

a * + 
HE ADDED that these are times 
~~ When individuals and corpora- 
tions should pay their debts and 
not contract new ones. 

“With these assumptions,” he 
said, “I would be willing to pre- 
dict a continuing high level of 
employment opportunity and au- 
tomobile production of approxi- | 
mately 25 percent more than the 
average prewar years.” | 
Despite the fact that several | 
weeks ago a financing pioneer, | 
Arthur J. Morris, asserted that the 

auto industry was in danger of | 
Pricing itself out of the mass mar- | 
ket, Wilson said: 

“Our analysis shows that with 
the current high employment, ap- 





proximately 25 percent more peo- 
ple have the ability to buy new 
|}cars at the present prices than 
were able to buy new cars prewar 
at the prewar prices.” 

But purchase of a car depends, 
he said, upon the confidence to 
buy as well as the ability to buy. 

“If anything checks the confi- 
dence of the people currently,” he 
asserted, “they will put off the 
commitment for a new car even 





though they may have the ability 
to buy.” 


* * * 


GM Hinges Plant Shifts 
On Market Conditions 


PHILADELPHIA.--Only _ eco- 
nomic conditions can justify any 
General Motors plant going into 
Pittsburgh or anywhere else, mem- 
bers of the American Chamber of 
Commerce Executives were told 





DOWN THROUGH THE YEARS—''Old-timers,"’ including the original model, turn out to 


observe production of the three-millionth South Wind car heater 


Stewart-Warner. 
model shown was produced in Chicago. 
South Winds as factor: 


Illinois and Indiana, Alemite Sales Co.; E. 


an assistant to the senior vice-president of the corporation; John 
original model, an inspector in the factory when production started 


n Indianapolis plant of 


Four of the five men shown above were in at the beginning when the «l935 
Left to right: 
distributor and still is president of firm distributing the device in 
G. Fossum, service manager in 1935 and now 


Francis Abeles, who sold original 


. Reilly jr., holdin 
and now supervisor o 


distributor sales and field service; S. E. Heymann, sales manager of the South Wind division, 
and John Q. Mosbarger, chief wer control engineer at the Indianapolis plant, who was 


inspector in the Chicago factory in 19. 








here last week by M. E. Coyle,|to induce GM to concentrate its 


executive vice-president. 

Coyle said that since the new 
f.o.b. mill prices set for steel went 
into effect, strong pressure has 
been exerted upon the corporation 
by prominent Pittsburgh interests 








Gleaming, streamlined Ventshades add a 


look of luxury to any automobile. But more 
than that, they give a lot of extra driving 
comfort too — providing open-window 
ventilation when it rains and reducing sun- 
glare inside the car. The customer appeal of 
Ventshades means handsome profits to you! 


Sold Through New-Car Dealers Only 


Manufactured under Pritchard Patent by 


AUTO VENTSHADE COMPANY 


Atlanta, Georgia 


Ventshades are 


built-in feature. 


tailored to fit 
perfectly into the windows. They 
blend with the cars lines and 
trim, adding richness without be- 
ing conspicuous—look like a 


plants in that area. 

He declared that a community 
which could show the corporation 
that it can sell 400 cars per day 
would stand a good chance of get- 
ting a plant in its locality. 


ég 
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Classroom Nash 
Chassis Used to Train 


Damage Adjusters 


NEW YORK.—A new school to 
train automobile material damage 
adjusters has been established here 
by the General Adjustment Bu- 
reau, D. W. Clark, automotive di- 
vision manager of the bureau's 
Eastern department, 
nounced. 

Through the cooperation of H. 
A. Lotz, parts and service director 
of Nash, the school has been given 
use of a 1948 Ambassador chassis 
and a Nash 600 body stripped of 
upholstery, the latter chosen be- 
cause its unitized construction rep- 
resents a current trend in auto 
manufacture, Nash said. 

In addition, the school has se- 
cured technical literature, includ- 
ing charts for classroom use, pam- 
phiets, insurance and adjustment 
manuals, etc. The bureau’s own ad- 
justment manual is a principal 
text. 

Started on a pioneering basis in 
July with 14 students enrolled in 
a two-week course, the school now 
has expanded its curriculum to 
provide five weeks of instruction. 

Temporary quarters have been 
provided at McCarthy - Bernhardt 
Motor Co. (Nash) here. 


has an- 





Ventilation when it Rains— 
Shade when it Shines 


e Made of Heavy Chrome-Plated Brass 


e Rattle-Proof—Rust-Proof 


e Quickly and Easily Installed 


e Approved by Leading 


Car Manufacturers 


e Now Available for Latest Models 


Make of car 






Name__ 
i Address. 
i Chee. 


AUTO VENTSHADE COMPANY 
P, O. Box 1402, Atlanta 1, Ga. 








1, Ot Bo en ce ee, Peeene 


send me complete information about Ventshades. 


ecinadin Oe 


iiredss- anes Saas Oak A aces 
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Draws Big Crowd 
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JUST BEFORE THE eee ee view of the new building of Fred Jone [Perd), 


Tulsa, Okla. An estimated 45,000 v 
Jones 
featur 


sitors visited this building and the remodel 
Lincoln-Mercury) establishment, one block away. The two-night celebration was 
by the music of Shep Fields ‘and his orchestra. 





LOOKING AT A MODEL—A miniature Ford attracted interest from these Ford and Lin- 


coln-Mercury executives who attend 


ed the formal openings of Fred Jones (Ford) and Fred 


Jones (Lincoln-Mercury) at Tulsa, Okla. Seated (left to right): A. H. Crowley, L-M's assistant 


general sales manager; 
L. W. Smead, 
manager, Fred Jones (L-M), 


Ralph F. agen Kansas City L-M district manager, 


City district manager. 


Ford assistant general sales manager. Standing (left to right): 
Tulsa; Warren Lepley, manager, 


Walker A. Williams, Ford general sales manager; Fred Jones, and 


Brann, 
Fred Jones (Ford), Tulsa; 


and C. |. (Chick) Kenney, Oklahoma 








Willys Official 
Says Big Cars 
Threaten U.S. 


PITTSBURGH.—The automotive 
industry was sharply indicted last 
week “for flying in the face of 
economic forces and risking eco- 
nomic disaster within the nation as 
well as definite threats to national 
safety from without” by Delmar G. 
Roos, vice-president of Willys-Over- 
land Motors. 

“In the face of shortages of steel, 
oil and rubber,” Roos said before 
the Sales Managers Club of Pitts- 
burgh, “the present trend of the 
industry is to wider, longer and 
heavier vehicles.” 

Roos, who incidentally is an ex- 
ecutive of a firm making narrower, 
shorter and lighter vehicles than 







most other segments of the indus- 
try, declared that all vehicles should 
be re-designed on the basis of 
“present day realities.” 


Makers of automobiles, he said, 
with present-day techniques and 
known factors of design, can save 
materials and fuels and increase 
mileage per gallon from the ac- 
cepted 15 miles, which was the war- 
time federal estimate, to 30 miles, 
and “do even better than that.” 


His own company, Roos said, has 
met the postwar situation by build- 
ing vehicles that are designed for 
economy and low-cost operation. 


Two-Time Nash Winner 


A. L. Christain, Nash Motors zone 
manager at Atlanta, Ga., announced 
that Bobbitt Nash Motors, Fort My- 
ers, Fla., has been certified by De- 
troit headquarters as a two-time 
winner of the Nash 10-point select 
dealer award. 


Look at These Prices 
And Order Now Your 


SPARK PLUG CABLE SETS 


Set 
No. 


6-C 


Make of Oar 


6-Cyl. Chrysler, Dodge 
Plymouth, 6-Cyl. Olds. 

8-Cyl. Chrysler, Olds., Cadillac 
LaSalle, 8-Cyl. Hudson “i 
6-Cyl. Hudson, Essex, Terraplane, 
Graham, Hupmobile 





List 
Price 


$2.30 


Your Unit 
Price Unit of Ten 


$ .85 $ .75 — $7.50 


$2.60 $1.20 $1.10 — $11.00 


$1.50 $1.40 — $14.00 


$3.40 


$2.80 $1.35 


$1.20 


$1.25 — $12.50 
$1.10 — $11.00 


@ SAME WIRE AS USED IN ORIGINAL EQUIPMENT 


@ YOUR SATISFACTION GUARANTEED 


@ IMMEDIATE DELIVERY 


Postpaid on Prepaid Orders 


Special Offer 


LICENSE PLATE CLIP 


60c 
In Lots of 12 or More . 
Immediate Delivery ° 


oa CADMIUM RUSTPROOF 
FINISH. 

STRONG TENSION SPRING. DOUBLE 
LOOPS. 

USED BY EVERY AUTOMOBILE 


DEALER. 
LIMITED SUPPLY, ORDER NOW. 


Jobbers — Write for Details 
DEALER AUTO ACCESSORIES 


3210 Avenue H 


Brooklyn 10, N. Y¥. 





Used Car Auction Prices 





(Eprror’s Norz: While we try to eliminate wrecks from all of these 
listings, occasionally some get by us. So if the 5 is abnormally 


low, the car is probably damaged. If the price is abnormally high, 


the car is probably loaded with extras). 
ALBANY, N. Y. 750. '41 (98) sedan, $460, 


PACKARD—’39 club coupe, $230. 
(Tim Anspach’s Dealer Auto Auction. | PLYMOUTH—'48 conv., $2,100. ‘47 SD 
Sale every Monday. Prices are for sale of 


club coupe, $1,700; Deluxe sedan, $1,425. 


























Oct. 4.) ‘42 SD sedan, $675, $870. ‘41 SD sedan, 
(Market oa prices about steady with $700, $500. ‘39 sedan, $745. 

last week of September. Many outside PONTIAC—'48 SL (8) sedan, $2,470. ‘47 

. Sold 42 out of 78 offerings.) SL (6) sedanette, $1,840. ‘°41 sedan, 


buyers. 

BUICK—’48 RM sedan, $2,725. ‘46 RM 
sedan, $1,900. ‘42 Super conv., $885. 

CADILLAC—’46 (62) sedan, $2, 630, 

CHEVROLET—'48 FL aerosedan, $2,125, 
$2,275; FM sedan, $2,000; half- ton pick- 
up, $1,750; %-ton pickup, $1,800. 47 
FM club coupe, $1,720; sedan, $1,725. 
‘46 FM sedan, $1,480, $i, 450; SM sedan, 
$1.490; FL aerosedan, $1,675. 


$935. 
STUDEBAKER—’39 sedan, $280. 


OKLAHOMA CITY 


(Oklahoma City Auto Auction. Sale every 
Wednesday. Prices are for sale of Sept. 29.) 
(Market shows 92 sold out of 208 

offerings.) 


FORD—’49 Custom sedan, $2,185. ‘48 8D | BUICK—’48 Super conv., $2,900. ‘'46 se- 

club coupe, $1,775; sedan, $1,725. °47 SD dan, $1,760. 
club coupe, $1,570. ‘46 sedan, $1,325, VROLET—'48 FM sedan, $2,060. '47 
$1,370. SM sedan, $1,980; club coupe, $1,650, 
$1,780. °46 FL aerosedan, 2 at $1,630, 


ae 47 Manhattan sedan, $1,800. 


’49 sedan, $2,775. ‘47 conv., $1,625, $1,595. °42 sedan, $1,000. ‘41 
$1,725. ‘46 sedan. 2 at $1,500. sedan, $1,075. 
NASH_.’"48 (600) sedan, $1,800. °39 Am- | DODGE—’48 sedan, o— "42 sedan, 
bassador sedan, $475. $750. ‘41 sedan, $725. 
OLDSMOBILE — ‘48 (66) conv., $2,385; | FORD —'49 Custom sedan, $2,470; club 


coupe, $2,355. ‘48 SD sedan, $1,850, $2,- 
030, $1,960, $1,845; 2-ton pickup, $1,685. 
‘47 (8) sedan, $1,640, $1,780, $1,650. 
HUDSON—’47 %-ton pickup, $970. 
MERCURY—’'47 sedan coupe, $1,800. ‘41 
sedan, $680; club coupe, $1,010; conv., 
$910. '39 club coupe, $750. 
OLDSMOBILE—'48 sedan, $2,395. 
PACKARD.'42 sedan, $1,215. 
PLYMOUTH — ’'47 Deluxe sedan, She 450. 
'40 sedan, $920. 
PONTIAO—’48 (6) club coupe, $ 
MISCELLANEOUS—’46 GMC haif-ton. pick- 
up, $1,160. 


club coupe, $2,275; (98) sedan, $2,630. 
‘47 (76) sedan, $1,985. °'46 (66) conv., 


; club coupe, $1,560; (76) sedan, 
$1,620. 


PLYMOUTH—’41 SD sedan, $660, $750. 

PONTIAC—'48 Torpedo Six sedan, $2.675. 
’47 Torpedo Six sedan, $1,990; Stream- 
liner (8) sedan, $1,975. 

STUDEBAKER—’48 Land Cruiser sedan, 


$2.450. 
WILLYS—’'48 Jeepster, $1,770. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction Sale. Auction 
every Friday. Prices are for sale of Oct. 1.) 


CHICAGO 


(Market — 131 sold out of 240 
offerings. ; (Chicago Automotive Auction. Sale every 
BUICK—'48 RM sedan, $2,750. '47 RM | wednesday. Prices are for sale of Sept. 29.) 


sedan, $2.435, $2,100. 

CADTLLAC—’41 (61) sedan, $1.150. 

ILET—'48 FL sedan, $2,150; aero- 

sedan, $2,030; FM sedan, $2, 110, $2,115. 
47 FM sedan, $1,760. °41 sedan, $1,075. 
'49 sedan, $1.012. 

DODGE—’48 Custom sedan, $2,400. '46 
half-ton panel, $882: Custom sedan, $1,- 


(Market shows 72 cars sold out of 167 


offerings.) 

BUICK—’48 Super sedan, $2,940. °47 RM 
sedan, $2,210. ‘46 sedan, $1,910. ‘38 
4-door sedan, $350. 

CADILLAC—’42 sedan, $1,360. 

CHEVROLET—'48 FL aerosedan, $2,165; 
SM club coupe, $2,110. ‘47 SM _ sedan, 


60, °'41 sedan, $750 1,620, $1,540; club , $1,875. 46 
FORD—’49 Custom sedan, $2,150, $2,200, a sed: - $1, 500." “41 gedan, $880. °40 

$2,190. $2.290, 2 at $2.300. °48 SD se- sedan, $535, $660, $695 

dan, $2.875. ‘47 SD sedan, $1,600. °46| OH RYSLER—’42 sedan, "$975; limousine, 

sD n., oe, a eae sedan, $750. °39 sedan, $545. 

$1.029, . $875, $800. jan. $850. | DeSOTO—'46 sedan, $1 40 sedan, 
HMNSON—'48 Super Six sedan, $2,075. $535. — Po 
MERCURY—'49 sport sedan, $2,620, $2.725. | noDGE—’48 Custom sedan, $2,390. '47 

"48 clnh coupe, $1,960. °'41 conv., $980. Deluxe sedan, $1,875. ‘46 » $1,585. 


OLDSMORBITLE_'41 sedan, $530. ‘39 se- ‘42 pickup, $450. °41 sedan, $780. 


dan, £500. FORD—’47 (taxi), $725 sedan, $1,685. °'46 
PLYMOUTH — '48 Deluxe sedan, $1,900. sedan, $920, $i, i $1, 325, *s18- "42 
47 conv., $1.700. °46 sedan, $1,430, $1,- sedan, $815. °41 sedan, $780. '36 se- 
20. °41 sedan, $580. dan, $280. 
PONTIAC—’48 (8) sedan, $2.775: (6) club | HUDSON_’42 sedan, $700. 
coupe. $2.330. °'47 conv., $1,390; (6) se- | MERCURY—’47 club coupe, $1,850. 
dan, &1.900. ’46 sedan, $1,- 


NASH—'47 Sedan, $1,340. 
STTDEBAKER—’48 Commander sedan, $2,- 400. 

ann. 
W'TT.VS—'48 station wagon. $1,535. 
MISCFLLANEOUS—'45 Fed. 2-ton truck, 

$1,300. °41 GMC half-ton pickup, $710. 


CONCORD, MASS. 


Concord Auto Auction, Inc. Sales every 
Friday and Monday. Prices are for sale of 
Oct. 1-4.) 

(Market shows 97 sold out of 212 

offerings.) 

BUICK—’48 Suver sedanette, £2,550. °'47 
Suver sedanette, $1.975. ‘29 business 
conne. $550. °'38 7-Pass. limousine. $375. 

OCAPDTLLAO —'48 (62) sedanette, $4,150. 
"42 (61) sedan, $1,425, $1.450: (63) se- 
dan. $1.950. °41 (61) sedan, $1.250. 

CHEVROLET—’48 half-ton C & C, $1,525; 
%-ton pickup, $1.660; half-ton nickun, 
$1.665; FL aerosedan, $2,175. $2,275; FM 
sedan. $2.100, $1.750. ‘47 FL aerosedan, 
$1,825; SM sedan, $1,625; FM sedan, 
$1,685. $1.600. ‘46 FL aerosedan, $1.- 
5: SM sedan, $1,360. °41 sedan, $625. 

NONGE—'41 sedan, $760. 

FORD — °49 Custom sedan. $2.125. ‘48 
half-ton pickup. $1,350, $1.610,. $1,620; 
SD club coupe, $1.800. °'46 Deluxe sedan. 
$1.110, $1.100, $1.165. °42 sedan, £850. 
‘49 Standard sedan. $690, $820, $535, 
) and station wagon, 500. °38 sedan, 
ROK. 

HUNsow—'48 Suver Six sedan, $2,200. 

KAtTSFYR—'47 sedan, $1.225. 

LINCOLN—’39 Lincoln-Zevhyr sedan, $560. 
'R7 TAncoln-Zevhvr business coupe, $235. 

MFRCTRY__'47 sedan, $1,590: club coupe, 
$1,500. '41 club couve, $840. 

OLDSMOBILF—’'48 (98) sedanette, $2,925. 
'4R (7A) sedan. $1.575. ‘39 sedan, $750. 

PACKARDN—'41 business coupe, $460. 

PLYMOUTH—'47 SD club coupe, $1,625. 
"48 SD sedan, $1.100. $1,285. °'41 sedan, 
$750. $1,160. ‘37 sedan, $350. 

PONTIAC—'46 Streamliner (8) sedan, $1,- 
575; Torpedo (6) sedan, $1,600. °'35 se- 
dan. $360. 

STUDEBAKER—’48 Champion Regal De- 
luxe sedan, $2,100. ‘41 sedan, $625. 


RICHMOND, VA. 


(Automobile Auction of Virginia. Sale 
every Friday. Prices are for sale of Oct. 1.) 
(Market shows 60 percent of offerings 


@ A CAR-MON Permonent Carbon Monoxide Ex- 
haust System is the newest and most effective 
way to remove dangerous carbon monoxide gas 
from your building. It features a flexible tube 
which attaches to the car exhaust pipe when in 
use, and slides into the floor receptacle when 
not in use. A CAR-MON System consists of any 
number of conveniently located floor receptacles 
In your garage or service station. Carbon monox- 
Ide gas is drawn from the cor by means of a 
single exhaust fan at the end of the entire system. 
The CAR-MON System is constructed so thot ex- 


4554 N. BROADWAY 







were sold.) 
BUICK—’48 8 ., $2,580. '47 RM 
ooo. $2,050 ‘41. Super sedan, $990, a re) ie D A" E y. T H 
100. 
cADILLAO—'41 sedan, $885. ‘40 (60) se- 
dan, $860. 


CHEVROLET—’'48 FM sedan, $2,000; FL 
aerosedan, $2,175. °47 FM sedan, $1,725; 
SM sedan, $1,670. °46 club coupe, $1,- 


460. °42 FM sedan, $1,020. ‘41 sedan, 
$1,250. ‘40 sedan, $870, $700. ‘37 coupe, 
$205. °'35 sedan, $130. 


CHRYSLER—'46 Windsor club coupe, $1,- 
550. ‘42 Windsor sedan, $840. 

DeSOTO—'41 Custom sedan, $820. 

DODGE—’48 Custom sedan, $2,300; De- 
luxe sedan, $2,200. ‘47 half-ton pickup, 


$350. 

FORD — '49 Custom sedan, $2,135. °'48 
(F-4) truck, $1,400. '47 SD sedan, $1,- 
560. '46 sedan, $1,500. °'42 sedan, $750. 
‘41 SD sedan, $490. ‘39 sedan, $460. 
'37 Deluxe sedan, $475. °36 sedan, $145, 
$190. 

MERCURY—’49 sedan, $2,600. 
$1,700, $1,600. ‘46 —_ ohn’ 475; 
coupe, $1,540. °'41 sedan 

NASH—’'48 Super sedan, $2,000. 

OLDSMOBILE —'48 (98) sedan, $2,800; 
(66) conv., $2,220. °46 (76) sedan, $1,- 


"47 conv., 


club ‘an ae 


2445 





as I OD Ts Te 


It's HOMOGENIZED! 


Sprays easier even in winter 
Won't clog gun or settle in drum } 


Write today for name of nearest distributor 
of fast-spraying, 


So 


OLDSMOBILE—'41 sedan, $900. °40 se- 
dan, $640, $510. 

PLYMOUTH—’40 sedan, $625. 

PONTIAC—'48 SL (8) sedan, $2,680. ‘41 


sedan, $710. 

STUDEBAKER—’47 Champion club coupe, 
$1,810; sedan, $800. ‘41 sedan, $430. 
'36 sedan, $145. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction Co, Sale every 
Friday. Prices listed are for sale of Oct. 1.) 
(Market shows very active with prices 
steady. More Western buyers than 

usual.) 
"47 RM 
$1,530 
"41 


’48 Super conv., $2,800. 
sedan, $2,090; Special sedan, 
‘46 Special Delivery sedan, $1,905. 
Special club coupe, $1,010. 

CADILLAC—’48 sedan, $4,035. °41 sedan, 

$2,150. °47 


$1.160. 

CHEVROLET—’48 FL sedan, 
SM sedan, $1,420; aerosedan, $1,840, $1,- 
850; %-ton pickup, $1,560; half-ton pick- 
up, $1,150. °46 SM sedan, $1,375; FM 
sedan, $1,580; club coupe, $1,570. ‘°41 
SD club coupe, $910; SD sedan, $880, 
$930. ‘40 sedan, $750. ‘39 sedan, $640 

DODGE — '46 sedan, $1,560. °'42 sedan, 
$890. °'39 sedan, $850. ‘37 sedan, $260. 

FORD—'47 sedan, 2 at $1,550; Deluxe se- 
dan, $1,530; Super delivery sedan, $1,610; 
%-ton pickup, $1,075. °46 Deluxe sedan, 
$1,300. $1,460. ‘40 sedan, $610. ‘37 se- 
dan, $150. 

KAISER—’47 sedan, $1,350. 

MERCURY—’46 conv., $1,580. 

NASH—’46 sedan, $1,250. '39 sedan, 

OLDSMOBILE—’47 (66) sedan, $1,560. 
sedan, $950. °35 sedan, $60 

PLYMOUTH — "46 sedan, $1, 420, eoemeg 

"40 sedan, $765 
$2,425. 


"42 sedan, $890. 
MASON CITY, IA. 


PONTIAC—’48 sedan, 

(Lapiner’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of Sept. 29.) 
(Market shows 94 cars sold out of 162 

offerings.) 
BUICK —'48 RM sedan, $3,225, $3,380; 
Super sedan, $2,980, $2,810; Special se- 





$700. 
°46 


dan, $2.520. ‘47 Super sedan, $2,265, 
png $2,285. '46 Super sedan, $1,900, 


CADITLLAC—’48 (61) sedan, $4,210. ‘'47 
(62) sedan. $2,980, $2,955. 

CHEVROLET—'48 FL aerosedan, $2.390. 

$2,405, 2 at $2.435: sedan, $2,345, 
$2. 310: FM sedan, $2,105. 2 at $2,135, 
$2.235: SM sedan, $2,090. $2,095, $2,100. 
'47 SM sedan. $1,805; club coupe, $1,865: 
FM sedan, $1.845. ‘41 SD sedan, $910 

CHRYSLER—’48 conv., $2,745. °47 Wind- 
sor sedan, $2,205. 

DeSOTO—’48 Custom club coupe, $2,880; 
sedan, $2,870; Deluxe sedan, $2,835. 

DODGE—’48 Deluxe sedan. $2.485, $2,405, 
$2,400; Custom sedan, $2,515. °46 De- 
luxe sedan, $1,550; Custom sedan (un- 
usual), $2,065. 

FORD—’49 Custom sedan, 2 at $2, 7. $2,- 
485, $2,510, $2,545, 2 at $2,490. 8 De- 
luxe sedan. $1,880, $1,810. ‘47 Selene 
sedan, $1,620. 

FRAZER — '48 Manhattan sedan, $1,905. 
"47 Deluxe sedan, $1,455. 

HUDSON—’48 Super Six sedan, $2,680. ‘47 
Super Six sedan, $1,465. 

KAISER—'47 Deluxe sedan, $1 

MEROURY—'48 sedan, $2,145. 


$1,805. 
OLDSMOBILE—’48 (98) sedan, $3,300. 
(Continued on Page 33, Col. 1) 





485. 
"47 sedan, 
"47 


NO MORE HANDLING 
OF CUMBERSOME TUBES 





haust testing equipment may be used with ac- 
curacy while the system is in operation. A CAR- 
MON System moy be economically installed in 
existing buildings as well as in new construction, 
A CAR-MON System will pay for itself quickly 
in man-hours saved with improved working con- 
ditions. Among the many satisfied users of CAR- 
MON Systems are Cadillac, Buick, Ford, Chevro- 
let and Chrysler dealers. We welcome inquiries 
from manufacturers’ representatives and engi: 
neers, as well as from garage and service station 
owners, SEND FOR CATALOG and COMPLETE 
INFORMATION, 


CAR-MON PRODUCTS CO. 


CHICAGO 40, ILL. 
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Used Car Auction Prices 





(Continued from Page 32) 


(78) sedan, $2,025, $2,105, $2,180; (76) 
sedan, $2,050. 

PLYMOUTH—’48 SD sedan, $2,385, 2 at 
$2,365, $2,300, $2,385; business coupe, 
$1,955. 

PONTIAC—’48 (8) sedan, $2,890, $2,810; 
(6) sedan, $2,640. °47 (8) sedan, $1,910, 
$2,045, $2,065. 

STUDEBAKER — '48 Commander club 
coupe, $2,525; sedan, $2,585. °47 Com- 
mander club coupe, $1,985; sedan, $2,105. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Fri- 
day. Prices are for sale of Oct. 1.) 


BUICK—'47 Super sedanette, $2,120. °46 
Super sedan, $1,950. °41 Special sedan, 
$775; Super club coupe, $750. °39 Snectal 
sedan, $410. '37 Century sedan, $325. 

OCHEVROLET—SM sedan, $1,865; FM se- 
Gan, $2,125, $2,040; FL sedan, $2,060. 
'47 FM sedan, $1,690, $1,675, $1,800; 


$1,430. °42 8D aerosedan, $1.250; bust- 
ness coupe, $730. °41 SD club coupe, 
$1.200, $1,130. 


DODGE—'48 half-ton panel. $1,400. °42 CHE 


sedan, $510. °41 sedan, $780. 

FORD—’49 Custom (8) sedan. $2,200, $2.- 
130; club couve, $2,210. °48 Deluxe se- 
dan, $1,710, $1,800, $1,675. °47 Deluxe 
sedan, $1.540, $1,420: conv., $1,700, $1.- 
575, $1,710. °46 Deluxe sedan, $1,425; 
club coune, $1,590; SD sedan, 2 at $1,- 
450. °42 Deluxe sedan, $660. °49 sedan, 
$290, $875; business coune, $1,175, $680. 

NASH—’46 (600) sedan, $1,075. 

PLYMOUTH—'48 station wagon. $2,219: 
SD sedan, $2.000. '42 SD sedan, $925, 
$410, °41 sedan. $980. °40 sedan, 8595. 

PONTIAO—'48 SI. (6) (Hydra.), £2,519. 
’47 Torpedo (6) club coupe. $2.025: SL 
(8) sedan coupe, $2.195. °46 (6) sedan, 
$1,615. $1.675. °41 (6) sedan, $865. 

STUDEBAKER—’41 Champion sedan, $680, 

630. 


KANSAS CITY 


(Kansas City Automobile Auction. Sale 
every Wednesday. Prices are for sale of 
Sept. 29.) 

(Market shows 249 cars sold out of 

374 offerings.) 

BUICK—’48 RM sedan, $2.960. $2,750. °46 
Suver sedan, $2.045. ‘'42 Suner sedan. 
$860. 41 RM sedan, $1,137, $785: Suver 
coune, $930. °'40 Super sedan. $927, $860. 

CADITLI.AC—'46 (62) sedan, $2,502. 

CHEVROLFET—'48 FL sedan. $2.390, $2.- 
280, $2,255, $2.225; FM club coupe. &2.- 
170, $2,077. °47 FL sedan, $1.985, $1,982, 
$1,962, $1,890; SM club coune. $1.910, 
$1,850, $1,845, $1,842. "46 FL sedan, 
$1,700, $1,640, $1,590, $1,550; FM club 
conne. $1,675, $1,610. 

CHRYSLER — '48 Windsor sedan, $2,650, 
$2.640. 

DONGE—'47 Deluxe sedan, $1,842. 

FORD—’49 Custom sedan. $2,407. $2,400. 
$2.397; (6) sedan. $2.335, $2,325. °48 
Deluxe sedan, $1.960. $1,830. $1,610; club 
couve, $1,970, $1.925. °'47 Deluxe sedan. 
1.720, $1,690. $1.675. $1,620; club coupe. 
$1,850. $1,792. $1,650. 

HUDSON—’48 Commodore sedan, $2,460. 
*46 Suver sedan, $1,232. °'40 Deluxe se- 
dan, $395. 

MERCURY—'49 sedan, $2,822, $2,800, $2,- 
555. club coune, $1,950; sedan, $1,885. 
"46 sedan, $1,715, $1,700, $1,635. 

OLDSMOBILE—’48 (78) sedan, $2,615, $2,- 


Ford Executives 
Complete Talks 
With Managers 


DEARBORN. — Truck and fleet 
executives of the Ford Motor Co., 
conferring with regional and dis- 
trict truck and fleet managers in 
every part of the country, have 
completed a thorough discussion of 
the activities to be undertaken by 
the company and its dealers in 
their efforts to serve truck owners, 
operators and drivers, it was an- 
nounced here. 

The final conference, held in 
Washington, was attended by truck 
and fleet managers from the East- 
ern part of the country. It was pre- 
ceded by a week-long session at 
Colorado Springs attended by man- 
agers from the Western states. 

Henry Ford II addressed the 
truck officials from the Eastern 
states on the last day of their meet- 
ing in Washington. 

Ford executives, headed by J. D. 
Ball, director of truck and fleet 
sales, discussed with the regional 
and district truck and fleet men the 
probable effects of market, eco- 
nomic, military and steel supply 
conditions on truck production, 
merchandising, product design, 
service, parts and accessories, and 
distribution during "the balance of 
1948 and as far as possible into 1949. 

Besides Ball, Ford officials from 
Dearborn taking nart in the meet- 
ings included D. W. Lee, assistant 
director, truck and fleet sales de- 
partment: W. E. Kimbrough, man- 
ager, truck sales section; S. W. 
Copland, manager, fleet sales sec- 
tion; Dale Roeder, chief engineor 
for commercial vehicles; H. D. 
Hubbs, parts sales manager: R. R. 
Nadal, director used-car and truck 
department; George Hamill, service 
department; G. M. Catchpole and 
J. F. McLean jr., truck and fleet 
Sales department; Walter Blanch- 
ard, truck advertising manager, and 
George Richardson, J. Walter 
Thompson Co. 
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450; (66) sedan, $2,715. ‘46 (76) club 
coupe, $1,627. °42 (76) sedan, $927, $875. 


$1,410 


$2.610. °47 Champion sedan, $2,040. °40 

Champion coupe, $302. 
MISCELLANEOUS — ‘38 LaSalle sedan, 
$610. °'36 LaSalle sedan, $392. 


Average Used Car Prices 





BB. 40 70. 39 ; 
gras. sedan, §5 sedan, $605 


CADILLAO—’48 (61) sedan, $4,100, °46 
(62) sedan, $2,520. °'41 (61) sedan, $1,- 
470; (62) sedan, $1,200. 


OHEVROLET—'48 FL sedan, $2,315, $2,- 


(Compiled by Automotive News) 165; FM sedan, $2,125, $2,125;' club 
coupe, $1,925. '47 FM sedan, $1,675; 

Oct., 1948 Sept. SM sedan, $1,525. '46 SM sedan, $1,515: 

(to date) 1948 club coupe, $1,330; half-ton panel, $990. 


"42 sedan, $880. ‘41 club coupe, $1, 200, 
$1,000, $990, $880. '40 conv., $725; se- 
dan, $725, $530. ‘39 sedan, gf 75, $615. 
"38 ‘sedan, 400. ‘37 sedan 


sedan, $602. . gest, 
ey = coupe, $1,610. °47 , 
ait ro Slab, cou : $1,086 ae ae. —— 46 sedan, $167 675. a sedan, 
UD coupe - atin z sie 
. tream 8 . ’ DODGE—'48 half-ton pickup, $1,660; half- 
5487, 41 (6) sedan, $580. ‘38 (6) sedan, ae a pled sa mg 8-8 ,625. on 
aoe 2 alf-ton pic , $1,020. 
STUDEBAKER 48 Commander sedan, "42 sedan, $710. °'41 ooten, $e78 $700. 


Oct. (to date) Sept. 


*39 sedan, $850. '38 coupe, $375. 
FORD—’49 sedan, $2,390; club coupe, §2,- 
360; sedan, $2,310, $2,265. "48 conv., 


(The above figures are averages of used car auction prices, all $1,785; club coupe, $1,725; half-ton pick- 


up, $1, 715, $1,585. °'47 station wagon, 


LOS ANGELES makes and models, carried regularly in Automotive News.) $1,700; sedan, $1,735; club coupe, $1,600. 


(California Auto Dealers Wholesale Auc- 
tion. Sales twice weekly. Prices are partial 





KJ club coupe, $1,525; sedan, $1,425, $1,- 
, $1,325. °41 sedan, $810. *40 half- 


list for sales of Sept. 30-Oct. 5.) CHRYSLER—’46 Royal sedan, $2,030. °42, 060. ‘41 SD conv., $985; coupe, $1,005. ton’ pickup, $595. '39 sedan, $585. °38 
(Market shows prewars still hot in L.A. New Yorker sedan, $1,150. '37 Deluxe sedan, $280. vunenn a ae. i soden, $145. 


Clean units bringing firm prices. Post- DeSOTO—'40 sedan, $510. ‘37 sedan, $270. | PONTIAO—'47 sedan, $2,135, $1,890. '41 
= = $5 GMO—Half-ton pickup, oi 650. 


bi but | popGE—'46 Deluxe sedan, $1,565. ‘40| (6) sedan, $1,015, $1,150. ‘40 club| KAISER—'47 sedan, $1.46, 
Prices ins. remaining business coupe, $560. 
offerings.) | rORD—'47 SD conv., $1,675. ‘46 Deluxe | STUDEBAKER—'47 Champion sedan, $1,- | MEROURY—'49 sodan, $2, 725. 


39 club coupe,| coupe, LINOCOLN—’49 sedan, $2,845. 


1 
BUICK—’47 Super sedan, $2,350. ‘41 Super sedan, $1,400. ‘42 SD sedan, $1,070, °'41 925, $1,950, $1,675. ‘41 Commander se- | NASH—’47 sedan, $1 
club coupe, $1,125, $1,185; Special sedan, Deluxe sedan, $825, $845, $815; SD sedan, dan, $805; Champion sedan, $700. '39 | OLDSMOBILE—’48 (98) sedan, $2,950. °47 


$1,180, $1,120. °38 Special sedan, $475. $1,060. °39 Deluxe business coupe, $685. Commander sedan, $385. (98) sedan, $2,195; (78) sedan, $1,810; 
‘VROLET—'47 FL aerosedan, $2,050, "38 sedan, $275. ‘37 sedan, $265. (66) sedan, $1,790. 

$2,040, $2,120, $2,050, $2,020; SM sedan, $585. ‘37 sedan, $520. 

$1,650; business coupe, $1,650; club | HUDSON—’'41 Commodore sedan, $710. 


PLYMOUTH—'47 SD club coupe, $1,765; 
INDIANAPOLIS station wagon, $1,615; sedan, $1,515. '42 


coupe, $1,735. °46 FL aerosedan, $1,825. | LINCOLN—’47 sedan, $1,965. ‘40 Zephyr (Ken Schaefer’s Auction. Sale every sedan, $875, $620. "41 sedan, $760. °40 


‘42 SD sedan, $1,210. ‘41 MD sedan, sedan, $595. 


Thursday. Prices are partial listing for sedan, $555. oo sedan, $325. "38 se- 


$1,045, $985, $1, 150; club coupe, $1, 140, MERCURY—’41 club coupe, $955. Sept. 30.) dan, $500, 
$1,125. °40 sedan, $565; business coupe, | OLDSMOBILE—’42 (98) sedan, $1, 440. '36 | BUICK—’48 RM sedan, $3,100. ‘47 RM STUDEBAKER 48 Champion sedan, $2,- 


$835; club coupe, $800. ‘39 business sedan, $145. 


sedan, $2,250; Super ‘sedan, $2,240, $2,- 150. ‘47 Commander sedan, $i, 935; 


coupe, $490. ‘38 sedan, $550. ‘37 sedan PLYMOUTH—’48 Deluxe club coupe, $2,085. Be Special sedan, $1,925. ‘°46 Super Champion sedan, $1,725. ‘46 half-ton 


$450, $400; business coupe, $500, "| 47 SD sedan, $1,760. 


‘42 SD sedan, $1,- » $1,925, $1, 810. '41 sedan, $1,100, pickup, $1,010. 
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INCHES 


CHECK THESE SHEPPARD DIESEL ADVANTAGES 
YOU CAN OFFER ALL SMALL ENGINE USERS 


EASY TO OPERATE: Push-button starting in any 
weather on safe Diesel fuel. Only ONE moving 
part in fuel injector. Interchangeable parts. 
Results in easier operation, service; longer 
operating life. 

DELIVERED COMPLETE: Ready to operate. No 
extras to buy. Accessories are standard 
equipment. 

SMALL: Brings Diesel economy, dependability 
S small engine field. Operates 3 to 5 times 
a 0 og than gasoline ‘engines, without over- 
au 


FAST PARTS AND SERVICE FACILITIES: Backed by 
coast-to-coast organization of dealers, dis- 
tributors and Sheppard factory men. 


Use nationally-known parts: Finest engineering, 
best equipment, go into all Sheppard Power 
Units, Generating Sets, Marine Propulsion and 
Marine Auxiliary Engines. Included are Federal 
Mogul Bearings, Perfect Circle Rings, Fram 
Filters, Electric Auto Lite, other nationally- 
known parts. 





For Complete Sheppard 
Dealer Proposition and 


Information, Mail This 


Coupon Today... 


MARKETS FOR YOU 


WITH 





DIESELS 







Sell Dependable 
Diesel Power 
To All Small 
Engine Users 







COMPLETE your line . . . broadenyour market . . . boost your sales 
with Sheppard—the amazing small Diesel with big Dealer profit-making 
opportunities. 


WHAT A SALES STORY! For instance, this 5.4 H.P. Sheppard Air-Cooled Diesel 
is a natural. It’s available either as a power unit (as shown), or a 2000-watt 
generating set, or a marine engine. It can do any job any comparable gasoline 
engine can do . . . with less maintenance . . . with longer life . . . at less 
than one fourth the operating cost. 


WHAT A MARKET! Look at'your own customers—small plant operators, farmers, 
contractors, sawmill operators, fishermen, dozens of others—any and all who 
want plenty of dependable, trouble-free power (3.5 to 100 H.P.) at lower 
operating cost. 


AND LOOK AT THIS LINE OF AMAZING SHEPPARD ENGINES 


Model 12D............ 100 Gross H.P. Medel 13D............. 33 Gross H.P. 

Model 12.............-90 Gross H.P. Medel 13.............-30 Gross HP. 

Medel 6D..............50 Gross H.P. SHO) FB icicvecceccess 15 Gross H.P. 

Model 6A.........+.. ---45 Gross H.P. Medel 7...... ebocdcees 13 Gross H.P. 
Model 14........0006. 5.4 Gross H.P. 


All these models are available as power units, generating 
sets, marine propulsion units and marine auxiliary units. 


TAKE A LOOK at Sheppard Diesel advantages—then fill out and send in the 
coupon below for a look at Sheppard’s Dealer Proposition. There’s real 
money in it for you. Sheppard Dealers are backed by powerful national adver- 
tising in Satevepost and Collier’s. Cash in and grab your franchise now. 








R. H. SHEPPARD CO., INC., 814 PHILA. ST., HANOVER, PA. : 
I want to know re about Sheppard's Dealer Propositi Send details, includ 
ball Misti “deeeclbing committe Beetensd Gan’ T tacts Ecotec bein 


SS En ad aaerh <eRISG LET 3 eRe COG CHUN aes tach Levuel ik odds catcanavetesde tn ‘ 
DORR. ive iac 6 0b50oi08dd 660 be ocr scresebeciscaridanciceddctncd cebdcuseddveccacense : 
MDGS US, bcs ae eedMades 6RAN Gah a badd ded b6as oc deeb ana dienwe Orbanaan abd aac e 
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But Prices Are Unchanged eos 


100 Improvements Made 
In 1949 Frazers 


(Continued from Page 1) 


which were designed as a part of 
K-F’s $10,000,000 new model pro- 
gram for 1949, embody “more cus- 
tom styling features than any other 
mass-produced American automo- 
bile.” 

7 * * 


Ano other features, automatic 
overdrive, which cuts engine 
revolutions 30 percent at speeds 
over 28 miles per hour with cor- 
responding savings in fuel con- 
sumption, is available on all models, 
and power-operated window con- 
trols are available on the Man- 
hattan. 

A total of 103 design changes, 
many of them disclosed with earlier 
introduction of ’49 Kaiser models, 
are involved in the body styling, 
chassis and engine of the Frazer 
models, according to K-F. 

In developing 112 horsepower in 
the six-cylinder engine which 
powers the 1949 Frazer and Man- 











First Tractor 
Driven Off Line 
By Ferguson 


DETROIT. —- Harry Ferguson, 
Irish-born inventor, last week 
drove the first tractor off the as- 
sembly line of his new plant here, 
and estimated that there is a 
world market for 80,000,000 more 
of them. 

From the driver’s seat of the 
vehicle, he announced that he 
is planning the introduction of 
a new line of agricultural im- 
plements “which will revolution- 
ize the world.” 

For the first time, Ferguson now 
has his own manufacturing plant 
in the U. S. The tractors built last 
week came only eight months after 
ground was broken for the plant. 


Ferguson tractors were formerly 
manufactured by Ford Motor Co. 
for exclusive distribution and sale 
by Ferguson. Following a break in 
the Ford-Ferguson arrangement, 
Ferguson sued Henry Ford II, Ford 
Motor Co. and Dearborn Motors 
and others for $251,000,000, charg- 
ing patent infringements and a 
conspiracy to destroy the Ferguson 
company. 

Filed last January, the suit is 
still awaiting trial in Federal Dis- 
trict court in New York City. 


Addressing an audience at cere- 
monies dedicating his plant here, 
Ferguson also announced that his 
company is developing “a new idea 
whereby every worker in the com- 
pany will have a financial interest 
in it.” 

Horace D’Angelo, executive 
vice-president of the company, 
said 100 tractors daily would be 
rolling from the plant by Dec. 1, 
and that output would be rapidly 
stepped up to 500 as conditions 
warranted. 

*At present, Ferguson said, the 
company is importing 1,200 trac- 
tors a month from its plant at 
Coventry, England, and will con- 
tinue this until output in Detroit 
starts to satisfy demand. 

Ferguson placed his order back- 
log at 89,000 tractors. He predicted 

that the future would see the $1,470 
price on the tractor reduced. 








FOR UNIFORM PACKAGING RULES—A move 


fications for 


Shown eemtone @ package containin 
e 


Frase, Addison-Semmes Corp.; Ralph 





' listed as Frazer features. 


glass are (left to right): Oliver Baker, AMA; R. E 
. O'Reilly jr., General Motors, committee chairman, 
and 8. G. Lund, Nash warehouse superintendent. 
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hattan, Kaiser-Frazer Corp. en- 
gineers claimed this was achieved 
without any loss in fuel economy. 


The key to the engine refinement 
is a “unique but simple adaptation 
of the principle of dual-throat car- 
buretion and dual-intake manifold- 
ing,” it was stated. 

K-F engineers diverted the flow 
of the air and gas mixture from a 
single carburetor through two, au- 
tonomous manifolds. This creates a 
more efficient mixture of air and 
gasoline, and, because each of the 
high-speed jets serves only three 
instead of six cylinders, each cylin- 
der reecives a balanced supply of 
vaporized fuel, K-F said. 

* > * 

HE car can be accelerated from 

10 to 70 miles per hour within 
30 seconds, K-F said. 

In all, 15 engine improvements 
were incorporated, according to the 
producer, including 9 percent more 
cooling obtained by new shrouding 
of the radiator core; new three- 
point rubber engine mounting; im- 
proved tappets; more efficient 
crankcase ventilation and greater 
engine accessibility through instal- 
lation of new splash shields. 

“K-F engineers also accom- 
plished an apparent contradiction 
by achieving a lower-appearing 
silhouette without reducing head- 
room and while actually increas- 
ing road clearance and lengthen- 
ing front coil springs,” it was 
stated. 

The new lines are the result of 
longer-skirted fenders and deeper 
side body panels. A fully re-engi- 
neered chassis provides a substan- 
tial gain in road clearance and 
permits use of a greater spring 
range, K-F explained. 

A new clutch mechanism, intro- 
duced after two years of research 
and road trials, is said to eliminate 
52 parts and reduce the units in 
the linkage to 16. The result is 
softer pedal pressure, with only one 
“wear” point and one link adjust- 
ment. 

* o > 
FFERED on the Frazer Man- 
hattan is a selection of 16 body 
colors and 18 interior fabrics, while 
23 such combinations are available 
on the Frazer. 

Interiors, completely redesigned, 
feature Bedford flat wale woolens 
and broadcloths, distinctive chrome 
hardware, a new instrument panel 
with clustered dials, and multi-coil 
foam-rubber cushions on the 62- 
inch-wide seats. 

Fully upholstered center arm 
rests, wide enough to double as 
“jumper” seats for small children, 
are standard equipment in both 
Frazers. 

Custom color styling has been 
carried to the point of harmon- 
izing carpets and pedal cushions 
with the selected fabric and finish 
combination. Many of the color 
choices are in new lighter shades 
of blues, grays, greens and 
browns. 

Other interior features include 
newly-styled ash receivers and 
lighters, slide type door locks, push- 
button door releases, assist handles 
and lighting refinements. 

A ball-bearing front-seat adjust- 
ment and softer, more responsive 
steering and pedal action are also 





\ ( towards the ultimate unification of speci- 
fic ackaging and shipping materials throughout the automotive industry was 
initiated at this meeting of the Automotive Parts Packaging and Handling committee of the 
Automobile Manufacturers Assn., held at Nash Motors' Parts and Service plant in Milwaukee. 
























the 


ernment has still been unable to| 


courts. 


| already overruled Ford and this is 


Other Frazer Features .. . 


FOR FEMININE FANCY—Kaiser-Frazer points up its styling appeal to the ladies in this 
interior photograph showing a two-tone color combination of nocturne and beaumont 
upholstery materials, rubb fabrics which have been adapted from the furniture industry. 
The magazine and the gloves demonstrate the roominess of the rear seat. Fifty-seven varities 
of body color and fabric combinations are available in the 1949 Frazer and Frazer Man- 
hattan sedans, to be shown publicly this week. Carpets and pedal cushions have been 
harmonized with the selected fabric and finish combinations. 





NEW INSTRUMENTATION—The panel on the Frazer and Manhattan models has been re- 


designed for 1949. All the dials and controls are situated within easy reach of the driver. 
The engine power of the Frazer has. been increased to 112 horsepower without any loss in fuel 
economy, according to K-F engineers. This is attributed to an adaptation of the principle of 
dual-throat adaptation and dual-intake carburetion. K-F tests show that the car can be 
accelerated from 10 to 70 miles an hour within 30 seconds. 


Ford Asks Car Financing OK 


From Supreme Court 


(Continued from Page 2) 


tion returns to 1938 when the U. S. 
Justice department obtained in- 
dictments against the alleged mo- 
nopolistic financing practices of all 
the Big Three car producers. 

Each of the three financing com- 
panies getting a lion’s share of the 
automobile financing business was 
connected in some manner with a 
car manufacturer. 





before the U. S. Supreme court. 


If Ford wins, so will Chrysler. 
Both will be able to return to the 
business of financing car sales. 
But if Ford loses again, both 
will be barred for at least as 
long as it takes to get the Gen- 
eral Motors case settled. 


Small finance firms want the Su- 


Commercial Investment Trust preme court to ban the return of 
was the parent company of Uni-| Ford to automobile financing, either 
versal Credit Corp., which was| directly or through a working 


originally organized by Ford. Ford 
had owned all Universal Credit 
stock until 1933. 

In 1983, Ford sold all its Uni- 
versal stock to the CIT and en- 
tered into a working agreement 
with CIT. 

Chrysler and Commercial Credit 
also had a working agreement 
while General Motors controlled 
GMAC with a 100 percent stock 
ownership. 

Late in 1938, Ford and Chrysler 
entered into an agreement with the 
government to get themselves com- 
pletely out of the financing busi- 
ness. This pact was described as 
one of the most complicated ever 
entered into. It contained two ma- 
jor provisions: 

One provided that the pact 
would not be effective at all if 
the government was unable to 


agreement with the CIT. 

Ford attorneys claim that the 
company can best protect its good- 
will, its customers and its com- 
petitive position in a highly com- 
petitive industry through its own 
financing arrangements. 

Ford lawyers argue also that 
finance charges are really a part 
of the delivery price of a car and 
that a drop in such charges in- 
creases the market for cars. 

“If General Motors Acceptance 
Corp. offers a plan of financing 
not available to Ford purchasers, 

General Motors will capture some 
of Ford’s sales,” say Ford lawyers. 

Meanwhile, the government con- 
tends that if Ford is allowed to 
return to the field of auto financ- 
ing, the company may go just a 
bit further than “persuading” deal- 
ers to use Ford financing. 





the decision up for review now 





Edgewise 
(Continued from Page 4) 


millions of customers for whom it 
provides transportation. 

While other forms of travel can 
hardly be expected to match the 
automobile for economy, the motor- 
ist is by no means enjoying a free 
ride. He is paying for every mile of 
his journey as indicated by the pre- 
viously mentioned tolls, gasoline 
taxes and other levies which come 
out of his wallet. 

The American people could not 
have used their automobiles and 
trucks as they wished if improve- 
ments had not been made in 
roads. The 48 states mapped their 
own highway improvement pro- 
grams as did the federal govern- 
ment. Paved highways enabled a 
free people to go freely between 
cities and towns anywhere in the 
United States. 

Even though highway costs rep- 
resent a large annual bill, what is 
not generally realized is that such 
improvements tend to pay for them- 
selves by creating new traffic and 
new gasoline revenues. Highways, 
made necessary by more and great- 
ly improved automobiles, create 
wealth. When a pavement is laid, 
business is attracted to it. Value of 
farm lands goes up wherever high- 
ways are paved. 

* ° * 

THE MORE highway travel is 
facilitated, the more the automobile 

| will be used—and that means busi- 
ness. Growth of the highway trans- 
portation field with its resultant 
demand for trucks, plus the wide- 
spread use of the car, can serve as 
a constant reminder to automobile 
manufacturers and dealers, and to 
those in allied industries, that the 
full use—as well as the safe use— 
or motor vehicles is what keeps the 
industry going. 

All of us have our tremendous 
stake in the automobile business 
because it is this amazing use of 
cars and trucks that creates the 
need for them and the growing 
desire for them. 

The moral of all this is that the 
best way to promote the future of 
our business is to work constantly, 
aggressively and intelligently to im- 
prove the conditions under which 
cars and trucks are used by those 
| who drive them and pay the bills. 


* * * 


Next Week: George H. Pratt, 
Hudson’s vice-president in charge 
of sales. 


‘ : ‘ 
Long Windows 
Former Truck Sales Chief 


Pens Second Book 


DETROIT.—Sidney Corbett, for- 
mer truck sales manager of Chev- 
rolet, and his wife, Lucy, have an- 
nounced publication of their second 
book, “Long Windows” (Harper & 
Bros., $3). 

Like their first book, “Pot Shots 
from a Grosse Ile Kitchen,” their 
latest effort is described as a com- 
bination of good fun, good food and 
good companionship. 

The good food portion is the con- 
tribution of Mrs. Corbett, who winds 
up every one of her husband’s anec- 
dotes with a taste-tempting, mouth- 
watering recipe. 

The book, a compilation of mem- 
ories historical and personal, takes 
its title from the long windows in 
the Corbett’s century-old house on 
Grosse Ile island in the mouth of 
the Detroit River. 

Corbett is confined to a wheel- 
chair by paralysis. He was Chevro- 
let’s truck sales manager from 1925 
to 1933. 








convict General Motors of crim- 
inal violation of the anti-trust | 
laws. The other called for the 
government to force General Mo- | 
tors to abandon ownership of | 
GMAC within two years. | 
The first provision was filled in 
part, when GM was convicted and 
conviction later upheld by 
higher courts. However, the gov- 


force GM out of GMAC and the 
issue is still pending in Chicago 


Time after time the government 
has succeeded in having the courts 
extend the Ford agreement. During 
the war years with no cars to sell 
anyway, Ford did not object. 

But in 1946, Ford announced it 
believed the consent decree had 
been voided by the government’s 
failure to break up the GM-GMAC 
tie. A Chicago federal judge has 








DOVE AIDS DEALER—Chuck Pinney (left) and Cari Rogers, Dodge-Plymouth dealers ¢' 
Ei Centro, Calif., are pictured with Betty Fio Siade, Imperial valiey's "Queen of the Doves 
All this was part of the first annual Dodge Dove derby, sponsored by Rogers and Pinney 
Principal festivities were held the night before official opening of the dove hunting season 
Edgar Bergen trekked from Hollywood to crown the queen. 
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Horton Elected President .. . 





ATA Raps Excise Taxes, 
Opposes Toll Roads 


(Continued from Page 2) 


ditional license plates or pay- 

ment of any additional registra- 

tion fees. Reciprocity should be 
full, complete and automatic. — 

6. Carriers subject to jurisdic- 
tion of a state regulatory body 
should contribute toward the ad- 
ministrative cost of such regula- 
tory body. Such contribution should 
be made directly to the regulatory 
body in the form of a flat regu- 
latory plate tax on each vehicle 
operated. The fees should be no 
higher than necessary to cover the 
regulatory body’s administrative 
cost, and vehicles engaged solely 
in interstate commerce should be 
exempted from both the fee and 
the plate requirement. In no case 
should issuance of the regulatory 
plates be contingent upon payment 
of property taxes. 

7. Motor vehicles should not be 
singled out for any special assess- 
ments, such as personal property 
taxes, that are not applicable gen- 
erally in a state. In no case should 
such special assessments be levied 
against the same motor vehicle by 
more than one state or by more 


than one taxing authority within | 


the same state. 

ATA’s position with regard to 
federal taxes and federal aid was 
thus set forth: 

1. Federal taxes should not be 
levied against motor vehicle own- 
ers to cover all or in part the 
amount of federal participation 





in road development. Federal 
highway aid should be financed 
from general revenue funds and 
not from special taxation. The 
federal automotive excise taxes 
on motor vehicles, accessories, 
tires, tubes, motor fuel and oil 
should be replaced. 

2. Federal highway aid should 
be limited to amounts commensur- 
ate with recognized national obli- 
gations and the funds granted 
should be spent by state highway 
departments under the supervision 
of one competent federal agency 
specifically designated by Congress. 
The federal highway aid act should 
be amended to provide incentives 
to states to grant full and com- 
plete reciprocity and to encourage 
adoption of anti-diversion laws. 

3. There should be expeditious 
development of the national sys- 
tem of interstate highways at ap- 
propriate high standards. 

ATA also approved plans for a 
stepped-up highway safety pro- 
gram, calling for both manpower 
and funds. 

“The trucking associations and 
the truck operators of this coun- 
try have no more important busi- 
ness before them,” it was de- 
clared. 

Other ATA officers elected were: 
Henry English, Red Ball Lines, 
Dallas, Tex., first vice-president; C. 
J. Williams, Hillside Transit Co., 
Milwaukee, second vice-president; 
D. L. Sutherland, Middle Atlantic 
Transportation Co. Connecticut, 
third vice-president; Fred B. Huf- 
magel jr., Sun Oil Co., Philadel- 
phia, fourth vice-president. 

Charles P. Clark, Columbia Ter- 
minals, St. Louis, was re-elected 
treasurer, and Chester G. Moore, 
Central Freight Assn., Chicago, was 
re-elected secretary. 

In his annual report, President 
Ed Buhner declared the effect of 
the Taft-Hartley labor-manage- 
ment relations law in general “has 
been all that its authors hoped 
for, so far as our industry is con- 
cerned.” 

Buhner, chairman of the board 
of Silver Fleet Motor Express, 
Louisville, also urged association 
members all over the country to 
“pay more attention to this mat- 
ter of highway construction.” 

Buhner said he has been particu- 

larly impressed by the manner in 
which many of the state associa- 
tions are stepping up their safety 
activities, declaring they have 
“pitched into the safety program 
with energy and intelligence.” 

Ratification of a nationwide plan 
to interchange truck trailers was 
announced during the early session 
of the convention by the ATA’s 
Regular Common Carrier Confer- 
ence. 

Russell J. Hopley, director of 
Civil Defense Planning, told the 








convention a complete plan of 
operation for civil defense is ready 
and could be put in effect quickly 
in an emergency and said that 
heavy reliance would be placed on 
motor carriers “because of your 
outstanding flexibility in normal 
peace-time operation.” 

Addressing the first general ses- 
sion of the convention, Harvey S. 
Firestone jr. urged American busi- 
ness men to become more active in 
emphasizing the merits of com- 
petitive free enterprise both at 
home and abroad. 

“The record of the trucking in- 
dustry,” he said, “is a classic ex- 
ample of how a great oak can 
grow from a little acorn when the 
climate is right. Do not forget for 
a single moment that matter of 
climate. There are no oak trees 
at the north pole. 


“And there would be no trucking 
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CARLIFE AT ALABAMA PARLEY—Carlife Guaranty, 19711 Livernois, Detroit, exhibited at 
the White House in Biloxi, Miss., during the annual convention of Alabama dealers. Left, 
W. Tedd Sartin, the firm's Southeastern representative, explains the plan to W. S. Wheeler, 
Wheeler-Coons Motor Co., Pensacola, Fia. 


industry such as we have in the| private business. By contrast, un- 
United States today if it were not|der most other forms of govern- 
for the fact that our economic cli- ment, transportation is one of the 
mate down through the years ion classes of industry which is 
been conducive to the growth of! put under government ownership.” 
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Part of a fleet of 130 
FEDERAL TRUCKS operated 
by the State of Maryland 


\ Road Commission 
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(Continued from Page 3) 

being furnished enough cars to 
make a business of supplying the 
illegitimate market, the factory 
cannot fail to be aware of the 
situation. If the reports coming 
in show that the dealer has sold 
10 cars which pop up for resale 
at $1,000 over standard price and 
they would recognize this fact 
by taking 10 cars off the ensuing 
quota, this dealer would imme- 
diately change his ways. 

“You can’t make these fly-by- 
night boys good by reading to them 
a book of ethics or slapping them 
on the wrists. We have no power 
to settle this ourselves. The worst 
of these offenders are not among 
us. They are specialists. They do 
not belong to our union. The Unit- 
ed States once furnished scrap 
metal to make ammunition for its 
enemies. The automobile factories 
are now supplying not scrap 
metal but the finished product, 
which is routed with little indirec- 
tion, to the enemies of its estab- 
lished dealer organization.” 





AUTOMOTIVE NEWS offers a_ weekly 
audience of an estimated more than 100,000 
eee eet Want to buy or 
sell something? Try AUTOMOTIVE 
WANT ADs! —— 










FEDERALS HAVE WON 4y Costing Less to Run! 


@ For 38 years Federal has been building trucks 
that have enjoyed an outstanding reputation for 
ruggedness, dependability, low up keep cost, long 
life and bed-rock operating economy. 


Men in a position to judge—fleet owners, main- 
tenance superintendents, service mechanics, dispatch- 
ers and drivers—have learned by keeping comparative 


FEDERAL MOTOR TRUCK CO. 


and capacities up to 25 tons. 


DETROIT 9, 


MICHIGAN 


cost records, checking lay-up time, servicing and run- 
ning costs that Federal Trucks have those qualities of 
endurance, economy and rugged all-truck perform- 
ance that insure owner satisfaction. 


That's why so many truck users now say: “Toss the 
Tough Jobs to Federal." They're available in sizes 





Since 1910...Known in Every Country — Sold on Every Continent 
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e*ee ’ Re 
Used-Car Notes . . . Gunk Ups Size, Rep 
* a s * ° ° 
Building Rules Voided in N.J. Retains Price 
LAWRENCE, Mass.—Gunk, di- 

NEWARK, N. J.—Finding uncon-, under a new state constitution. Since enforcement of Section 15 gestive solvent of the Curran Corp., s 
stitutional the section of a state| “It seems apparent,” Judge| would be to “drive out of business will be packaged in new kits of ap- thoro 
statute requiring used-car dealers|Freund said in his ruling, “that|dealers using lots,” he held, the proximately seven gallons overall of all 
to have 1,000 square feet of in-|the restrictions imposed by the/effect is in clear violation of the size instead of the present five- Wh 
closed floor space and servicing| statute are an unreasonable clog/ federal and state constitutions. gallon size at no increase in price, this « 
equipment, Superior Court Judge| upon the conduct of the plaintiffs’} Besides the dealers’ association, it was announced here by A. F. Cur- no ac 
Freund said here he would issue| business and bear no reasonable| plaintiffs were William Groham of ran, research director of the com- built 
an injunction against its enforce-| relation to the lawful objects of|Irvington, John Pennington of pany. the c 
ment by State Motor Vehicle Com-| the legislation. Bloomfield and Abe Platt and Pointing out that actual full- tians 
missioner Magee. “The statutory requirement for| Michael Mauro of Elizabeth, indi- production delivery of the larger kit who 

The state motor vehicle commis-|a building has no relation to the| vidual dealers. omnm | 18 SCheduled for Jan. 1, 1949, Curran wealt 
sioner has been restrained since| public health, morals or general * * : “And, instead of the usual said the new, deeper container will you g 
last fall from holding show cause/ welfare; it imposes an arbitrary | Minnesota Looking Over temperature gauge .. .” permit, the adGition of soft battery Yo 
hearings on why he should not| restraint upon the use of land and water to the solution, thereby boost- in 4 
suspend or revoke the licenses of| constitutes an unreasonable, and Dealer Tax Returns effective, anyone wanting to sell a ing performance and adding life whic 
about 300 of the 1,500 used-car|hence unlawful, interference with} ST, PAUL.—State income tax re-|car bought in a state which doesn’t to &. of st 
dealers of the state who do not|the ownership of private property| turns filed in recent years by used- | require ownership certificates is go- cs | saat 
have permanent showroom and/and the conduct of business.” car dealers throughout Minnesota | ing to have to prove it belongs to 4 / had 
servicing space, required under the} Judge Freund further found that| are under special scrutiny by the | him. Gr eater Love safel 
motor vehicle certificate of owner-|the requirement that a dealer in-| investigative unit of the state tax} The current registration card of gage 
ship law of 1946, The temporary|stall servicing equipment would| department, it is revealed. a non-title state alone is not suffi-| Veteran Mechanic Buried dowr 
restraint had been issued by Su-|compel him, as a merchant, to} This was disclosed by William] cient proof of ownership under the with Home-Made Car were 
perior Court Judge Bigelow of the| engage in a servicing occupation.|G. Burkman, income tax division | new Florida law and will no longer} yapTOON. Ill.—Ha Wishart our | 
Appellate division while a vice-|Such would not be within the law-| director, who said a three-man|be accepted when not supported. 68 po am i man cost 
chancellor in the old Chancery|ful province of the legislature, he| special ‘unit, headed by William| State Motor Vehicle Commis-|hiricd here Oct 1 with his car. tion 
court. ruled. Engels, is investigating reports of | sioner John Kilgore explained that| yy, wishart’s will specified that Cadil 

Constitutionality of the law was He held that the requirement | all alleged black market operations |a would-be car seller can prove an 206- d -_ bike hich h Eve 
attacked in an action brought by| that a permanent building should | throughout the state. automobile belongs to him in any h as ey a it “bod r could 
the New Jersey Used Car Trade} be provided by a dealer within * * ¢ of the following ways: displaying a ad built be buried with bis y for fre 
Assn. and four individual dealers,| 90 days after issuance of a used- | Two St. Louis Dealers registration card of the previous | = a on wi 
represented by Henry Gottfried| car dealer's license is not en- year; producing the original bill of The = f l here | 
and Adrian M. Unger. forceable because the term “per- |Face Fraud Charges sale or a certified copy of it; show- | 2.4 6 ny hore ee sort ¢ 

Magee called the show | manent” is relative and has no ST. LOUIS.—Two former officials|ing a special affidavit signed by oan ona eP aneee: built b an Wiehe along 
cause hearings last November. | fixed meaning unless specific {of the Merit Motor Co., used-car|himself and two witnesses stating | .++ quring his lifetime ene whom 
He was represented by John Jd. | standards are set up. In com- | dealership here at 1720 S. Kings-| when and where the car was ob- pe mec or costun 
Kitchen as a deputy attorney | parison, he said the term “fire- | highway, have been indicted on| tained. bank | 
general, who contended the va- | proof” would be enforceable. three charges of fraud preferred oe wn eran ‘ae oad, ‘team eae landin 
lidity test was not brought in Judge Freund concluded that the| by the General Finance Corp. Ontario Dealer Installs method of reaching the’ men who want like b 
the proper court. Bigelow then | business of selling automobiles is| Sol Derman and Charles Wein- what you have or have what you want! would 
directed the filing of briefs. |a legitimate one in which the| roth are alleged to have borrowed Own Lighting Power Se ee an An 
Functions of the old Chancery | plaintiffs have been engaged many | $17,490 to buy 17 automobiles to} HAMILTON, Ont.— Century Mo- haircu 
court have since been taken over | years. They are entitled, he said, | place on their lot. H. T. Bruce, dis-|tors, Hamilton’s largest used-car more { 
by the Superior court in New |to constitutional safeguards for/|trict manager for the finance con-| dealer, is not permitting restrictions were (¢ 
Jersey’s new court system set up | the continuation of their business.|cern, said the cars have disap-|on use of electric power curtail its Mich., 

peared, but his company has not/| night business. mer ct 
been paid. A local grand jury re-| The firm has installed its own To o 
turned the indictments last week.| power plant for light during the Septen 
b tteuttou A lJ al Hi 0) | y F F A a: aN * * * ae omtns —— a — 
restrictions limit the use of power contini 
Ohio Auctions Reported hy businene Some. ouieane 
Moving to Other States ee to be : 
. ‘ Earl (Doc) Greiner will open his | Jury Holds Dealer Guilty and gl 
| used-car dealer auction at its new “A Sighs, 
Christmas is around the corner! | |ses-car dealer auction at its new | 4 945 @PA Violation we 
across the border into Michigan,} PORTLAND, Ore.—Clark T. * prison 
CREATE GOODWILL WITH YOUR CUSTOMERS on Thursday, Oct. 21. Wheelbarger, local used-car dealer, geons. 
It is reported that other Ohio| awaited sentence here last week of dis 
or ge are moving into Ken-| after being — coy Ay = age 
ucky, Pennsylvania and Indiana| eral jury of violating ceiling 
Your name, address, etc. as a result of a court decision | prices in 1945. ee erstwh 
Gold stamped in this... holding the auctions subject to an| Charged with selling an ex-GI that a 
¥ { oo Ohio auction law im-|a car for $1,950 oan wa ed - : 
t posing a 2 percent tax on proceeds. | ceiling price was $1,321, ee - 
NEW Redi-Record f . 7 « P ger faced a maximum $5,000 fine to offe: 

AUTOM 0 4 | LE Florida Title Law Requires | °" °m¢ year in jail, or both. Swi 

fr Proof of Car Ownership AUTOMOTIVE NEWS, the Newspaper of oa - 
Ww 

W AL T L TALLAHASSEE, Fla.—Under| in°america’s No. 1 Industry... an estl- Alps by 

see ia Pees Florida’s new title and lien law now ' mate of more than 100,000 readers weekly! There 

Every car owner needs and will | ear " 

pias eget ae Nash Dealers Honored... ran th 

needed car accessory. . ' , live ‘a 

FEATURES 4 re q 7 Compact days w 

© Organizes the glove compartment. es All-metal Was th 

© Has three roomy pockets. Displays 4 visors weathe 

® Holds and protects maps, papers, Pelnvtel a , F the sur 
cards, registration, etc. Includes up to 5 lines of bh fi dadlldidiad sdedieh Aaichaa as velvy 

© Equipped with a regulation 4x6 gold stamping for lots of where | 
memo pad and pencil. one hundred or more. For New Cros 

® Binding of extra fine simulated less than one hundred, ae 
Morocco leather. imprint charge $2.50 net. 

© Genuine 24K gold tooled. VIS:*O-SYAVF — 

¢® Available in seven colors to match Send one dollar for a sample of this at- p fate 

any car—brown, green, matoon, tractive automobile wallet. If not entirely © 
bive, grey, black, red. satisfied, return it and your money will be d 1 Ss pl a y ra c k — 
© A most appropriate gift. The per- cheerfully refunded. This one dollar will fe * 
fect year ‘round reminder. also be credited upon receipt of your order. VIS-O-SHADE continues to set its = 
12 to a box. Individually boxed six cents each add. the pace in visor sales—with active 

This AUTOMOBILE WALLET is a MUST for all MOTORISTS. It’s handy, help- the new, all-metal VIS-O-SHADE a 

ful. Send in your order today. ; ‘‘merchandiser’’. dtd 

10-POINT NASH ZONES—All Nash dealers in the New York and Pittsburgh zones have It's your key to the vast after | Spring 

i E iV I nt E C 1) Nt iV PRODUCTS CO. ache ve, the ais chon. The Bufalo'sone wan the fs sone “nthe ne po. bere "00" “ market—driver after driver who onan 

center." reward for ac v 

251 FIFTH AVENUE NEW YORK 16, N. Y. New York tchoah and Pittsburgh (below) & Senmuet one ane aon wah octet NEED visors, WANT them—and just si 

- plaques. will BUY when they're displayed. this w 

It’s yours—FREE with order “Todas 

for 12 visors. Write, wire today. SO we ¢ 

re i D E Orders placed through distribu- oo 

°o r tors. Fair-Traded. Seauien 

new bui 

Automotive News among 

e 

ANSWERING many requests from our ry = 

readers for a semi-permanent binder to The “ais 

retain this publication for ready--reference. luxury | 

Only recently have we been able to secure able the 

a quality binder which will stand the gaff ean 

and which we can recommend. This binder tourists 

is covered with black Levant Icather cloth, South A 

stiff sides, holds 26 issues of Automotive are me: 

News in removable metal blades. Price $7.50 Tom Mi: 
postpaid to our subscribers. 

AUTOMOTIVE NEWS oberr. DETROIT 26 THER 

2439 SOUTH MICHIGAN AVE., CHICAGO 16, ILLINO:S cars 
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Report from Publisher Slocum: 


On Road Travel in Europe 


(Continued from Page 8) 
thoroughly sold on this most unique 
of all the world’s cities. 

When you gather the idea that 
this city of lagoons-for-streets was 
no accident, but rather that it was 
built this way to protect it from 
the constant raids of Turks, Egyp- 
tians and the medieval Capones 
who had eyes only for the great 
wealth which the city possessed, 
you get a different picture. 

You leave your car miles away 

@ modern six-story garage, 
which Fiat built for the purpose 
of storing visitors’ cars. For an 
additional 60 cents per day, we 
had a “locked-stall” so we could 
safely leave a portion of our lug- 
gage in the car. We climbed 
down into a waiting gondola and 
were poled two or three miles to 
our hotel at less than it would 
cost in a taxi from the NYC sta- 
tion in Detroit to the Book- 
Cadillac. 


Every 10 feet of this ride, you 
could have taken a picture suitable 
for framing. Everything that moves 
on wheels in a modern city street 
here passes you silently in some 
sort of a boat, but always poled 
along by one or two natives, all of 
whom appear dressed for a fancy 
costume ball. Every home, store, 
bank and hotel is provided with a 
landing dock. The spires are striped 
like barber-poles at home, which 
would make it rather confusing to 
an American intent on a shave or 
haircut. As at home, it seemed 
more than half of the motor boats 
were Chris-Craft, built at Algonac, 
Mich., a few miles from our sum- 
mer cottage. 

To our surprise, we learned that 
September is the best month in the 
Venice season, but most Americans 
continue to visit here during the 
summer holidays. There is much 
to be seen here, from lace-making 
and glass-blowing to the Bridge of 
Sighs, the latter so named because 
it was the route of condemned 
prisoners on their way to vile dun- 
geons. That was the simple method 
of disposing of your opponents 
practiced by the politicians of those 
days and still continued by our 
erstwhile friend, Joe Stalin. But be 
that as it may, keep Venice on 
your itinerary—no where else on 
this earth can you see what it has 
to offer! 

* ¥ * 

WITZERLAND IN Autumn—To 

get to Paris from Italy, you have 
no alternative but to climb over the 
Alps by whatever route you choose. 
There are many passes, but most 
are closed because of ice and snow 
from October to June. We even 
ran the risk of being snowbound 
the end of September, but we must 
live right, because during the three 
days we were in the mountains, it 
was the most glorious early fall 
weather. The glaciers sparkled in 
the sun and the valleys were green 
as velvet with fall flowers every- 
a a petnsten. 

ssing the border from I 

we had the first glimpse tn 
Swiss army which is world fa- 
mous, This little country which 
has remained aloof from all war 
for more than a century, although 
continually surrounded by war- 
ring nations, is the great example 
of universal military training at 
its best. Every man, during his 
active years, must be in uniform 
three weeks out of every year! 
He is always ready for instant 
service. A whole nation can 
spring to arms overnight. The 
result has been that the countries 
which surround Switzerland have 
just seen fit to keep hands off 
this wealthy and contented little 
country. 

Today only Sweden and Belgium, 
SO we are told, can compare with 
Switzerland in the recovery since 
the war, which has resulted in a 
genuine prosperity. You can see 
new buildings everywhere, not only 
among the priceless little Swiss 
chalets which dot the mountain 
sides, but in modern store fronts 
and office buildings in the cities. 
The display of jewels, furs and 
luxury items is even more notice- 
able than in the States. Of course, 
this country attracts the wealthy 
tourists from all over the world. 
South Americans and East Indians 
are mere numerous than persons 
from Maine or California. 

* * 


(THERE are more American-built 
cars here than anywhere else 


we have visited. I understand there 
is no restriction on the number of 
foreign cars which can be imported 
and the duty, based on weight, is 
only about $350 on a Ford, Plym- 
outh or Chevrolet. The result is 
that in driving up from Geneva 
last Sunday evening, we met more 
traffic than I have seen anywhere 
else, even in the cities. I would 
judge that at least half of the cars 
were American, with our more ex- 
pensive cars in greater proportion 
than at home. Gasoline is un- 
rationed and of excellent quality, 
comparable in octane rating with 
our own, which is not true in 
France or Italy, but the price is 
about 60 cents per gallon, 
Speaking of Geneva—a beauti- 

fully situated city which ex- 
presses peace, contentment and 
well-being—we drove over to see 
the League of Nations buildings 
along Quai Woodrow Wilson. 
They contain, I would guess, 
about as much floor area as the 
General Motors building in De- 
troit and appear fully as modern 
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the Cleveland Plain Dealer is among the leading metropolitan 
newspapers in the nation in passenger car advertising lineage. Intensive and 
extensive coverage of a most important automotive market, plus the 


high reader interest and reader influence of the Plain Dealer are positive 


AFTER 
YEAR... 


in construction. They are situ- 
ated in a beautiful park from 
where you can see snow-covered 
Mount Blanc, which suggests the 
permanence in ideals for which 
all men should strive. These 
buildings were erected after the 
first World War to house the 
first attempt at a union of na- 
tions to prevent war. 

* * * 

Here is something I have been 
wanting to say in recent letters 
home: The best thing that can 
happen to the United States is 
for you and me and a million or 
so other taxpayers to come over 
here and size up at first hand 
what goes on here! 

Our representatives who come 
over on official errands become in- 
volved in a network of political 
intrigue and philanderings with 
which the average John Doakes 
from Kokomo are absolutely unable 
to cope. Our military attaches soon 
learn to click heels and strut about 
with the best of the bemedaled 
officers in their dress-parade uni- 





How to save on gas. A woman 
pushed a baby buggy bearing her 
husband from Liege, Belgium, to 
Paris, a distance of 200 miles. 


forms. Our press correspondents, 
who come prepared to tell the 
truth, the whole truth and nothing 
but the truth in their papers back 
home, soon find if they are to 
remain they must conform with 
certain protocol of behavior mostly 


forced upon them, not by demands 
of the foreign governments which 
are their hosts, but by the paid 
representatives of our own state 
and military departments. 

In my humble opinion, most of 
our involvement in their century- 
old jealousies and enmities over 
here is our doing. It is not a nice 
picture and one hesitates to men- 
tion it, but I will defy anyone whom 
I would label an average American 
businessman to come here for a 
few weeks or months and fail to 
arrive at somewhat near the same 
conclusion, Perhaps it changes your 
opinion somewhat when you are 
paying your own expenses—if you 
get what I mean!—G.MS. 

(Publisher Slocum will cover 
the Paris Automobile Show in his 

Sixth Letter home.) 


Beckwith to Build 

Hugh T. Beckwith, Inc., has an- 
nounced plans to erect an automo- 
bile showroom at the southeast cor- 
ner of Henry and Carroll Sts., Bing- 
hamton, N. Y., on a site purchased 
from the New York State Electric 
& Gas Corp. 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 








Facts for Advertisers 


® Do you know where to locate 
dealers to achieve maximum 
sales volume? Do you know the 
past automobile buying perform- 
ance of the areas your dealers 
serve? The Plain Dealer Market 


Survey Department can answer 
not only these questions, but can 


also reveal detailed sales break- 


downs from 1928 to 1948, and 


forces in the maintenance of Cleveland’s high new car sales record. 





CLEVELAND 


A. S. Grant, Atlanta 


trace Plain Dealer readership to 
car sales. We'll be glad to make 
an appointment with you to 
discuss in detail your market- 
ing potentialities in Cleveland. 


PLAIN DEALER 


Cleveland’s Home Newspaper 
Cresmer & Woodward, Inc., New York, Chicago, Detroit, San Francisco, Los Angeles 
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Proposed Changes in Reg. W | 


Draw Finance Firms’ Fire 


CHICAGO. — Two Regulation W 
amendments proposed by the Fed- 
eral Reserve Board were the target 
of strenuous objections in a reso- 
lution adopted by the executive 
committee of the American Finance 
Conference. 

Special opposition was expressed 
to the proposed amendment where- 
by any instalment contracts, the 
terms of which do not comply with 
those prescribed by Regulation W, 
would be dechared invalid and void. 

This amendment, the committee 
resolution stated, would, if carried 
out, “be illegal, unconstitutional as 
in violation of due process of law, 
and wholly outside the power” of 
the Federal Reserve Board. 

The proposal, the committee 


Orange Motor Cited 


Charles H. Touhey, president of 
Orange Motor Company, Albany, N. 
Y., recently was presented with a 
“four-letter dealer award” by Ray- 
mond H. DuFlon, New York City, 
district representative of the Ford 
Motor Co. 








Model JB-530 


Model A-2 Lift 


UN 


Model MK-663 





Model JB-23 


pointed out, “would also place the 
assignees of instalment sales con- 
tracts in the position of purchasing 
such contracts at their peril be- 
cause of an inability of such as- 
signees to know of any collateral 
or hidden side contracts which 
might exist between the original 
parties to the contract for pur- 
poses of evading Regulation W.” 

Furthermore, the resolution stat- 
ed, “the committee feels assured 
that the Federal Reserve Board 
already has adequate enforcement 
power conferred upon them as spe- 
cifically outlined by the congres- 
sional resolution which empowered 
the board to revive credit controls, 
without the aid of any additional 
enforcement power.” 

An additional objection by the 
committee was that it is wholly 
unnecessary to attempt the use of 
enforcement methods “of doubtful 
legality,” and that the proposal 
would have the effect of working 
“undue economic hardship upon a 
particular group.” 

The other proposed FRB amend- 


gineering skill 


CUTS A MELON—This 173-pound melon was 
sent to H. C. Doss, vice-president in charge 
of Nash sales, by Powell Nash Motors, Hope, 
Ark., “the watermelon center of the world." 
Doss carved it with a meat cleaver and served 
it to the members of his sales department. 





ment deemed harmful is one re- 
quiring that modernization and re- 
pair loans be included within the 
terms of Regulation W. 


and honest workmanship 





NEWS, OCTOBER 18, 1948 _ 


NEW YORK. — Since its incep- 
tion, Chrysler Corp. has been “a 
marriage of intelligent engineering 
with sound shop practice, and a 
model of financial housekeeping at 
all times.” 

This is the observation of an 
article entitled “The Chrysler Oper- 
ation,” appearing in the October 
issue of Fortune magazine. — 

Noting that Chrysler’s “philoso- 
phy of carmaking begins with the 
product,” the article declares: 

“It’s not surprising, therefore, 

that from a manufacturing stand- 
point Chrysler Corp. has a repu- 
tation for being a brilliant oper- 
ator, perhaps the best in the 
automobile industry.” 

A big factor in the high earnings 
rating scored by Chrysler, Fortune 
states, is the corporation’s proven 
efficiency at turning over materials 
and selling finished products with 
a minimum of waste. 

“Before the war,” the magazine 
explains, “it was common for 
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Users of U.S. equipment will testify that you get more for your 
equipment dollar from U. S. Over 34 years of experience in 
COTM i eh ed ee al 
every piece of U. S. equipment. 


QUALITY Made from the best materials —with the finest en- 


that is U.S. equipment 


aaa: U.S. equipment is designed and per- 


fected to deliver the highest efficiency, 


lowest operating and 


maintenance cost, and greatest merchandising values to the user 


There is a wide choice of types and styles to fit any need 


t) 
eUMATIC ACCESSORNES 


AIR COMPRESSORS 


Lee oe eee ee 


$300 HARVARD AVENUE . ° . 


LUBRICATING EQUIPMENT 





i CHOOSE YOUR EQUIPMENT FROM 
ied THE COMPLETE U. S. LINE eeecee 


~. AIR COMPRESSORS—from ‘4 HP to 5 HP. 


DRIVE-ON AND FREE WHEEL LIFTS —Single post type; 
8,000 Ibs. capacity. 
LUBRICATION EQUIPMENT —for any service or purpose. 
Equipment for the Farm, Manufacturing Plant, Service 
é Station, Car Dealer, Garage, Airport, Body or Paint Shop. 
U.S. equipment is sold and used throughout the world 
as standard equipment. 


Contact your nearest U.S. jobber or write us direct for 
information on the equipment you are going to buy. 


Send for Air Compressor, 
Lift and Lube Equipment Catalogs 


in TT STATES AIR COMPRESSOR COMPANY 


CLEVELAND 5, OHIO 


aan an ed Double-check U.S. acceptance for yourself 


among the owners of U.S. equipment in your community. 
















PNEUMATIC ACCESSORIES 


Sound and Solvent 


Efficiency of Operation Keeps Chrysler Corp. 
In the Chips, Magazine Points Out 











Chrysler to turn over its working 
capital at about twice the rate of 
its nearest competitor. Obviously, 
the story that Chrysler is faster on 
its factory feet than the average 
automobile company isn’t fiction.” 

Cited as examples of Chrysler’s 
budget consciousness are the re- 
investment of over $400,000,000 in 
plants and equipment; concentra- 
tion of most company plants in the 
Detroit area; cash-on-hand supply 
of about $200,000,000 and the extent 
of parts standardization in the 
Chrysler vehicle line. 

“Some 10 years ago, when the 
Federal Trade Commission was 
poking around in automobile-indus- 
try operations, it published esti- 
mates on profits per car,” Fortune 
recalls. 

“Chrysler showed a profit of $66 
on its Plymouth, compared with 
Chevrolet’s profits of $38 per car, 
and Ford’s of around $5. These, 
of course, were not figures one 
could sleep on then, much less 
today, but they are something to 
keep in one’s mind when perusing 
the sales statistics of the Big 
Three. 

“If his competitors still have to 
sell almost twice as many cars to 
make just a little more profit, one 
can appreciate why K. T. Keller 
(Chrysler president) prefers to curl 
up with his cost sheet rather than 
a volume of production reports.” 

Chrysler’s guiding objective—that 
of keeping its operation on a con- 
sistently sound level—rules out a 
sales leadership drive such as that 
on tap between Chevrolet and Ford, 
the article says, adding: 

“The point is that the Plymouth, 
like every car in the Chrysler line, 
is handled by the Chrysler manage- 
ment in whatever fashion the man- 
agement decides is best for the 
Chrysler Corp.’s position as a whole 
in any given year. 

“Plymouth, of course, represents 
Chrysler’s fine foothold in the low- 
price field. As such it is Chrysler’s 
insurance against depression, and 
Chrysler wouldn’t consciously let it 
slip appreciably no matter how 
good the times. 

“But in the Chrysler scheme of 
things, Plymouth is under no obli- 
gation to scalp either Chevrolet or 
Ford in sales, whereas Chevrolet’s 
advertising punch line is ‘Chevrolet 
and only Chevrolet is first,’ and 
Ford’s fighting slogan is ‘Beat 
Chevrolet!’ 

“If Mr. Keller’s plants are run- 
ning close to capacity and reflect 
a high profit level (and in the 
Chrysler operation these two con- 
ditions are practically synony- 
mous), the question of who beats 
whom is almost a matter of in- 
difference.” 

Fortune quotes a summarized 
statement of Chrysler policy at- 
tributed to B. E. Hutchinson, cor- 
poration vice-president and chair- 
man of its finance committee, as 
follows: 

“‘The fundamental policy of 
Chrysler is to engineer good prod- 
ucts, provide good facilities with 
which to make them, pay off your 
debts, and divide what is left with 
your stockholders, giving them as 
much of it as you can.’ 

“There is no nonsense in the 
statement about ‘leadership,’ or 
‘contribution,’ nor is there any pious 
reference to the heritage Chrysler 
has received or the legacy it might 
leave,” the magazine comments. “It 
(the statement) has the cold, clear 
ring of the countinghouse.” 





New Traffic Toll Law 


Predicted for 1948 

NEW YORK.—An all-time 
low rate of traffic deaths in 1948 
was predicted last week by Maj. 
Gen. Philip B. Fleming, federal 
works administrator and chair- 
man of the President’s Highway 
Safety Conference. He spoke be- 
fore the annual convention of 
the International Assn. of Chiefs 
of Police. 

The rate at the end of th« 
year should be six deaths pe! 
100,000,000 vehicle miles, Gen. 
Fleming said, compared to a 
rate of 12 in the early montiis 
of 1946. The rate last year was 
reduced to 8.6 and currently is 
below seven, he said. 
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ANOTHER NOT Mutaay til 


Ford Dealer Schoo 


|L. W. Smead, assistant general 
| sales manager, said that the school 
is designed to give young men 


To Open Today | selected by dealers—many of them 


DETROIT. — Forty-one young] dealers’ sons—a sound background 
| men from all parts of the U. S. 
‘ and one from Ireland will attend 
the 12th session of Ford’s Mer- 


of knowledge for responsible deal- 
ership jobs. Sales department heads 
conduct a major part of the in- 


chandising School opening Oct. 18. | struction. 
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GREY IRON CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 186 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 





DESIGNED TO MEAN... MORE PROFITS FOR YOU! 


New car purchasers are always 
“‘travel-minded.”” You will find 
it easy and profitable to sell them 
nationally advertised ‘Travel Test- 
ed” MAXIMILLIAN matched 
luggage . . . which they can con- 
veniently pay for as part of their 
car payments. 
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THE VIKING 

Men's 2-piece set consisting of 2-Suiter and Overnighter. Lightweight, overlap- 

ping steel frame. Solid brass hardware. Scientifically designed clothing fixtures, 

| tel ORDER DIRECT FROM THE MANUFACTURER TODAY! 


FIRMAN LEATHER GOODS CORP. 
137 EAST 25th STREET, NEW YORK 10, N. Y 


No. OF SETS 





‘ your 

Please ship following: DEALER'S COST INCL FED. Tax 
No. 1C—2-pe. VIKING Set in Top- 
Grain Cowhide or imported Pigskin. 
No. 1D—2-pc. VIKING Set in 


Debulf Cowhide. 




















FIRM NAME 





ADDRESS creer COTY cemeenmmemmnes STATE cee 
BUYER'S SIGNATURE 


Also send me illustrated catalogue. ‘and price Tist of your complete Tine. 
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Moffett Repeats 
As Golf Champ 
Of South Calif. 


RANCHO SANTA FE, Calif.—Re- 
peating for the second year, 
Vaughn Moffett, Ventura Lincoln- 
Mercury dealer, beat Hank Rhoads, 
Chevrolet dealer of Beverly Hills, 
one up, to retain his dealer golf 
championship crown last week at 
Rancho Santa Fe. 

Rancho Santa Fe, eight miles 
from Del Mar, was the scene of 
the annual Southern California 
Motor Car Dealers Assn. golf tour- 
nament. Over 250 dealers attended 
and there were 18 flights, depending 
on each golfer’s handicap. 

Burt Roberts, secretary of the 
SCMCDA, acted as general man- 
ager. Mildred Haskins, secretary of 
the San Francisco Motor Car Deal- 
ers Assn., was the honored guest. 

Walter Tufford (DeSoto-Plym- 
outh), San Diego, was general 
chairman of the event, with Jim 
Van Etta, Santa Barbara; Spencer 
Honig, Los Angeles; Don Hastings, 
Santa Monica, and Jim Thrasher. 
Bakersfield, all on the general 
chairman committee. 

One of the events was a scenic 
tour of San Diego harbor for the 
ladies and an _ inspection tour 
aboard one of the country’s largest 
aircraft carriers. 

Over 200 dealers and their wives 
attended the famous jai-alai games 
at Tijuana, Mexico. 


Wright to Address 


New Jersey Assn. 
At Annual Parley 


NEWARK, N. J.—Ben T. Wright, 
NADA president, will be one of the 
principal speakers at the 30th an- 
nual convention of the New Jersey 
Automotive Trade Assn., Oct. 21-22, 
at the Hotel Traymore in Atlantic 
City. 

Wright’s address, “How Do We 
Go From Here—United or Divid- 
ed?” will be delivered on the second 
day of the meeting. 

Second day activities also include 
the annual meeting in the morning, 
conference in the afternoon plus a 
luncheon featuring Thomas R. Reid, 
“Human Relationist Extraordinary.” 
Members will also have an oppor- 
tunity to watch the broadcast of 
Henry J. Taylor, news commen- 
tator, from the convention head- 
quarters. 

Other entertainment consists of 
parties, dances, the annual banquet, 
a Broadway revue and a lobster- 
steak party. 





Letterbox | 

(Continued from Page 4) 
to the contract so that they can 
pay us, but rather want a part of 
their normal profit which they call 
an acquisition cost or commission. 
After all, we dealers pay a commis- 
sion for the acquisition of business, 
salesmen’s commissions, and we do 
not boost the price of the vehicle 
to take care of the commission 
paid. 

Other industries pay acquisition 
costs, for example the commissions 
paid by insurance companies to 
agents for business. To me it does 
not appear unethical for a financial 
institution to pay an acquisition 
cost, and this practice is not con- 
trary to methods used by other in- 
dustries who are not condemned | 
for this practice. 

I believe I am correct in stating 
that state insurance boards or com- 
missions when arriving at rates to 
be charged in that state by insur- 
ance companies allow a certain per- 
cent of the rate for acquisition 
costs (commissions paid to agents), 
which cost is passed on to the pur- 
chaser of the insurance, and this is 
not referred to as a pack; in fact, 
the authorities realize it is a nor-| 
mal and usual expense. » 

What I am trying to say is, we| 
do not want any additional expense | 
passed on to our customers. What | 
we want is a commission for creat- 
ing the business and channeling it 
to our finance connection, and we 
want this commission to be a por- 
tion of their regular published 
charge.—D. B. Wuey, Sellers & | 
Wiley, 818 Main St., Fort Worth, 
Tex. 

Eprror’s Note: Thanks for a 
clear explanation of NUCDA’s 
action. 














FORD DISPLAY IN _BANK—Cooperative use of window display space is shown in the win- 


dow of the Farmers Deposit National bank, 


Pittsburgh. Arrangements for the display were 


worked out with bank officials by H. M. Lidgard, Pittsburgh Ford district manager, and scale 


models of the ‘49 Ford were used. 
of the Pittsburgh office parts department. 


The background was painted by W. F. Vogel, an employe 


Ziesmer Warns Minn. Dealers 


To Get Goodw 


ill-Conscious 


(Continued from Page 14) 


and indifferent to public relations 
and careless in protecting his busi- 
ness reputation. 

Ziesmer told dealers to devise a 
policy, then definitely identify 
themselves with that which is best 
in the industry and declare them- 
selves accordingly. 

“Then you will discover most 
of criticism directed against your 
place of business will die out in 
a hurry,” he said. 

“Clean up your own backyards, 
display your own colors, educate 

your employes, and see that the 
place stands for the highest stand- 
ards in automobile merchandise 
and best ethics in this business.” 

Economist Edward Payton of 
Cleveland forecast good business 
conditions for at least another year 
in the automobile and other in- 
dustries. He told dealers not to get 
hoggish in their own communities 
lest the public get “next to you 
in short order. It’s what you do 
where you are—not what a hired 
liar (public relations man) says,” 
he said. 

Payton dwelt at some length on 
discussing packaged maintenance 
service. He suggested that great- 


er profits for less time and labor 








A HANDSOME PROFIT 
FOR YOU IN 


FENDA-GUARD 
1107 Fox Street 
New York 59, N. 





Please ship us 








could be realized by the sale of 
rebuilts. He noted that mail or- 
der houses were tripling their 
orders for these motors and ad- 
vised dealers to get on the 
“bandwagon.” 


W. W. Squier, director of edu- 
cation for Sun Electric Corp., dis- 
cussed in detail the technique of 
improved customer relations 
through the use of a “diagnosis” 
department, now being successfully 
used by many dealers. 

Other speakers included John 
Stokes, tax consultant, and Rich- 
ard T. Cannon, Universal Under- 
writers, Kansas City. 





Display Assortment Offered 


For Everflex Hoses 


Everhot Products Co., 2001 W. 
Carroll Ave., Chicago, announces a 
new dealer display assortment of 
its Everflex defroster and fresh air 
intake hose. 

This display contains a six-foot 
length of each of the popular sizes 
of defroster and fresh air intake 
hose for most cars and trucks, 
ranging in size from 1% inches to 
4 inches, inside diameter. 





BUY DIRECT FROM THE 
MANUFACTURER! 


Except in t 


erritories covered by distributors. 


DA-GUARD 
Coe keer 


I * 


Each set guarantees beauty and 

safety for fenders, lights and trunk. 

® Finest High-Grade Steel 

® Triple Chrome Plated 

® Quickly Installed — No Holes to 
Drill 

® Protects Both Front and Rear 
of Car 

© Shipped to You Ready for Instal- 
lation 


Our Price To You Retail 
Fenda-Guard Set for — Price 
1949 Ford $24.30 $40.50 
1946-48 Dodge 18.00 30.00 
1946-48 Plymouth 15.00 25.00 
1946-48 DeSoto 19.50 32.50 


Note: Territories available for dis- 
tributors and salesmen. 


Terms: Open to rated accounts. 


C.0.D., F.O.B. N.Y. 


Otherwise, 


— 1949 Ford Fenda-Guord sets at $24.30 per set 


. 1946-48 Dodge sets at 18.00 per set 
_ 1946-48 Plymouth sets at 15.0C per set 
_—. 1946-48 DeSoto sets at 19.50 per set 
C) Enclosed is our check for $____[] Ship C.0.D. 
DUN ale eoeeieelee tea 
TN icetetpesites eee eee SEL 
og ee. Se ee ON 
City.__.______ Zone__State__._ 
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Wright Joins Dale 

Dale Chevrolet Co., Waukesha, 

Wis., announces the appointment 

of L. V. Wright’ as manager for 

the sale of Chevrolet trucks. 


Just as Miss Liberty sym- 
bolizes a warmth of hos- 
pitality and friendliness 


to visitors arriving inside 
U.S.A., so does the Hotel 
Fort Shelby represent 
those cherished qualities 
to visitors in Detroit. 


Conveniently located, 
The Fort Shelby is famed 
for the recognized value 
it offers in its 900 rooms 
with bath, chairside ra- 
dio, servidor, and circu- 
lating ice water; as well 
as its two excellent res- 
tavrants and attractive 
cocktail lounge. 


GARAGE AND PARKING FACILITIES 
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“3 FORT SHELBY 


* 4 DETROIT 
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INSURANCE 
CONTRACTS 
AVAILABLE 


for 


Finance Companies 
and 


Automobile Dealers 
* 


A profitable insurance con- 
tract is available to you with 
a Stock Insurance Company 
operating nationally, and 
writing fire, theft and colli- 
sion on financed automo- 
biles. It will pay you to 
wire, write or call. 


* 


Finance Insurance Co. 
219 So. Broadway 
Phones 22816 and 20572 
WICHITA, KANSAS 


! aPeeeeeeeeeeno 


m8 
8 
8 

m8 
8 
a 
8 
8 
8 
8 
8 
6 
£ 


WSs eee weeawn 


TUB AND SHOWER 
IN EVERY ROOM 


shee oi 


HOTEL orrroir 


CADILLAC SQUARE 


ONE BLOCK EAST OF WOODWARD 


C.G. PARKER 
Manager WOodward 7 


CONVENIENTLY LOCATED 


try Le 


AN OKLAHOMA CHAMPION—Sponsored 
Merle Clark has entered this registered Jerse 
in cooperation with the McAlester chamber o' 
Chevrolet Co. 


that Kramer had been “in ca- 
hoots” with Knetzer in their auto 
sales operations. Kramer’s bank- 
ruptcy petition stated that Knet- 
zer owed Kramer $1,500,000. The 
Kramer petition contained 22 
typewritten pages of names of 
persons Kramer owed money. 
Investigators said that Knetzer 
lost $85,000 in money advanced by 
customers, who were promised auto- 
mobiles within 30, 60, 90 and 120 
days. This was lost, it was said, 
through Knetzer’s attempt to pur- 
chase 150,000 acres of land in Wyo- 
ming which he intended to develop 
into a tourist resort with hunting, 
fishing and riding as attractions. 
The purchase price was to have 
been between $2,000,000 and $3,000,- 
000 and the $85,000 paid by Knetzer 
was “earnest money.” When he was 
unable to make the additional pay- 
ments the deal fell through. 

It also has been reported that 
Knetzer was a lavish spender, and 
made trips in privately owned air- 
planes to the Wyoming site, which 
is called Swamp Creek lodge. A St. 
Louis interior decorator, it has been 
learned, was employed to decorate 
the lodge at a cost of $13,000. 

State’s Attorney C. W. Burton 
of Madison county, who obtained 
the “confidence game” warrants 
against Knetzer, took action after 
he had scrutinized the books of 
Knetzer Motor Sales Co, and in- 
terviewed three former employes. 

“There’s a definite link between 
the two (Knetzer and Kramer),” 
Burton declared. “Kramer’s brother, 
Joseph Kramer, who lives on a farm 
near Jerseyville, said kind things 
about Knetzer although Arthur 
Kramer now claims Knetzer owes 
him $1,500,000 and Kramer’s credi- 
tors say he owes them $2,387,056. 
“Joseph Kramer said, ‘Arthur is a 
very rich man and the last time 1 
saw him he said he would be oper- 
ating again within three weeks. 
Arthur is not worried.’ Concerning 
Knetzer, Joseph Kramer said, ‘They 
have got the wrong man or I am a 
fool. He’s a big-time operator. I 
never heard a bad word about Mr. 
Knetzer. Of course, they’re a few 
people who did not get cars who 
curse him out, but most everybody 
has a good word for him.’” 

The possibility of the federal gov- 
ernment taking action against 
Knetzer developed when J. Harold 
Marks, in charge of the Chicago 
postal inspector’s office, said five 
Chicagoans have informed him that 
they sent advance deposits they 
paid Knetzer to Edwardsville by 
mail and received a receipt by mail. 

While asserting that no evidence 
has yet been uncovered showing 
that Knetzer had solicited custom- 
ers or made them promises by mail, 
Marks said that he believes the 
government could make a strong 
case, if the state doesn’t. 

It was also ascertained that 
Knetzer returned more than $200,- 
000 in advance payments on new 
automobiles to more than 200 cus- 
tomers who grew tired of waiting 
for delivery and demanded their 
money back. This new develop- 
ment was furnished by James Q. 
Walker of Edwardsville, Knetzer’s 
former partner. 

“In the last three months,” Walker 
stated, “Knetzer paid off a lot of 
people—200 or more. Some of them 
had put in more than one order. 
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McAlester, Ok'a 


by Eastern Chevrolet Co., 
heifer in a 4-H club dairy program conducted 
L. V. McCann, manager of Eastern 
is pictured inspecting cow which won the reserve grand championship in the 
McAlester dairy show. 


commerce. 


Oldsmobile Cancels Knetzer; 


Fraud Counts Face Pair 


(Continued from Page 2) 


The deposits for single cars were 
$1,000 and up. 

“For two years Knetzer said he 
was going to give the stock to me, 
Orval Legate, who was sales man- 
ager, and Robert Heidinger, man- 
ager of our repair department. We 
didn’t think anything unusual about 
it; Legate got 170 shares and Heid- 
inger 165. 

“I knew Knetzer sold some cars 
to Kramer but I didn’t know how 
many and I didn’t know Kramer 
was his agent. I don’t blame people 
for being sore. Some still have faith 
in Knetzer and I would like to see 
him pay off. We have had a lot of 
people calling on us at our homes, 
asking for their money. I don’t 
want to see another automobile 
again.” 

Another development came _ to 
light when Kramer’s attorney, Alvin 
H. Petitt, Jerseyville, announced 
that seven uncashed checks, each 
made out for $1,740 as a car deposit, 
had been found in Kramer’s home 
and have been turned over to I. H. 
Streeper, Alton (Ill.) attorney, who 
has been appointed federal referee 
in bankruptcy for Kramer. 

Speaking for Kramer, Petitt said 
his client’s bankruptcy petition 
shows his tangible assets total less 
than $35,000 and include $23,400 in 
cash, his farm and a Cadillac auto- 
mobile. 


An examination of Knetzer’s 
books by authorities has revealed 
that Knetzer lost money heavily 
on most of the 1,300 automobiles 
he sold during the last 18 months. 
Burton said that most of the peo- 
ple fortunate enough to obtain a 
machine through Knetzer paid 
less for the car than he did. 

The Illinois Automotive Trade 
Assn. has established the fact that 
many 1948 sedans sold by Knetzer 
through Kramer for $1,637 to $1,740, 
depending on the prevailing list 
price, were bought for as much as 
$2,550 from used-car dealers. While 
Kramer has admitted having 1,340 
creditors, the number who paid cash 
in advance and did not receive 
automobiles is yet to be determined. 

The penalties on the charges 
lodged against Knetzer and Kramer 
range from one to 10 years in the 
Illinois penitentiary on each charge 

U.S. Postal Inspector Martin J. 
McGee, East St. Louis, has also be- 
gun an investigation. 

. * > 


Chicago Area Dealer Held 


As Confidence Schemer 


CHICAGO.—Liberal publicity 
given to the “alfalfa lot” car oper- 
ations of Robert L. Knetzer and 
Arthur F. Kramer had its reper- 
cussions here when Mel Owsley, 
who maintains establishments in 
suburban Bellwood and Stone Park, 
was arrested by highway police on 
25 warrants charging the conduct 
of a confidence game. 

The downstate Illinois case cre- 
ated a panic among customers who 
had placed orders with Owsley and 
then sought the return of deposits 
because of non-delivery of cars 
purchased. 


Calhoun Motors Contest 

Calhoun Motor Co. (DeSoto- 
Plymouth), 13th and Wilmer Sts., 
Anniston, Ala., is sponsoring a 
football contest in which cash 
prizes are to be awarded. 





1,500 Frisco Bound 


NADA Reports Heavy Registration 
For ’49 Convention Jan. 24-27 


WASLIINGTON.—More than 1,- 
500 registrations have already been 
received for the 1949 National 
Automobile Dealers Assn. conven- 
tion in San Francisco next Jan. 
24-27, Ray Chamberlain, NADA 
convention manager, reported last 
week. 

Several improvements are being 
made in the convention program, 





according to Chamberlain. He said 
general meetings would be held 
only in the afternoons. 

Another new feature at the com 
ing parley will be a series of clinics 
on topics of interest to dealers 
Such clinics have already been ar 
ranged on employer-employe rela- 
tions, highway safety, sales man- 
agement, taxes, truck merchandis- 
ing and service. 

NADA’s 1949 dealer symposium 
will deal primarily with service 
topics, Chamberlain said. 






































Slocum 
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Delages, all sporting price tags 
averaging $10,000 each. These cars 
offer the dubious advantage of be- 
ing able to carry an owner around 
at double any speed limit. 

French Designer Jean Albert 
Gregoire showed his newest prod- 
uct, an 1l-horsepower engine 
model with a front treatment not 
unlike the latest Packard. Gre- 
goire says the car’s engine will 
propel it along at 100 miles an 
hour and give 23-25 miles per 
gallon on gasoline. 

If restrictions on car buying in 
France are as tough as we have 
been led to believe, we wonder 
where all the cars come from that 
make traffic on the Champ Elysee 
about as heavy as on Fifth Ave. 

or Wilshire Blvd. 

We suspect the presence of an 
Ethiopian in the woodpile and pro- 
pose to give you the answer before 
we leave this glamorous burg. At 
the moment there is a taxi strike 
in progress, so Paris, long-famed 
for its myriads of little honk- 
honks, is completely bereft of this 
essential means of transportation 
and unwillingly gives us a clearer 
estimate of the number of private- 
ly owned vehicles. 

* a o 

MERICAN-BUILT cars, from 

Cadillacs to Jeeps, are almost 
as common on the streets here as 
in any city at home. Not a few of 
these cars are of the latest vint- 
age. Ford, of course, has for many 
years built complete cars, includ- 
ing frames, motors, transmissions 
and bodies, in its suburban plant. 
Ford’s latest model, the Vedette, 
looks more like a Mercury than 
the 1949 Ford. 

As New York’s Waldorf hotel 
has become the focal point for 
U. S. car showings, so the Hotel 
George V rates here in Paris. 
Already we have met Ernie 

Breech of Ford; C. B. Thomas, 
Chrysler’s export chief, and Joe 
Frazer, of Kaiser-Frazer. Practic- 
ally all of our factories back home 
are holding general meetings of 
their foreign distributors and rep- 
resentatives in conjunction with 
this show. Paris, like New York, 
is a magnet which assures a full 
meas at any business meet- 
ng. 
The other afternoon we visited 
the show and found long lines of 
eager people in front of the many 
ticket windows with their 180 
francs ready for the admission fee. 
From what we can gather, these 
foreign shows are largely support- 
ed by what is taken in at the box- 
office, a condition that might eas- 
ily be repeated at the next na- 
tional automobile show in the 
United States. 


“! SHOULD BE IN 
EVERY CAR! 


| SPEED FILLING. 


| STOP BLOW-BACKS 
AND SPILLS. 


| PREVENT 
THEFT.” 





The Fit:GARD WAY of 
Filling Gas Tanks: 
“FILL ‘TIL THE 
WHISTLE STOPS” 


~ GARD 


AVAILABLE FOR MOST CARS 
To install — insert in fill-pipe. 
Only tool, a screw driver. 
Time — 10-15 minutes. 


RETALS @ $3.25 PLUS INSTALLATION 
DEALER DISCOUNT 40% F.O.8. 


CAMBRIDGE. PACKED 6 TO A BOX. 
ORDERS PROMPTLY SHIPPED 





SCULLY SIGNAL COMPANY 
92 First Street 
Cambridge 41, Mass. 





Unanimously Endorsed 


For Highway Safety 
SIGNAL-STAT 
DIRECTIONAL SIGNALS 


with the 
Burn-Out-Proof SWITCH 
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Out-of-Town Buyers 


WHY ROAM? 


Make Your Home 
at One of the 
Nation’s Largest 


Ford Dealers 
FLOYD RIGE 


14300 LIVERNOIS 
DETROIT 4, MICHIGAN 









HAMMER AND TONGS—Nearly 300 Zone 
Four Chevrolet dealers at Minneapolis: heard 
Robert D. Lund, sales promotion manager, 
urge them to support the company's volun- 
tary scrap collection program in which the 
metal collected is earmarked for Chevrolet 
production by the steel companies. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U.S. PRODUCTION ONLY) 
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Week Week dan. 1 
Ended Same Ended Total to 
Oct. 16, Week Oct. 9, Oct., Oct. 18, 
1948 1947 1948* 1948 1947* 

CHRYSLER ........:; 21,280 4,117 18,778 43,579 593,621 

Charysler ............ 2,004 842 2,887 6,441 80,946 

. wicvess eeeees 2,271 201 2,016 4,639 60,185 

a s.60 use v.08 ae 5,914 873 5,064 12,087 173,978 

PE vcs. ceecweu 10,101 2,201 8,811 20,412 278,512 
PEE canon vecceses sue 21,613 16,874 18,674 44,723 577,699 

Ps osvesenes coe ton 16,059 12,959 13,331 32,687 462,985 

| errr re 1,571 660 1,426 3,267 22,670 

ES, sav ccsseste 3,983 3,255 3,917 8,769 92,044 
GENERAL MOTORS. 34,344 30,234 33,302 74,751 1,123,497 

0 Se 6,124 6,045 6,017 138,196 211,972 

CE se dedsccesds 1,580 1,293 1,592 3,492 48,510 52,417 

ee 17,104 14,275 16,989 36,931 541,197 624, 

Oldsmobile ......... 4,315 4,013 4,428 9,545 157,240 159,181 

>. Sarre 5,221 4,608 5,276 11,587 169,578 200,623 
KAISER-FRAZER 3,439 3,643 4,131 8,307 104,897 147,113 

EEE Cis cccexeetens 1,710 1,812 1,861 3,801 52,976 45,878 

re 1,729 1,831 2,270 4,506 51,921 101,235 
GREE, ccccccccices 605 475 462 1,047 15,140 26,814 
PRPEPEIEN oiccs ceive 3,226 50 3,104 6,984 87,816 98,021 
Reka e500 cs 50-000 1,708 1,763 1,460 3,447 88,784 93,051 
PACKARD ........... 2,401 1,131 2,413 5,268 40,647 70,152 
STUDEBAKER .... .. 3,340 2,847 3,409 7,417 «= 93,880 130,983 
Lo ee 1,110 523 766 2,003 25,668 20,986 

Total Cars, U. S. ... 93,066 61,657 87,499 197,526 2,751,649 2,986,234 

+Station wagons and Jeepsters. *Revised. 


COMMERCIAL CARS 
(U.S PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
Oct. 16, Week Oct. 9, Oct., Oct. 18, Oct. 16, 
1948 1947 1948* 1948 1947* 1948* 
CHEVROLET 6,986 7,872 6,879 15,245 242,375 312,167 
S| ar? 20 114 19 59 2,536 2,435 
DIAMOND T......... 275 328 284 617 13,115 10,910 
DODGE ... 3,067 3,489 3,140 6,817 141,881 131,139 
UES sects icces 60 270 22 93 8,037 3,594 
FORD 4,598 4,668 4,018 9,253 230,629 254,290 
Ue 2,171 1,589 2,030 4,581 48,513 73,713 
Eh oko 5.505) fee a aia eee. oe ere  __——= 
INTERNATIONAL ... 3.30% 3,295 3,331 7,299 122,012 135,366 
EE, Kin dia tra heen’ ua 230 402 256 536 16,757 10,390 
cnx pened ta ida ve 8 23% 470 240 522 16,366 9,672 
STUDEBAKER 1,600 1,354 1,538 3,466 52,855 51 ao 
MEE. “ve acaeds aces « 240 418 227 467 14,573 
| _ aA 1,691 1,414 1,661 3,592 66,252 
MISCELLANEOUS .... 387 481 387 847 18,284 10436 
Total Trucks, U.S... 24,781 26,164 24,032 53,385 997,103 1,108,793 
~ Total Cars, Trucks 
ES “incense opedemarwae> 117,847 87,821 111,531 250,911 3,748,752 4,095,027 
Total Cars, Trucks 
CE an sicee eaiew ad 4,982 5,512 6,077 12,281 202,386 199,583 
Grand Total, 


Cars and Trucks 
U. S. and Canada .. 


. 122,829 93,333 117,608 263,192 3,951,138 4,294,610 


*Revised. Miscellaneous includes Autocar, Corbitt, Divco, Marmon H., 
Brockway, Four-Wheel Drive, Sterling, Nash, etc. 


Production at Postwar Peak; 
117,847 Built in Week 


(Continued from Page 1) 





duction for 1948 would include 3,- 
900,000 cars and 1,350,000 trucks 
for a total of 5,250,000 vehicles. 

A total of 5,250,000 vehicles would 
exceed by far the nearly 4,800,000 
cars and trucks built last year, but 
would still fall short of the record 
production achieved by U.S. plants 
back in 1929. 

An unusually quiet labor and sup- 


PROTECT THE CARS 
WITH 
KELBO BARS 











to Use—Light in 
Weight—Can Be Used with Stand- 
ard Towing Equipment. 

Write fer Literature 


Boyle 1 Equipment 
2808 Company VE. 


CLEVELAND 15, OHIO 








ply situation provides the likelihood 
that U.S. plants will also establish 
a postwar high production month 
in October. 
7 * = 
TEEL IS still not a trouble-free 
item, but barr‘ng the unexpected, 
U.S. plants should end this month 
with production of approximately 
392,000 cars and 104,000 trucks for a 
total of 496,000 units. 


The previous postwar monthly 
high in this country was recorded 
last March when 488,897 vehicles— 
350,221 cars and 138,346 trucks— 
were produced. 


The October goal should be 
achieved despite the fact that 
Buick will close Wednesday (Oct. 
20) and Cadillac shortly thereafter, 
both for model changes. 

While the auto industry was 
moving along toward new record 
accomplishments, its officials were 
happy to see the steel industry 
traveling a similar road. 

Steel producers predicted that 
their industry would smash some 


production records of its own this | 


month. 
Oo” ff ” 


JADEVIDUALLY, steel operations 


in the Pittsburgh area were re- | 
But those | 
familiar with the steel industry’s | 


portedly even higher. 


scrap situation said few mills had 
all the high-quality scrap they 
needed. They said that, if the qual- 
ity of the scrap on hand were bet- 
ter, steel output could be pushed 
even higher. 

Tonnages of scrap coming from 
Germany, however, were described 
as being of exceptionally good 
quality, far superior to those 
available in this country. 
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Draft Boards 
Now Accepting 
Exemption Pleas 


WASHINGTON. — Dealers desir- 
ous of obtaining deferments for 
draft-eligible employes may now 
send their local draft bcards re- 
quest letters, according to NADA. 


The association pointed out that 
the Selective Service boards were 
in the process of classifying regis- 
trants from 19 to 25 years of age. 
although currently only unmarried 
24 and 25-year-old non-veterans 
are being given pre-induction phys- 
ical examinations. 


NADA noted that deferment ap- 


ROUNDUP ROYALTY—First 1949 Kaiser Deluxe at Pendleton (Ore.) roundup doubles as a| plications will be ruled on by local 


throne for the first lady of the roundup—Iindian Queen Virginia Wilkinson (center). 


McKay (left) and Thelma Parr are the pretty attendants. James Motor Co. (K-F), Pendleton, 


supplied the car. 





Peak Sales Year for Hudson, 
Barit Tells Dealer Parley 


DETROIT. — Speaking before a 
meeting of local dealers here last 
week, Hudson President A. E. 
Barit predicted that the increase 
in retail deliveries should result 
in Hudson dealers doing a greater 
total volume of business this year 
than ever before. 


The Detroit meeting was the 
first of 24 such meetings which 
Hudson sales executives are now 
holding on a nationwide basis. 


At the meetings, which will be 
held during October and Novem- 
ber, Hudson’s sales plans for the 
coming year will be discussed. 
The company’s fall merchandis- 
ing campaign will also be cov- 
ered through presentation of 
sales, advertising, merchandising, 
service, parts, accessory, business 


Annual Parley 
Of N. D. Dealers 


MINOT, N. D.—E. C. Quinn, gen- 
eral sales manager of Dodge, will 
address the annual convention here 
Oct. 25-26 of the 
Automobile Deal- 
ers Assn. of North 
Dakota. 

The convention’s 
banquet speaker 
will be W. C. 
Wright of Good- 
year Tire & Rub- 
ber Co. public re- 
lations. 

Other speakers 
scheduled, accord- 

E. C. Quinn ing to George 
Dixon, association manager, are: 

L. J. Buckland, New York; John 
J. Jewel, association secretary; N. 
O. Jones, North Dakota highway 
chief, and R. M. Fatland, Oakes, 
Okla. 

O. W. Fode is president of th 
association. 


NADA Adds Two 
To Factory Unit 


WASHINGTON. Addition of | 
Roy Bridges of Birmingham, Ala., 
and Ernest E. Price of Miami, Fla. 
to the NADA Industry Relations 





of that committee, it was announced 
here by President Ben T. Wright, 
NADA president. 

Bridges is head of Roy Bridges & 
Co. (Willys-Overland), while Price 
heads E. E. Price Motors (Kaiser- 
Frazer). William L. Mallon is chair- 
man of the industry relations com- 
| mittee. 
| 





Political Fund Trial Set 


For Nov. 9 in Michigan 

BAY CITY.—Trial will begin 
here Nov. 9 for the five Flint 
new-car dealers indicted by the 
federal government on charges 
of making illegal contributions 
to the Republican party in 1944 
and 1946, it was announced last 
week by Federal Judge Frank 
A. Picard. 

The judge also extended the 
life of the grand jury which is 
investigating GOP campaign 
contributions by Michigan deal- 
ers, 











committee completes the personnel | 


| ing manager. 
| They will hold additional meetings 


|and Tampa, Fla., Oct. 27. 








|from Pittsburgh through Minne- | 


management and used-car pro- 
grams. 


Laura | boards, 


which will determine 
whether the employe in question “is 
necessary to the maintenance of 
the national health, safety or in- 
terest.” 

“In order to obtain an occupa- 
tional deferment,” it was stated, “it 
will probably be necessary for the 
dealer to show (1) that the employe 
is irreplaceable because of a short- 
age of men of his skill and (2) that 
his removal will materially harm 


In outlining the progress made/|the effectiveness of the activity in 
since the introduction of the new|WHich he is engaged.” 


model, Barit revealed that more 
new Hudsons have been delivered 
to retail customers this year than 
in any like period since the end 
of the war. 

George H. Pratt. vice-president 
in charge of sales, told the dealers 


that Hudscn’s sales organization | 


must prepare and be ready to sell 
aggressively and competitively. 
One of the best ways of assuring 
a good market for the future, he 
said, lies in treating prospects and 
customers with even greater con- 
sideration than they expect. 

“Hudson squared away for 
competitive selling last August 
when the Hudson Sales Corp. en- 
larged its direct dealer operation 
and opened nine new zone offices 
and parts depots,” he pointed out. 

“This move gave Hudson a total 
of 20 zones responsible for the 
distribution of Hudson cars, parts 
and accessories in 94 percent of 
the domestic market.” 

In each of the nine new zone 


office territories there are under | 


construction new buildings with 
modern facilities that will permit 
them to give most efficient service 
to all dealers, and in turn, to the 
dealers’ customers, Pratt said. 
“These 20 zones, staffed by sea- 





soned Hudson men with years of 
experience in automobile sales 
and merchandising, place Hudson 
in a strong position to meet the 
competitive selling ahead in the 
automobile industry,” he added. 

Following the Detroit meeting 
the factory sales organization 
formed tnree teams to carry the 
program to the field. 

The Eastern group, headed by 
Pratt, includes W. S. Milton, serv- 
ice manager; C. H. Calhoun, East- 
ern divisional sales manager, and 
Robert W. Straughn, merchandis- 


This group has held meetings in 
Buffalo, Boston and New York. 


in Philadelphia, Oct. 20; Washing- | 
ton, Oct. 22; Atlanta, Ga., Oct. 25, | 


The Western group, headed by | 
|N. K. Van Derzee, sales manager, | 
includes C. W. Treadwell, sales 
training manager; Tim May, serv- 
ice promotion manager; Harley F. 
Riley, North Central divisional 
sales manager, and W. E. Young, 
Pacific divisional sales manager. | 

This group has held meetings 
in Pittsburgh, Cleveland and 
Chicago. They will hold meetings 
in Milwaukee, Oct. 20; Minne- 
apolis-St. Paul, Oct. 22; Portland, 
Ore., Oct. 25; San Francisco, Oct. 
27; Los Angeles, Oct. 29; Salt 
Lake City, Nov. 1, and Denver, 
Nov. 3. | 

Riley will accompany this group | 
apolis-St. Paul, with Young replac- 
ing him for the West Coast swing. | 

The Midwest group, led by M. M. | 
Roberts, director of advertising 
and merchandising, includes C. C. 
McKellar, parts and accessory mer- 
chandising manager, and Walter A. 
Ernst, South Central divisional | 
sales manager. 

This group held meetings last 
week in St. Louis and Kansas City. 


Other meetings will be held in 
New Orleans, Oet. 20; Memphis, 
Oct. 22; Cincinnati, Oct. 25, and 





Dallas, Tex., Oct. 28. 


Deferments may be obtained for 
a period of one year or less. Re- 
quest letters on company stationery 
are advised since no particular de- 
ferment form is provided. 


AUTOMOTIVE NEWS offers a weekly 
audience of an estimated more than 100,000 
cover-to-cover readers! Want to buy or 
sell something? Try AUTOMOTIVE NEWS 
WANT ADS! 


Classified Want Ads 


(For Rates, Etc., See Next Page) 





Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your’ courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 


BOOKKEEPER WANTED—Must oe thor- 
oughly experienced in Genera! Motors Sys- 
tem of Bookkeeping—good pay—excellent 
working conditions—permanent employ- 
ment for the right person. Also oppor- 
tunity for advancement. In one of the 
best towns with the best year around cli- 
mate in the count King Oldsmobile 
Company, Fort Lau érdale, Florida. 


AUTO SALESMAN—Proven producer, who 
contemplates change to new territory, to 
sell Chevrolet trucks and cars, very large 
Southern California city. Excellent oppor- 
tunity for real ‘‘Go-Getter.’’ Reply age, 
experience with production record in de- 
tail. Box 2595, c/o Automotive News, 
Detroit 26. 








ONE OF AMERICA’S oldest 
leading and well-financed truck 
and bus manufacturers is plan- 
ning great enlarged activities. 
We need... 


Branch Supervisor 

Distributor Supervisor 
Branch Managers 
District Managers 


You must have had previous 
successful experience to qual- 
ify. Here is a real chance for a 
permanent position with ad- 
vancement. Opportunities for 
the right men. 


(Our employes have been advised of this ad) 
BOX 2565 
c/o AUTOMOTIVE NEWS 
DETROIT 6, MICH. 





LONG NEEDED INVENTION. Established 
company. Every home, factory, store and 
farm a prospect. Low price, long profit. 
Exclusive. Fine outfit. No deposit. Local 
territory. Write 208, R. C. Building, Red 
Comet, Inc., Littleton, Colorado, 


| BIG TOAD IN" “LITTLE PUDDLE. _ Indi- 
vidual, capable and qualified, combination 
bookkeeper and parts clerk; right arm to 
dealer who will personally supervise serv- 
ice department. New, small, country 
dealership, opening in November. Kirch- 
ner Chevrolet, Roscoe, N. Y. 

AUTO MECHANICS, SALESMEN, new and 
used cars. Delightful climate, outstand- 
ing new building and equinment. Perma- 
nent. El Paso Motor Company, Kaiser- 
Frazer distributors, El Paso, Texas. 

SERVICE MANAGER. Experienced Fo: 
man to assume full control of princi 
city dealership located-in, the heart of thé 
Catskills. Splendid opportunity for quali+ 
fied man. Replies confidential. P. O. Bog 
2599, c/o Automotive News, Detroit 26. 
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HELP WANTED 


SERVICE MANAGER WANTED—Capable 
of handling 12-man Chevrolet shop. Serv- 
ice selling experience desirable. Salary 
and commission. Excellent opportunity 
in Northern Michigan’s great outdoor 
hunting, fishing and recreation area. Age 
32-40 preferred. Experience necessary. 
State experience. Write Box 2591. c/o 
Automotive News, Detroit 26. 





WANTED 
SALESMEN WITH CARS 


To call on new and used car dealers for 
large manufacturer of nationally advertised 
brand of automotive seat covers; choice 
territories available; no objection to carry- 
ing allied lines; Uberal commissions. 


Send qualifications and references to: 


BOX No. 1515, 
PATERSON 1, N.4d. 





SERVICE SALESMAN. Experienced. Mar- 
ried. 35 years or under, Chrysler agency 
in a suburb of San Diego, California. 
Salary plus percentage. Reply with com- 
plete intecedent history. Box 2561, c/o 
Automotive News, Detroit 26. 


POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Po«t- 
tion Wanted ads are accepted at half 
regular rates, namely: 7144 cents per 








word for one insertion or two inser- 
tions of the same copy at 12% cents 
per word. 


Cash in advance. 





MANAGER. GENERAL OR ASSISTANT— 
Highest executive type, forty-three, mar- 
ried. Car, truck sales, service and man- 
agement experience over ten years. Also 
nine years with divisions of GM. Desires 
connections with dealership having 2 to 
250-car franchise. Would seriously con- 
sider opportunity to buy and/or option to 
buy interest in business. Highest business 
and personal references. Replies 
dential. Box 2577, c/o Automotive News. 
Detroit 26. 


WEST COAST—AGGRESSIVE MANAGER 
OR ASSISTANT. Age forty-two, mar- 
ried, extensive sales. service and manage- 
ment background in all phases of direct 
factory dealership, including nine years 
with GM Divisions. also experience man- 
aging automotive wholesale supply com- 
pany. Desires affiliations with dealer 
having approximately 200-car franchise. 
WIll seriously consider opportunity to buy 
interest in business. Best of business 
and personal references. Replies confi- 
dential. Box 2578, c/o Automotive News, 
Detroit 26. 


OFFICE MANAGER-BOOKKEEPER. thor- 
ough knowledge of Chrysler System, 





financial reports, office routine. typing. 
Seattle or Bay region. Box 2574. c/o 
Automotive News, Detroit 26. 


AUTOMOBILE OR AEROPLANE SALES 
ENGINEER—Five years plant superin- 
oa 10 years sales manager. 41 years 

. Prefer West Coast. Box 2592, 
ae Automotive News, Detroit 26. 26. 


GENERAL MANAGER AVAILABLE for 
2 in Michigan, Ohio or Indiana. 
lonest, aggressive and fully capable of 
aeaen all phases of operation. New 
and used cars, parts, accessory. service 


= and office. Twenty years with car | 


manufacturers. maior finance companies 
and dealerships. If you are interested in 
having a man operate your dealership as 
you would want it, 
with Box 2593, c/o Automotive News 
Detroit 26. 


TRUCK MANAGER. presently 
contemplating change. 
over truck department of a major dealer- 
ship with or without investment. If your 
standards for such a man are (1) not 
less than fifteen years’ wholesale and re- 
tail truck experience, (2) maturity, (3) 
aggressiveness, (4) sober habits, (5) good 
health, (6) college graduate, (7) Officer, 
World War II, (8) leadership. (9) sales- 
man and sales organizer, (10) complete 
knowledge of truck business, write Box 
2564, c/o Automotive News, Detroit 26. 


GENERAL MANAGER with Chrysler. Ford. 
General Motors accounting, 
and sales experience. Box 2597. 
Automotive News, Detroit 26. 


SERVICE REPRESENTATIVE desires to 
represent automobile manufacturer or dis- 
tributor; 15 years G.M., Chrysler and 
Hudson experience as service manager 
and factory representative: excellent ref- 
erences, Box 2598, c/o Automotive News. 
Detroit 26. 

WANAGER General or sales. A year’s 
actual experience wholesale-retail: age 
32, married. Excellent background, health 
and references. Prefer connection in 
northern states. Box 2560, c/o Automo- 
tive News, Detroit 26. 

ACCOUNTANT-BOOKKEEPER. experienced 
G.M.-Chrysler systems; thorough knowl- 
edge taxes, financing, capable managing 
Office. Ohio preferred. Box 2562. c/o 
Automotive News, _Detroit 26. 


DEALERSHIP FOR SALE _ 


WILL SELL HALF INTEREST in small 
town ‘‘Big Three’’ automobile dealership 
doing approximately one-million-dollar an- 
nual volume and showing net profit in 
excess of $5.000 monthly to young man 
well qualified to run business. Do not 
answer unless your past record will stand 
close investigation. Approximately $50,000 
required to handle. Box 2589. c/o Auto- 
motive News, Detroit 26. 


employed. 


c/o 









124 SPROAT ST. 
TE. 3-2044 





confi- | 





please communicate | 


Would like to take | 


income tax | 








! REMEMBER | 


EVERY eaaemnay 


at 12:00 O'Clock 


DETROIT’S BIG INDOOR AUTO AUCTION 


(Right in the Heart of Downtown Detroit) 
Col. Bill Nagy, Auctioneer - - - Sam Goodman, Mgr. 


Aptco Auto Auction 


— TE. 3-3129 


AUTOMOTIVE NEWS, OCTOBER 18, 1948 


CLASSIFIED WANT AD DEPARTMENT 





DEALERSHIP FOR SALE 


FOR SALE. Very popular new- car agency, 


tire and accessory distributorship in rap- 
idly developing Arizona city. Ninety 
miles from Phoenix. Total price, forty 
thousand dollars, includes best downtown 
location with good lease. Box 2596, c/o 
Automotive News, Detroit 26. 


FOR SALE—K-F dealership 
Modern garage, large service department 


and showroom. Lease garage. About 
$30,000 to handle. Excellent opportunity. 
Box 2565, c/o Automotive News, De- 
troit 26. 


ESS FOR SALE 








PROFITABLE WHOLESALE AUTO 


PARTS BUSINESS. Located within 60 
miles of Detroit, in pleasant industrial 
city, with only reasonable competition. 
This is a well-established, active incor- 
porated business, with ample working 
capital and experienced, loyal employees. 
About 80% of investment is in current 
assets, consisting of cash, accounts re- 
ceivable and a well-balanced merchandise 
inventory. This is not a distress propo- 
sition, but a real opportunity for an 
efficient operator. Owner wishes to retire. 
Price, $65,000 cash. Correspondence with 
owner strictly confidential. Box 2563, c/o 
Automotive News, Detroit 26. 
NEW CARS WANTED 
NEW-CAR DEALERS: New cars wanted 
for rental business in Pennsylvania and 
Florida. Fords, Chevrolets, Plymouths by 
first of year. Will take delivery any- 
where in United States. Here is an op- 
portunity for future business. Cars will 
not be sold until after one year of use. 
All replies confidential. Quote price and 





model. Box 2594, c/o Automotive News, 
Detroit 26. + - ee 
WANTED — 1948 and 1949 model cars. 


Must be new. Anderson Auto, Peoria, Ih. 
USED ‘CARS FOR SALE 


CADILLAC—SERIES 75, seven passenger, 


1¥47 model. Less than 8,000 miles, black 
finish, fully equipped, radio, heater, hy- 
dramatic, lifeguard tubes. Perfect con- 
dition. Chas. H. Sipe, Phone 2476 or 
write P.O. Box 150, Cambridge, Ohio. 


AUTO BUYEKS — Best wholesaie deai at 


LEO ADLER, INC., DeSoto-Plymouth, 
3000 Fenkell, 7 blocks east of Livernois 
Detroit, Mich. UN. %3-7400. 


AUTO AUCTION 


DEALERS ONLY 





Sale Starts ut 12 Noon (C.S.T.) 


Every Thursday 


a 
Weekly prices mailed on request. 


MANEY MOTOR CO. 
Murfreesboro, Tenn. 








AUCTION SALE 


(Dealers onty) 


Repossessed and Dealers Cars 


TUESDAY—Oct. 19, 1948 
11:00 A.M., E.S.T. 


Sale on 2nd and 4th Tuesday 
of Each Month. 


Associates Discount Corp. 


237 Vinewood 
DETROIT 
Dealers’ Cars Sold 
Auctioneer—“DOC” MILLER 








AUTO AUCTION 
TIM ANSPACH 
Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 





























DETROIT, MICH. 


in Midwest. 


USED CARS FOR SALE 


WHEELING, ILL. 
25 Miles North of Chicago 


AUTO AUCTION 
(Wholesale Only) 


Every FRIDAY ... 12 Noon 
RAIN or SHINE 


@ BALANCE YOUR STOCK 
e BRING CARS TO SELL 

e BUY CARS YOU NEED 

e OPEN 24 HOURS 





Inside comfortable sales arena — Large 
outside Pavilion — Unlimited parking 
facilities — Always a fine selection of 


cars Transport facilities available. 


Drive. fly or take bus to Wheeling. 
25 miles north of Chicago on Route 
45 (Milwaukee <Ave.), Palwaukee 
Airport 2 miles Phone 348 for hotel 
reservations. 


WHEELING 
AUTO AUCTION CO. 


John W. Corrigan, Auctioneer 
‘‘DEALERS COAST TO COAST ARE 
WHEELING TO WHEELING” 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
% Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY 11 A.M. 
Running Over 150 Cars Each Sale 
Strictly Wholesale 
Dealers Buy—Dealers Sell 





Buyers coming in by plane or train— 


call—we will meet you. Hotel accom- 
modations available, transportation fur- 
nished. Call early for reservations. 
Transports available to move cars. 


Geo. Lawson—Owners—Bud Fennema 
DUTCH STEWART, Auctioneer 


Dyer Auto Auction 
Phone 4111-4051 Dyer, Ind. 


Res.: Chicago Heights, Ill. 5268Y3 
and Lansing 173-M 


AUTO AUCTION 
DUNKIRK, N. Y. 


(Dealers Only) 


Every Tuesday... 1:30 P.M. 
Rain, Shine, or Snow 
Large Heated Building 


* 5,000 CAR ACOOMMODATIONS * 


| Phone Dunkirk 2429 


| Located on Rt. 60 in Dunkirk Fair Grounds 
AUCTIONEER: WARREN A. GODFREY 











AUTO AUCTION 
EVERY THURSDAY 
Beginning at 1 P.M. 


WHOLESALE ONLY 


Located 2 miles East of Clarion, Pa., Rt. 
322. 1 mile from Clarion Airport. 84 miler 
North of Pittsburgh, 93 miles South of Erie 
Call from the airport if you fly in and we 
will pick you up. 


Evan Metcalf—Auctioneer 
WALT CHAPMAN AUTO 


AUCTION 
Strattanville, Pennsylvania 





Phone 32 














AUCTION 


(Auto Dealers Only) 


EVERY WEDNESDAY 


JOHN CORRIGAN 
Auctioneer 


GEO. CASSIDY 
Manager 


Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 


7843 So. Exchange Ave. Chicago, Ml. 
“Chicago Is the Place to Buy Your Cars’’ 











_USED CARS FOR SALE 


WE WHOLESALE 
* 
SID SAVAGE 


TWO BIG LOTS! 


Livernois at Grand River 
TExas 40160 HOgarth 8400 
DETROIT 











WHOLESALE 
1949-1940 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 
SPECIAL PRICES TO 


QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 


“Philadelphia’s Largest Used Car Dealer” | 


| 4539 Chestnut St. Philadelphia, Pa. 
Wire or Phone ALlecheny 4-4450 











1948-1935 
Wholesale Buyers 


Baldy Hall Doesn’t Love Any Car! | 
He’ll Sell Them All!!! 


Detroit Headquarters for 















Out-of-Town Dealers 


HALL-DODDS 
OF FERNDALE 


JOrdan 4-5801 21500 Woodward 
DETROIT | 














NEW FORD TRUCKS and bus chassis 


__ pany, Ford Dealer, Macon. Miss. 
ONE D-30 INTERNATIONAL WRECKER 





_USED CARS FOR SALE 


1948 BUICK SUPER ESTATE WAGO! 
Radio, heater, spotlight, white sidew: 
tires, undercoating, gray metallic pain 
driven 1.600 miles by dealer. Less th 
list price. Deakins Motor Compan 
Johnson City, Tenn. 


____ BUSES FOR SALE 


FOR SALE—TWO Brand New 1948 Dode: 
FS8152-Superior Model 4171-36 passenger 
school buses. Superior heater, leath: 
upholstery, etc. Wholesale. We 
Watts, Dealer, Kingfisher, Okla. 


SCHOOL BUSES—2 new Dodges, 54 ps 
senger. Southern-Aire bodies. Deaier 
cost. Desha Motor Co., Dumas, Ark 


TRUCKS WANTED i 
TRUCK WANTED. Studebaker 6x6 or 6x4 
in first class condition. Price reasonable 
Write, giving full details of condition anc 


price. Myers Motor Company, 130 East 
DeKalb Street, Camden, 8S. Car. 


| 





\}\ 





PA 








Sel A em ee 





LATE MODEL 
NEW OR USED TRUCKS 


Any type or style 

Any quantity 

Must be in perfect condition 
Will travel anywhere 


Call, Wire or Write 


CHICAGO TRUCK SALES 
W. Madison St. CHICAGO 24, ILL 


Tel. MANsfield 6-7772 


1545 





WANTED NEW JEEP, 4 wheel drive 
trucks, panels, and station sedans by au 
thorized Willys-Overland dealer. Kindly 
address reply to Box 2573, c/o Automo- I 
_tive News, Detroit 26. 


TRUCKS: FOR SALE 


FOR SALE — WRECKER, Holmes Traffic 
King. with towing cradle, 700 feet cable 
Mounted on Diamond T truck with 
Holmes body, complete with spotlight, red 
flasher light. Picture on request. Price 
$2,990. Haslam Bros., 400 East F St.. 
Oakdale, Calif. 


A BARGAIN 


1944. Whitehead-Kales 
Auto Carrier 


8.25 by 20 Tires 
Warner Electric Brakes 


$1800 


IMMEDIATE DELIVERY 
Call, write or phone Mr. Harold Klepher 
Stewart Motor Sales, Ine. 


1225 E. Washington MA, 6578 
INDIANAPOLIS, IND. 








quote bottom prices. Hudson & Com- 








with a new motor and heavy-duty Mar- 
quette power hoist with a new 8%-foot 
snowplow, reversible blade with a hy 
draulic hoist. A real outfit for $1,200. 
Earle’s Motor Sales, 40-42 Cottage Street. 
Brockton, Mass 


Uni 





LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
Low Mileage, Clean Cars 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa 


MANHEIM AUTO SALES 
& AUCTION, INC. 
Phone 202-W4 


————————————————— ee _ 


AUCTION 


Thursday .. . 12:00 Noon 
Most cars entered are brought in 
by new car dealers. 
Col. Marker, Auctioneer 
‘‘We Need Buyers—Over 150 Cars 
Offered Each Week’’ 
DOC GREINER 
The Flying Dutchman 
1701 Madison Ave. Adams 6397 


TOLEDO, OHIO 











Ken Schaefer's —_ 100% Dealer 
AUCTION 


Inside a Comfortable Building, Every 
THURSDAY 


Reliable—Fair—Honest—Protective Service 
Right in the HEART of 
INDIANAPOLIS, INDIANA 
“The Great Mid-West Market’’ 

915 N. Illinois St. Phone Lincoln 5383 















WHOLESALE!!! 
1946 to 1949 Cars 
SAM GREENFIELD CO. 


6619 Euclid Avenue 
Cleveland 3, Ohio 
Phone UTah 1-2277 


1701 State Street 
Cuyahoga Falls (Akron), Ohio 


Phone WAlbridge 2145 











PA RTS Wat NTED. 


| WHOLESALE PONTIAC PARTS, 1 
! 





ROBERTSON BUICK CO. 





_PARTS WANTED 


1939 Plymouth | shell 
1939 Dodge left rear fender. 1941 Plym 
outh left front fender. Wallin Motors 
Kingsport, Tennessee. 





left 


NEED FENDER, front lower quarter, 


side or whole, 41 Ford. Kramer Agency, 


Scottsbluff, Nebr. 





PARTS FOR SALE 


large 
stocks of hard-to-get parts, body and 
fender parts for all models. Fast service, 
liberal discount. Walter H. Schultz 
Pontiac, 16-20 Passaic St., Trenton 8, 


New Jersey. 








LARGEST STOCK 


BUICK PARTS 


Wholesalers: We Are Quantity 
Shippers ... Same Day Service 
On Mail Orders and Inquiries 





All Shipments on C.O.D. Basis 


“EDGE OF THE LOOP” 
1000 S. Wabash 
CHICAGO 5, ITLL. 
Phone WABash 1030 








JEEP PARTS 


Largest Stock of Willys-Overland anc 
Ford Jeep Parts in Northwest 


Wire for our 
Catalogue of Hard-to-Get Parts 
SKAGIT MOTORS OF SEATTLE 
1406 — 10th Ave. 
East 0770 


7,500 D 
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PARTS FOR SALE 
—===_=="an[{a2njn]jqoS@_eyy_ _—o SS — | FORD PARTS shipped —S Call, 
write, phone. Tranter-W: Motors, 
OLDSMOBILE ine 
And All General Motors 


PARTS AT WHOLESALE 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 


Core Supports 
Hydramatic 


PARTS FOR SALE 





ATTENTION 


BUICK, OLDSMOBILE, PONTIAC 
and CHEVROLET Parts Managers 


Hub Caps Shook Absorbers. We carry a large stock of 
——_. Distributors Fisher body quarter panels, 
frank Lids — Steering Wheels deck lids, doors and door 
Fuel Pumps Cluteh Parts 

and M Other I panels for all General Mo- s 


tors cars. 


SELMI MOTORS, INC. 


LARGEST OLDSMOBILE PARTS Woody Pontiac Sales, Inc. 
DEPOT IN EAST 


12140 Jos. Campau 


us N. 15th St. DETROIT 12 


Philadelphia, 
9-0352 and 9-72065 


DID YOU KNOW that each Friday, rain or shine, 
one of the largest and best automobile auctions in 
the world today is held at Joplin, Missouri, the Cross 
Roads of America, where the East meets the West? 
We also keep six buyers on the road at all times. If 
you have any new automobiles or new trucks for 
sale, contact Hi-Dollar Joe at Joplin, Missouri. He 
will have one of his men call upon you at an early 
date. We need new automobiles and trucks, lots of 
them. We are not interested in anything except new 
merchandise. 


JOPLIN AUTOMOBILE 
AUCTION COMPANY 


1610 E. ith STREET JOPLIN, MISSOURI 
Phone 4600 





QOhio’s Finest . . 


Every Friday . . . 12:30 P.M. 
COLUMBUS ONLY AUTO AUCTION 
DEALERS ONLY 
Over 150 Cars Every Friday 
$10 Sale . . . $5 No Sale 


THE FASTEST GROWING AUCTION 
IN THE COUNTRY 


OLENTANGY RIVER ROAD AND W. GOODALE ST. 
MAin 4307 





University 2-8457-8 University 1-9773 


DETROIT AUTO AUCTION 


“The Hub of the Industry” 
EVERY FRIDAY — 12 NOON — RAIN OR SHINE 


COL. CARL E. MARKER 
America’s Ace Auctioneer 
Bring your cars or send them Thursday, Thursday night 
or Friday A.M. OUR Guarantee: You must be satisfied! 
CALL US for reservations and accommodations. 


C&M MOTOR SALES 


14550 LIVERNOIS DETROIT 


DETROIT 





EVERY THURSDAY — 12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


AT EARL A. SCHOTTS 
2300 READING ROAD CINCINNATI, OHIO 


Tel.: Woodburn 3060-03892 
Auctioneer: Pat Patterson 


| 





The Big Auction Makes a Big Move 
DOC GREINER’S 


NEW AUCTION EVERY THURSDAY NOON 
Telegraph Road on the Ohio-Michigan Line 
One Mile North of Toledo, Ohio 


Bus. Address: 1701 Madison, Toledo, Em. 5278 
Sale Address: Telegraph Road at State Line 


COL. CARL MARKER, Auctioneer 
of Fort Wayne, Ind. 
7,500 Dealers will receive letters of this sale. 80 cars available for wholesale 
at all times. 















PARTS FOR SALE 





MARGOLIS 
AUTO SALES’ 


° 
CHRYSLER - PLYMOUTH 


A 
Largest Chrysler 
Parts Dealer in 

the Midwest 


s 
WE CARRY A LARGE 


Genuine Mopar 


@ 
Send Us Your Order: 
We Ship Anywhere 


© 
11310 JOS. CAMPAU 
DETROIT 12 
Phone: 
TWinbrook 27500 








OLDSMOBILE 
PARTS AT WHOLESALE 


The Largest Oldsmobile Parts 
Depot in the United States 


INCLUDING SHEET ee _— 
HOODS, DOORS A 
HARD-TO-GET PARTS 


HYDRAMATIC PARTS AND SERVICE 
CENTER 


Mail Your Order or Wire Us Collect 
SHIPMENTS MADE PROMPTLY 


KAISER BROTHERS 


Prospect 2331 
1540 S. Figueroa St. Los Angeles 15 





AUTO EQUIPMENT FOR SALE 





IMMEDIATE DELIVERY 


Automatic BraKinGs 
Red Arrows — Tow Pilots 


Tow Bar Sales Company 
Factory Distributors 
100 S. Clinton St. Chicago 6, Ill. 
DE 2-0700 AN 8-8888 DO 8-8373 





SHOP EQUIPMENT FOR SALE 


A BARGAIN OFFER — Only 65 available. 
BRAND NEW, GUARANTEED 5-station 
selector or 10-station push-button control 
(your choice) amplifier intercommunica- 
tion systems, 110 volt, AC-DC. Ideal for 
auto agency, service stations, used-car 
lots, garages. Five or ten-station capac- 
ity. Master station can call one or all 


. Outfit complete—master 
station, one sub-station and 100-feet cable 
(terminals are numbered, anyone can in- 
stall), original factory cartons. List 
price up to $150; our price only = 
Your choice either 5-station selector 
10-station push-button. Additional “>. 
stations, $5.65; wire, $4.50 100 ft. All 
equipment guaranteed. Brand new Tran- 
Sea surplus. Margin does not allow for 
bookkeeping, send your check. Price only 
$35 complete, F.O.B, TranSea Corpora- 
oon 5363 West Pico Bivd., Los Angeles, 

IMMEDIATE DELIVERY—New steel parts 
bins, hundreds in stock, set up, wrapped 
and cartoned for immediate delivery. We 
also have available new and used lockers, 
new benches, Parker vises, tool boxes, 
Black & Decker electrie tools and grind- 
ers, on tool toters, tool stands, paint 

files and hua- 


items in particular you require. Ali re- 
quests cheerfully acknowledged. We 
stock what we sell. Machinery and 
Equipment Exchange, 3400 W. Fort &t., 
Detroit 16, Mich. Telephone TAshmoo 
5-2310. 

WILL TRADE 


WILL TRADE MY 1946 ERCOUPE PLANE 
—Less than 200 hours, never cracked up. 
Would rather have a used car than the 
money. What make and model will you 
offer? Zip’s Used Cars, Alamosa, Colo. 
ANTIQUE CARS FOR SALE 

1920 STUDEBAKER ROADSTER, 14,000 
miles, one owner, fine condition. A. K. 
Miller, W. Topsham, Vermont. 

FOR SALE. 1909 Ford touring, motor 
30131. Car used very little. In A-1 
shape. Roy F. Martin, 239 W. Liberty 
Street, Wooster, Ohio. 

1923 BUICK ROADSTER, 25 years young, 
good running condition, passed last N. J. 


inspection. Price $195. Come and get it. 
Ed Marshall, 68 E. Blackwell Street, 
Dover, N 


MISCELLANEOUS 


LARGE, NEARLY NEW outdoor Stude- 
baker neon sign and special Studebaker 
tools at half price. Powell-Thomas Mo- 
tors, Findlay, Ohio. 7 





AT LAST AVAILABLE. The Automotive 


Historical Chart, 36 by 38 inches. All 
cars on the market traced to their 
origins, with mergers, etc. Postpaid, $3. 
Specify blue or white print. W. O. Mac- 
Iivain, 51 N. Main Street, Natick, Mass. 


GOLD MEDAL MIMEOGRAPHING. High 


quality, low prices, samples sent. Mackie, 
81 Dales, Jersey City 6, New Jersey. 


STANDARD DE SOTO-PLYMOUTH NEON 


80” x 38”. DeSoto 
Plymouth Neon let- 


dealer's sign. Size 
Neon letters 9%”. 


ters 7%”. Good condition; §225. Eari 
Sarver, Inc., 550 . Broad 8t., Colum- 
bus, Ohio. MAin 5166. 
ENGINE REBUILDING — Crankshaft 
ding and me b Jobn P. 
ughes Motor Co., Inc., Commerce, 
St. Lynehburg, Virginia. 


BUY YOUR STOCK OF USED CARS 


AT OR 


Horseheads Auto 
AUCTION 
Phone 274 

Horseheads, N. Y. 

Every Friday 
At Noon 


Danville Auto 
AUCTION 
Phone 881 

Danville, Pa. 

Every Wednesday 
At Noon 


TWO OF THE LEADING AUTO 
AUCTIONS IN THE EAST 


DEALERS ONLY 


Both of these auctions are conducted by the same management. So 
you know you will receive the best of scrvice and ascommodation. 


Horseheads, N. Y., and Danville, 'a., Auto Auetions 
Ronald D. West — Owner 


des. E. Johnson — Auctioneers — Tex Rickard 
& 
ASK FOR OUR WEEKLY MARKET REPORT 


ON THK SPOT PRICES! 


Yes, every week we mail our weekly used car auction 
prices to every corner of the U.S.A. without e. 
Our prices are never padded. They are actual 
based on our REGULAR WEEKLY AUCTION. 


Keep Informed . . . Write for Yours Today! 
There’s No Charge . . . Don’t Delay! 


CORRY AUTO AUCTION 
Every Saturday ... 12 Noon (Standard Time) 


Sponsored by 
Aikens Motor Sales, Ine. 
CORRY, PENNSYLVANIA 
(30 Miles Southeast of Erie, Pa.) Dial Corry 21-345 


INDIANA STATE FAIRGROUNDS 
Manufacturers’ Building (100,000 Sq. Ft.—$500,000 Building) 


BIG AUTO AUCTION EVERY TUESDAY 


Sure! All the cars inside too! Under one roof! 
Your cars will stay clean — Ciean cars bring you more money. 


PAT PATTERSON, Auctioneer 


Hear Pat, See Pat, 
12 Noon (OS.2.) Pat Wants to See You! 


e BRING CARS MONDAY, MONDAY NIGHT or TUESDAY MORNING, 
For Dealers Only. 
INC, 


INDIANA AUTO AUCTION, 
Call Lincoln 2765 Indianapolis, Indiana Wire or Write 


NEW SUBSCRIPTION ORDER’ 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached (_] or send bill [] 
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TRADE CONNECTION: 
‘Truck Dealer 2 
Insurance () Financial 2 


, 


ro 
! 
| 
| 
| 
| 
| 
| 
| 
! 
! 
I 
| 
| 
! 
! 
l 
| 
I 
i 
| 
! 
! 
| 
| 
| 
! 
| 
| 
! 
! 
! 
I 








Xl 





The Award that 


The Chrysler “Medal of Merit” Service Award is 
worth a lot of money to the dealer who earns it. 
It means that he has the service facilities; the equip- 
ment; and the trained and experienced manpower 
that will make him a tough competitor in any 
market that will enable him to do a really 
profitable service business at all times! 


i 


EXPERT 
WORKMANSHIP 


WE AIM TO TAKE & 
CARE OF OUR OWN | 


at eat Od: 
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means Busines. . 


The “Medal of Merit” means business because it 
builds up the customer's confidence in the dealer's 
service organization. It builds up an esprit de corps 
among the mechanics, the service salesmen—every 
member of the service department. And it is a 
constant reminder and a challenge to the Service 
Department—and to the Dealer—to always main- 


Chrysler Division 


i 


a ee EEO figs ee — 


tain the high standards of service upon which they 
won, and are permitted to display the Chrysler 
Service Award. 


Chrysler Dealers will soon be displaying this beau- 


tiful Award as evidence of their living up to their 
pledge—"We Aim To Take Care Of Our Own”. 


CHRYSLER CORPORATION 
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